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We Go To SEATTLE.... 





Another Leader Feature... 

































































= to fit every lighting need: 12” wide, 24” wide and 13°4” wide. All styles can be 











furnished in deep (7°s") and shallow (6”) construction. All are available with or without 
trim. 12” and 24” units are available open, louvered. baffled or glass enclosed. 
1334” width fixtures are available only with Holophane controlens. All 2 and 4 light 
models are available for instant start operation. 12” Trofferlites can be furnished 
for 1, 2 or 3 40-watt lamps: 24" for 2. 3 or 1 40-watt lamps: 13°4” for 2 and 3 10-watt 
lamps. 12” and 24” deep Troffer units can be had for use with 96" and 72” Slimline 
tubes. Leader Trofferlites are finished inside in high gloss baked white enamel, with gray 


satin aluminum exterior. 


COMING SOON: Leader's New Trofferlite Catalog. H rite for vour copy on letterhead. please, to 


LEADER ELECTRIC COMPANY 


3500 N. KEDZIE CHICAGO 18, ILLINOIS 
WEST COAST FACTORY — 2040 LIVINGSTON STREET, OAKLAND 6, CALIFORNIA 





Leader T-240 Open Type Trofferlite. Leader TB-240 Trofferlite with Baffle. Leader TG-240 Glass Enclosed Trof- 

Designed for installations where Ideal for use where high levels of ferlite. Provides low cost lamp shield- 

shielded sources are not considered illumination and uniforfnity of light ing due to factrolite glass panel. 

a necessary requirement. with minimum shadows are desired. Light distribution is symetrical with 
high overqll efficiency. 














A » ELECTRICAL WHOLESALERS... this is one of a new 

__———“"E Tee ELECTRICAL 7 series of advertisements that will create new and still 
™ WEW pen greater demand for ECONOMY “DE-LAY” Renewable 
° DEVELOP _- Cartridge Fuses and Renewal Links. Are you ready for it? 




















DESERVES | 
ZcoNOMY Dependable Frotection 


\ The more useful a machine is, the more essen- 
tial it is that it be protected against unnecessary 
blows and costly stoppages. 


ECONOMY RENEWABLE FUSES with ECONOMY 
“De-Lay” RENEWAL LINKS offer this superior 
protection where time delay is needed most— 
namely, the 135% to 200% range in which most 
overloads occur. 


Your Electrical Wholesaler can supply you with the 
new ECONOMY FUSES and easily-and-quickly- 
renewed ECONOMY “De-Lay” LINKS. 


Send for 
New Catalog 


- 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE. CHICAGO 14, ILL. Rit ec Cries 
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PEOPLE EVERYWHERE know that the G-E monogram on lamp 
bulbs means first quality. And consistent advertising in mag- 
azines, newspapers and on the radio keeps reminding your 
customers that General Electric research is always at work to 
make G-E lamps Stay Brighter Longer. Preference pays off in 
profits when you handle G-E lamps! 








HOW? PROMINENT DISPLAY! 


IT’S EASY TO CASH IN on the two big General 
Electric advantages—quality and preference. 
Just display plenty of popular-size G-E bulbs 
where every customer can see them. And be 
sure they’re plainly marked ‘‘G-E’’. To help 
you make G-E lamps se// on sight, your dis- 
tributor will keep you supplied with eye-catch- 
ing counter cards and other tested sales aids. 
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UST a good look at General Electric lamps in your 







store is all it takes to remind customers that they 
need bulbs—and that ““G-E” is the kind they want. G-E 
lamps are preferred by more people than any other make 
of light bulb and for two good reasons. (1) They’re pre- 
sold by intensive advertising. (2) They’re tops for seeing, 
because General Electric research works constantly to 


make G-E lamps 


Stay OuUG LER he “GEN / 










GENERAL & re 
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and so will the NEW CUSTOMERS 


BULL DOG FRICTION TAPE brings you! 


Because they know Bull Dog Friction Tape does a really swell job, 


Another Fast Seller! 
Bull Dog Splicing Compound 


householders, mechanics and maintenance men make a beeline for 


the store that sells it. Once inside your door, they're bound to buy 


other things, too. Result: greater volume, bigger profits! 


Bull Dog Friction Tape is famous for its extra stickiness. It goes High resistance to electricity and 


: : ; : ; ie water — makes smooth, solid in- 
on smoothly, grips like a vise, makes a tight, long-lasting joint. sulation even around irregular 


: : : : joints. Tested to A.S.T.M. specifica- 
Special BWH technique keeps it from drying out in the roll. Call tions. The electrician’s standby. 


your distributor today and place your order! 


Another Quality Product of 


~ Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 
PLANT: CAMBRIDGE, MASS., U.S.A. © P.O. BOX 1041, BOSTON 3, MASS. 
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Ratings from 15 to 
50 KVA are built 
for floor or wall 
mounting in fully 
enclosed case. 





67 Water Street 


i ee | 





Small capacity up to l 
KVA, transformers are 
built in this compact 


style. 
iy si 





Acme Electric manufactures Luminous Tube Transformers—Fluores- 
A C M E E L E CT R I Cc C Oo R P ©] R ATI .@) N cent Lamp Ballasts — Cold Cathode Lighting Transformers and 


Cuba, N. Y. Ballasts — Mercury Vapor Lighting Transformers — Radio and Tele- 
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" homasi@ieFlactrie AIR COOLED 
TRANSFORMER INSTALLATIONS 


| 





In every industry, Air Cooled Transformers are be- 
ing used in increasing numbers as the most prac- 
tical and economical way of eliminating double 
wiring, providing three wire circuits, balancing 
voltage, insulating circuits or boosting voltage. 
These and many other applications provide a 
steady profitable market for those who can supply 
Acme Electric Air Cooled transformers from stock. 


Acme Electric air cooled transformers are avail- 
able in insulated and auto types, in ratings 
from 1/10th to 50 KVA, with primary voltages up 
to 600 volts. Well designed all-steel construction 
provides maximum capacity at minimum weight. 
Mechanically designed for easy installations, they 
are preferred by many plant engineers. 


The many exclusive performance and construction 
features of Acme Electric air cooled transformers 
make selling easier in a competitive market at 
prices that are right and profit percentage that 
justifies your special interest. 


Write today for details. 


vision Transformers — Electronic Transformers — Door Bell, Chime 
and Signalling Transformers — Safety Transformers — Voltage 
Regulating Transformers—Step Down Transformers—Control Trans- 
formers — Warp-stop Transformers — Capacitor Transformers for 
Power Factor Correction—Air Cooled Power Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 


824 Notre Dame St., West Montreal, Que. 














Users of fluorescent lighting realize more 
than ever that a fluorescent lighting in-' 
stallation can be no better than its ballast. 
The ballast must be designed to forestall 
early end-blackening of the lamp. It must 
have long life itself, and it must assure 


SSS I) a, GO 
3 ad tty “ge 


rated life and proper operation of the 
lamp, and other fixture components. 


General Electric ballasts are designed, 
built, and tested for permanent, matched 
characteristics—dependable performance. 





makes good fixtures better 


Yes, the matched performance of General Electric ballasts with any 


standard fluorescent lamp can help a lot in making good fixtures 
better performers—and in bringing you repeat sales. These “lamp- 
matched” ballasts assure your customers rated light output, rated 
lamp life, and maximum operating efficiency and all-around satisfac- 
tion. Write for bulletin GEA-4950. Apparatus Dept., General Electric 
Company, Schenectady 5, N. Y. 


GENERAL && ELECTRIC 


412-15 


BALLASTS 
CABLE 
LAMPS 
STARTERS 
LAMPHOLDERS 
for 
DEPENDABILITY 
in fluorescent lighting 
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Regardless of season, Conduit Pipe Products will 
move off your shelves at remarkable speed. For 
electrical contractors from coast to coast kmow that 


Conduit fittings assure faster, trouble-free construc- 


tion on every job. NX 


Representatives in Principal Cities 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





PIPE COUPLINGS - PIPE NIPPLES + ELBOWS, 90° AND 45 


RUNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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Rome's ‘easy to work’ 
NON-METALLIC 
SHEATHED CABLE 


spiP.-- LIGHT WEIGHT... saves TIME-:: 


Further evidence of Rome Cable's ever broadening service 
to the electrical industry is RoFlex ... the new and better 
thermoplastic insulated non-metallic sheathed cable. This latest 
addition to the “Rome” line now enables the wholesaler and 
contractor to specify “Rome’”’ for his entire building wire needs. 





RoFlex . .. meets all requirements of the man on the job. It is 
easy to strip, light weight, uniformly small in diameter, and clean 
to handle . . . the kind of cable the electrician calls ‘‘easy to 


work.’ Further, step by step, it is constructed for low-cost and 
trouble free installation. 


FOR EXAMPLE: 


1 The thermoplastic insulated conductors strip easily leaving 





bright, clean copper for quick connection. The insulation is highly 
resistant to oils, acids, moisture and flame .. . is permanently 


colored for quick and easy circuit identification. 


2 A spiral wrap of specially treated paper covering each conductor 
provides light-weight, durable protection against mechanical 


injury . yet, strips back easily. 


3 impregnated jute fillers in each valley give the finished cable 


increased longitudinal strength, and serve as a “rip-cord” for 





stripping the outer braid. 


4 The outer cotton braid is flame and moisture resistant. The uni- 
formly small diameter saves space in oulet boxes and fits smaller 


holes 







Underwriters app -the’47 


de 
C operation un | 
eel Electrical Code 










Add them all up, and you have a cable that is easy 
to handle and quick to install... the result is 
savings for you. Remember the name... RoFlex. 
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Bithe lady of the convenient switch... and, presto! 
ta clark and per- ... the world lights up again! 

eobwebby cellar 
trical intricacies 





Simple, reliable, good-looking 
rs—and hope for I ederal NOA RK multi-breakers are 
available in a complete range of 
ampere ratings —for both indoor 


and outdoor applications. 
ih to look! She goes 


accessible Federal rite for a copy of the “FEDERALOG” 
. flicks a address Dept. F 





Borge / 

7 a “ : NE 
TYPE MO-4 
THERMAL 


MAGNETIC 
MULTI-BREAKER 





‘rl . 
raderal NOARK 


Mo Hf. breakers 


Executive Offices: 50 P pete Street, Newark 5, N. J. 





Piants: Hartford, Conn., Newark, N. J., St. Louis, Mo., Long Island City, N. Y. 
Federal Electric Wendie Company, Manufacturers of a Complete Line of | , 4 
Electrical Products, including Motor Controls ° Safety Switches ° Service % 


Equipment e Circuit Breakers ¢ Panelboards ¢ Switchboards ¢ Bus Duct 
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I’ your customers want tape that sticks tighter, } 
longer—under any weather conditions—sell 

them Gold Seal. You can’t beat it for high dielec- 

tric strength, it tears clean, and does not dry out, 

peel, ravel, or smear the hands. 





Gold Seal production is laboratory controlled 
all the way, from base cloth to the lasting “tack” i 
in the friction compound. 

These features make Gold Seal the tape in steady 
demand. Keep a good supply in stock. Available in 
both single rolls and the handy, sealed 10-roll 
container—both consistently advertised to tape 






Jenkins Bros. also make Dia : rw i iv 
eee ee users everywhere. Jenkins Bros., (Rubber Div.), , 
Tapes which meet ASTM and Whi 

cna ell the 80 White Street, New York 13, N. Y. 


JENKINS 


Ge Aros, 





© 
; 
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FRICTION and RUBBER TAPES 
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but I say 


“WiremonD it / 


Specifically, Wiremold 1900 WIRED PLUGMOLD ‘a 

Prewired, packaged, ready to install, WIRED ' 
PLUGMOLD is the new answer to the demand 
for a plug-in-anywhere surface wiring system. 
Versatile, provides real outlet convenience for the 
living room, kitchen or home workshop... in 
hotels, apartments, stores, offices. 

Easier to install, WIRED PLUGMOLD comes 
in 3 foot lengths with outlets on 6” centers... 
6 foot lengths with outlets on 18 inch centers. 
And — an important advantage — standard No. 
1900 fittings are used for all connections. 

The most efficient multi-outlet system I ever used. 

































Here's a typical job where plans called for out- Mount WIRED PLUGMOLD lengths above At corners, 1917 Elbows make it easy. Using 
let convenience in a new home. First step — baseboard and couple to 1914A. Splice jump- sections of 1900 unwired PLUGMOLD as fill- 
attach armored cable to 1914A Connector ers to feed wires and connect with 1930 Con- in strips, connect to WIRED PLUGMOLD 
Fitting nector Blocks. runs with jumpers. 


\oU StE, WiremorD GIVES 
be | LASTING 
PAD AN CUSTOMER 


ye ae SATISFACTION 








~~ NOW. Write today 


for Bulletin $33 ... complete 
how-to-use information about 
WIRED PLUGMOLD, in- 
stallation details 


THE WIREMOLD COMPANY 
HARTFORD 10, CONNECTICUT 


twee 
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If you have ever spliced wires 
and cables in real mean loca- 
tions, you probably are a | 
strong “‘booster’’ for Penn- | 
Union Connectors - - - 



































Because you know how much 
easier they are to use in close 
quarters: Working up against 
a wall...squeezing into small 
boxes, to join short ends of 
stiff wire . . . reaching around 
pipes, and splicing wires in 
dark holes where you can 
hardly see. 


for the wrenches make the Penn-Union 
connector more practical—you grip it from 
ANY angle, with ANY kind of wrench (box, 
socket or open-end). Developed by 20 years 
of constant improvement. Accurately made, with 
rigid engineering inspection. Reusable over and 
over. Can be furnished in Bronze or Aluminum. 





Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 
250 Richmond St. West, Toronto 


PENN-UNION | 
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immediate delivery 


e ¢ NEW SLIMLINER « « 








- 


.- ew WT Be 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 
Approved by Underwriters Laboratories * Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA 


2779 FOLSOM STREET : Manufacturers of 
SAN FRANCISCO 10, CALIF. “ALL-BRITE” Fixtures 








TESTED AND APPROVED 
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- LIGHT THAT’S Kight” FOR LEARNING 


LPI means Low Priced Illumination in the Educator. It’s the ideal fixture for 
schools and other institutions where eager young eyes demand the best in 
lighting and thrifty budgets require economy. 

The Educator is made in 2-40 watt and 2-100 watt sizes, the latter being 
recommended for use with low brightness lamps. It lives up to the LPI 
traditions of low cost, easy maintenance and easy installation. 

If the schools in your community are designed for the health and com- 
fort of their students, the LPI Educator is worthy of consideration. In both 
beauty and utility it’s the Best That’s New in School Lighting. An LPI lighting 
expert near you will be glad to tell you more about this fine new fixture. 
Sold by leading electrical wholesalers. 


LIGHTING PRODUCTS inc. 
HIGHLAND PARK, ILLINOIS 


Luminous NO GLARE metal sides... 45° transverse light cut-off, 25°-30° longitudinal... For 
individual or continuous row mounting... For surface or suspension mounting... All-Steel 
die formed unit. ..3 piece longitudinal baffles for wider light diffusion ... Baffle easily swung 
down for relamping... All reflective surfaces of ‘‘Klasium White’’. .. Louvered metal ends, 
finished ‘‘Klasium Aluminum”’... Satin Gold ‘‘Tear-Drop”’ ornament... High efficiency and 
minimum maintenance... Mounting and accessories as on Constellation. ..Same cross-section 
on 2-40 and 2-100 watt units... Wired with ETL ballasts, sockets and starters ... Union 
made I. B. E. W., A. F. of L.. .. Approved by Underwriters’ Laboratories, Inc. 
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More wholesalers prefer 
ACCURATE Tapes because more 
electrical contractors use them! 





WA GW 


You're right every time when you stock ACCU- 
RATE Tapes. The fact that the Blue and Red box 
is a familiar sight on electrical jobs everywhere 
is proof enough of their year in, year out con- 
sistently good quality. 

Remember, every box you sell your customers 
is fresh -. . ready to do a clean, fast job with no 
loose ends or threads showing. Yes, you're right 
when your recommendation is ACCURATE... 
because Accurate means correct! 

Stock up today — ACCURATE Tapes are 
being asked for by name in greater quantities 
than ever before. Accurate Mfg. Company, Gen- 
eral Offices & Plant: Garfield, New Jersey. 


S 








OVER A QUARTER CENTURY OF TAPE SPECIALIZATION 
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Easy to Install! Easy to Maintain! Easy to Sell! 
The New 






Fits Any Ceiling! 


Exclusive Features for Easy 
Installation & Maintenance 


EXCLUSIVE 
JACK CHAINS FOR 
REFLECTOR SUSPENSION 





Jack Chain Suspension. For easy wiring access. Two 
jack chains with “S' hooks suspend reflector from 
channel. No need to hold reflector or ballast while 
wiring the unit. Reflector is fastened to channel by 
simply tightening nuts provided. Saves installation 
time —simplifies maintenance 





End Plates and Coupling Plates. End plates for use 
at ends of a continuous row of units. Coupling plates 
for connecting two units together. All plates have 
threaded bushing” holes for simple screw fastening 
from inside reflector. No nut is needed 





"Swing Hinge” Glass and Louvered Frames. For 
easy relamping or cleaning. Frames swing down freely 
on special hinge hooks. Snap shut tightly with two 
spring latches. Frames are interchangeable —easily 
removed and replaced in just a few seconds 





FLUORESCENT 1 ROFFERS 


GLASS , ; LOUVER 
SHIELDED SHIELDED 





Attractive, Economical, Efficient 
Commercial Troffer Lighting 


¢ ys new MITCHELL Fluorescent Troffer marks a signal ad- 
vance in attractive, economical, high intensity lighting for com- 
mercial application. Clean-lined, simple—the MITCHELL Troffer 
offers exclusive advantages for easy installation in any type of 
ceiling. Available in a choice of three systems: Open type, Glass 
Shielded, or Louver Shielded. Designed and built to the most 
exacting standards of quality for maximum effective illumination 
and minimum service requirements. Acclaimed by wholesalers, 
contractors, utilities, architects and users as the last word in 
modern Fluorescent Troffer design! 

The new MITCHELL Troffer System features ingenious design 
of the utmost simplicity and flexibility. It consists of: 


1. The “Basic Unit’’— (reflector and wireway channel wired 
with ballast and starters) for 2-40 watt lamps (Model No. 
3040); for 3-40 watt lamps (Model No. 3042), and for 
INSTANT START (Model No. 3041). 

2. Hinged Glass Frame—of ribbed, prismatic glass to pro- 
vide glass shielding (Part No. 323). 

3. Hinged Metal Louver Frame—for completely louvered 
illumination (Part No. 324). 

4. End Plate for ends of continuous rows, and Coupling 
Plate to connect units together in rows. 


For ceilings of Tee-Bar snap-in block construction, the “Basic 
Unit” snaps right into place—requires no accessory fittings. For 
other types of ceilings—plaster lath, acoustical tile, etc.,—a mini- 
mum of simplified fittings are provided to assure: easy, accurate, 
permanent mounting. 


WRITE TODAY for detailed 
8-page illustrated Mitchell 
Trofter Catalog No. 312. 





First Choice in Lighting 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office ot Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 









_ An Approved Building 
Wire Connector 
for Any Indoor Use! 
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cover a wide 
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CONNECTOR 


ERE’S an efficient, inexpensive connector that will con- 





In Junction Boxes 





For Connecting Motor Leads nect 2 2-10, 2 or 3 +12, and 2, 3, or 4 $14. This 
: : popular size costs less than 5c. Two additional sizes cover 
For Connecting Light Fixtures +8, +6 and +4 wires. Self-contained washer prevents 










For Connecting Electric Ranges . set screw from cutting into wires. 
The BLACKBURN Building Wire Connector is ideal for 
4 For Any Indoor Wiring motor leads and junction boxes, because connections may 
j FULLY APPROVED BY be changed without clipping off the old pigtails — you 
: UNDERWRITERS’ LABORATORIES merely remove the connector and rearrange the wires. 
This new connector is easy and quick to install, and 
easy to remove for re-connections or wire changes. It’s 
Cetalog Wire Sines Stondord Shipping small, conpee, and easy to tape. Economical, too—be- 
Number Minimum Maximum Package per 100 cause it saves the labor of soldering. 
10U 2 #14 ; a WRITE TODAY FOR SAMPLES 
2 410 100 1 tb. 
3 #8 
- a aeT JASPER BLACKBURN PRODUCTS CORP. 


FIRST, MADISON & CLINTON STS. « ST. LOUIS 6, MO. 
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The Luminaire that Makes the ; 


Dusting Ladder Obsolete! _. 


With the revolutionary new GUTH Floating Hinge Aristolite*, 
the entire dusting operation can be done regularly, easily, 
safely, right from the floor! 


The dangers of cleaning are gone! The bother and bustle of 
cleaning are gone! Fixtures get dusted regularly when you 
have GUTH Floating Hinge Aristolites, because it’s no trouble 
to do it. You get more light, better light, more consistent light, 
from luminaires that get cleaned regularly. 


, — 
> To clean these amazing fixtures, the glass panels are safely 


and easily swung open and hang securely on the floating hinge. 
Then follows a quick dusting —and back go the glass panels! 
So simple —so safe! 


A simple gripper tool on a Write today for Bulletin No.812-A, which 
gives full details about this revolutionary 


pole unseots the glass panels. 
new fixture. 


A handy mop at the oppo- 
site end of the same pole meee On A 
does the dusting job. PLAN FLOM 


Distributors Conveniently Located from THE MAN 
Coast to Coast WH PLANS 
eet Th » 





ELECTRICAL WHOLESALING—February, 1948 





| for 


\\ STRENGTH - RIGIDITY 
SAFETY - SMOOTHNESS 
NON-RUSTING 





Do you have the entire 
Killark catalog of the com- 
plete Killark Line? If not, 
send for it. 


- 
Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, Los 


Angeles, Pittsburgh, Son Francisco, Seattle and Syracuse. Offices: Cincinnati, Vandeventer & Easton Ave. 
Cleveland, Dallas, Detroi ansos City, Minneopolis, New York, Philoc ig T. LOUIS 13, MO 
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An electrical conduit Installation 
using Crouse-Hinds Large Radius 
Type ET Tees in a mill before the 
concrete floor has been poured. 


The same mill completed. 








one electrical conduit 
installation in concrete floors | 


Type ELB Where electrical conduit is concealed the use of Crouse-Hinds Cast-Feraloy 
P Large Radius Tees and Elbows results in substantial savings in installation and 
in maintenance. 


Saves Material. these *CONDULETS eliminate the necessity 
for flush floor boxes. 


Easy To Wire. The wires can be brought directly up to junction 
CONDULETS or motor controllers, where it is easy to make the 






















Type EY necessary taps and splices. 
. 
Maintenance Reduced. aps and splices are out of reach 
*CONDULET isacoined word regis of oil, water, or cleaning solutions that may be on the floor, com- 
tered in the U.S. Patent Office. It pletely eliminating future difficulties from this cause. If necessary, 
designates a product made only by any portion of the sectionalized circuit between two tees can be 


the Crouse-Hinds Company. readily replaced. 

Crouse-Hinds Large Radius Tees and Elbows are equally useful for ceiling 
and sidewall outlets. These CONDULETS are made of cast Feraloy, which is 
inherently corrosion-resistant. The hubs have the CONDULET features of tapered 
threads and integral bushings, designed for easy fishing. Lugs are provided 
for anchoring to concrete forms. 


These CONDULETS are listed on Page 14, Section 65, CONDULET Catalog 
2500. The complete CONDULET line consists of thousands of items .... engi- 
neered to enable the electrician to do the job and do it right. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices Birmingham - Boston — Bulfal Chicago — Cincinnati — Cjeveland — Dallas — Denver — Detroit — Houston — Indianapolis 
Kansas City - Los Anaeles — Milwaukee —- Minneapolis -New York — Ph ladelphia — Piltsburgh — Portland, Ore.— San Francisco 
Seattle — St Louis — Washington Resident Representatives: Albany — Atlanta — Charlotte — New Orleans — Richmond. Va 








CROUSE.HINDS COMPANY OF CANADA, LTD.. Main Office and Plant: TORONTO. ONT 
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LAMP BALLASTS 
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.. BECAUSE EVERY PLAN-O-LITE* 
LAYOUT IS CUSTOM- ENGINEERED 
TO EACH PROSPECT’'S OWN NEEDS 
AND ASSURES HIM COMPLETE 
LIGHTING SATISFACTION” 





SQGYS Frank A. Blesso, Wholesaler 
Hartford, Connecticut 





Frink’s pzaw-O-“LITE service means extra profits 


and more effective selling for progressive jobbers and PLAN-O-LITE lifts your selling out of the class 
contractors. of “fixture peddlers” who compete primarily on price. 

You realize greater profits, because each custom- Send the coupon below for a sample packet of | 
engineered pzaw-O-z47e layout makes your pros- PLAN-O-£478 layouts and installation photos, and | 
pect appreciate the need for high quality fluorescent get your copy of the new Frink catalogue. Learn what 
fixtures to obtain guaranteed lighting satisfaction Frink quality and engineering service can mean to 
. . . Your sales effort is more productive, because you and your customers. 


* A complete fluorescent lighting layout, provided 
by Frink at no extra cost, and engineered to 
your customers’ exact lighting requirements. 








L-I-N-O-L-I-T-E Se- 
ries 22... a shal- 
low fixture with glass 
paneled sides. Avail- 
able for 2, 3, or 4 
CLIP THIS TO YOUR LETTERHEAD 40W lamps with either hinged, removable 


pS a DG ASS Se CE See See Se MSS cue aoe ome » louver or glass door bottom. One of sev- 
THE FRINK CORPORATION enteen standard Frink flvorescent fixtures 


[ a eg Bridge gee That L. I. C., N. ¥. for mounting separately or in continuous 
‘\ packet of PLAN.O- igh sone yous [- runs. Each available with matching incan- 
and photos to the descent downlights if desired. 












OT Ee OO Oe ET eT ee 
) al l d I f 
ee * , aD, halle THE FRINK CORPORATION 


a 27-01 BRIDGE PLAZA NORTH, LONG ISLAND CITY, N. Y. 
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BLNO—a new bracket on a 
nationally popular STEEL box 
especially suited for mnon- 
metallic sheathed cable. Speeds 
up residential jobs—nails di- 
rectly to studding. Not neces- 
sary to notch studs jon rock 
lath jobs. Long nailing prongs 
gauge and hold box ‘in correct 
position until nails are driven. 
Knockouts are “Pri - Out” 
equipped. 




















. 



















Raco products are listed by 


Underwriters Laboratories, Inc. 


— = 


ALR i 
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RACO Switch and Outlet Boxes 


Profit by the line of least sales resistance! It’s no secret that dee 
signers, architects and electrical contractors—the country over— 
prefer and demand the RACO line. There’s a box and cover, acs 
curately made and machined, tailored to fit the particular needs of 
every type of installation. Sturdy RACO boxes in their smooth, 
lasting black or galvanized finish, are built to do the job right! 


* * * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATION 
CABINETS + CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING - FROZ-N-FOOD LOCKERS + ELECTRICAL OUTLET 
AND SWITCH BOXES. 


ALL-STEEL EQUIPMENT INC, 





ALiwmSICEL Fete me wT 








300 Kensington Avenue, Aurora, Illinois 


ime. 
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Slt, 


%ere, 






= 1 
craunite EM." 





AND 
gepusric ELE 


Through regular advertisements in each 
of the above publications, your cus- 














omplere 9 
by ® 

aflorded 
edvennene LTE Distributor 


tomers—contractors and maintenance 
ean men—and the architects who specify | 
raceway materials, will be reminded | 


constantly of ELECTRUNITE E.M.T. 


This is but one of the ways in which 


VVVVLLLELEE cyt 


Steel and Tubes is backing up your own 
sales efforts . . . looking forward to the 
day when ELECTRUNITE E.M.T. will again be 
available in unlimited quantity. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION e CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, New York 





ELECTRUNITE. E.M.T. 








te~eevwetoes F THREAODLES § RiGiob STEEL RACEWAY 
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Wasnt Aladdin®= § 
— but Shomas A4duon 3 


_ who worked wonders | 
with the he Lamp 


We pay tribute to Thomas A. Edison, whose birthday we com- 
memorate this month. The spark of his genius inspires Revere 


* engineers in their research toward developing lighting units with 
more working foot candles. Sound planning and proved manu- 
facturing policy plus designing and engineering “know how’ are 
the faciors responsible for progressive product improvements and 


9@.. SERVICE STATION « SPORTS - 
INDUSTRIAL » MARINE LIGHTING 


A COMPLETE LINE with plenty of selling sparkle. Ease of wiring 
and maintenance are just two of the demonstration dividends that 
make the Revere line outstanding. Exclusive features of design and 
performance most wanted by your customers and other items that 
pay off in bigger sales for you. Make the Revere catalog your 
sales ally. 


“]@BTHE NEW REVERE CLUSTER LIGHT ADAPTER 


A shining example of Revere development to promote the sale of petroleum products. One to five 
top floods may be used. Designed primarily for Service Station use—it offers possibilities in many 
other fields, such as for used car lots, golf driving ranges. carnivals, playgrounds, factory yards 



















































J) etc. Unit may be mounted on a pole or atop any existing area lighters to increase intensities where 
desired 
— ——_ 
—_ 3800 Series — Revere 
— a > 
Revere Pylon-Lite Designed to Eliptor ingeniously 
—_ j — designed. All alumi- 
j create an atmosphere of refinement a a porcelain 
— i —— at the sales area. Its top area a 
Ht lighter (No. 3650-S) is available 
a — with one, two or three top floods 
a ta) — A Glass column, fluorescent lighted, 
— it oe imparts a rich glow of light. Area 
Hi and top floodlights can be had in 
Hi > = colors to match station color 
—_—- thi oe scheme 
it, ~— 
mace i] HW — 
aaliana | —— 
eee “ee 
Open and Enclosed Floods 
_ = —A Supreme line in 150 
to 1,000 Watt sizes for any 
—_ — 3080—0 T type of mounting Also 
oa Seodilent. ror portable models 
_ ; 
a lighting large 
areas. Alzak 
Aluminum Re- 


flector 300 «ote 
1,000 Watt 


No. 3018—Convert 
ible— Weatherproof 
Accommodates extra 
floods (See Cluster 
Light above) 






9-$5452-L 
ALTA 





500 Watt en- 
closed (Navy 
type) Flood 
Concussion 
vibration and 
exposure re- 
sistant. 


The Famous Re 
vere Hinged 
Floodlight Pole 
Eliminates  haz- 
ardous climbing 
to clean or serv- 
ice floodlights. 20 
24 and ‘ 
30 foot Le 
mount- ~~ 


ing ‘ 
heights il 


REV Geer ELECTRIC MEG 


No. 4200—Enclosed Flood. 
750—1,000—1,500 Watt. 
Easy to service unit, has 
rotation feature with de- 
gree markings 











6011 BROADWAY @ CHICAGO 40, ILLINOIS 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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You cau get a larger share of 
the volume aud progete wheu 
you CHAMPION soccr 


customers PLANNED LIGHTING Zregracnd 


































The great Planned Lighting movement has every lamp user in your territory 

actively interested in more and better light. 
Be Johnny-On-The-Spot with CHAMPION Fluorescent and Incandescent Lamps 

and you'll get a juicier slice of this big business -and of the nice repeat business } 


it automatically sets up — because: 


Champion Lamps are ideally adapted to They're easy to sell. No red tape. Ne 
your marketing needs. Trained lighting ex- forms to fill out. No restrictions to keep you 
perts in the field are ready to provide from getting all the business including good 
prompt, dependable assistance on all lighting accounts you've never been able to crack. 
problems. They have the quality and _per- Champion's low overhead and clean-cut 
formance in service that keeps the repeat distribution policy assures lowest cost and 


business coming back to you highest profit for you 


Lynn, Massachusetts 


A OIVISION OF CONSOLIDATED ELECTRIC LAMP co 
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aoe RESIDENTIAL 


/ L/ COMMERCIAL 








UUARTER 


FL UORESCENT @ 
INCANDESCENT 








WRITE TODAY for Globe’ colorful catalogs ing commercial and residential lighting. 


BROOKLYN, NEW YORK * LOS ANGELES, CALIF 
NEW YORK Showrooms: 16 EAST 40th ST. 
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1413-D347 


For choice b 
of styles — 
for efficient 
lighting — and for 
downright good looks, 
specify PHOENIX Quality 
Lighting Glassware. PHOENIX 
























Glassware designs are calculated 

to blend with and complement every 

decorating scheme. Write for the PHOENIX 
catalog. Cur complete lighting glassware service 
is available to recognized jobbers. 











---beauty...modern styling 


¥ 









THE PHOENIX GLASS COMPAN\ 


MONACA PENN 














NEW YORK CHICAGO LOS ANGELES ATLANTA WINNIPEG 
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WITHOUT 
You | 


O ONE forced us to put the sole distribution of T&B prod- 
ucts into the hands of Electrical Wholesalers. 
No, we did it deliberately. For a good and sufficient reason. 














You handle the entire complicated job far more expertly and 
economically than we could possibly do ourselves. 


LOOK: You maintain costly warehouse stocks at point of sale... 
You're in daily touch with old and new users of T&B products... 
You save us the cost of handling thousands of orders and inquiries... 
You take over the work of accounting and shipping . . . the respon- 
sibility of extending credit and making collections. 


Add to all this, the long list of other jobs you perform for the users 
of our products—and it's plain to see why we can't get along with- 
out you. 


Now, what we do for you in return, is frankly less spectacular. 
But it has a dollars and cents value to you. 


We give you the exclusive sales rights on all lines of T&B Engineered, 
) UL Approved products, which are backed by a full half century of 
electrical and manufacturing experience. This guarantees you against 
any T&B direct selling competition which would obviously undermine 
your income ... We give you our inflexible one-price policy . . . Plus 
the efforts of our fieldmen who help you develop business which is 
routed exclusively through you . . . Plus our specialized engineering 
service on wiring problems, always available, through you, to your 
customers... Plus the T&B Plan of broadcasting the economic sound- | 
ness of Wholesaler Distribution in every way we can. f 


If we are missing any bets to strengthen your position, please 
let us know. We'll try to do something about it. 








The Thomas & Betts Co. 


INCORPORATED 


Manvfacturers of Electrical Fittings Since 1898 


ELIZABETH 1, NEW JERSEY 
In Canada: Thomas & Betts Ltd., Montreal 





IPEG 
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Everyone’s talking about the THERMADOR Bilt-in...the at 
range with separate stainless steel cooking tops and ovens 
to be installed independently ...anywhere in the kitchen. - 
Ovens can be built in at heights that eliminate stooping 2 
and low-level lifting. The Bilt-in permits greater accessi- = 
bility, increased work and storage areas in even the smallest “ 
kitchen ...unusual flexibility allows perfect coordination 4 

between kitchen units, conserves floor space. * 


It’s the range your customers are asking for...better send 


for complete information today! 





“Seven Leagues pthead” 


THERMADOR ELECTRICAL MFG. CO., Los Angeles 22, Californi« 
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I Existing service entrance 
consists of 34-inch conduit con- 
taining two No. 8 Type R wires. 
How can this installation be 
made suitable for an electric 
range without tearing out the 
conduit? 





A nx Install a second service entrance. 


B .. Run two No. 6 Type T wires and one bare 
No. 8 conductor in existing conduit. 


Cc 


Tap into the next door neighbor’s circuits. 








3 Many new buildings going up 
today will need provision for 
future FM and television wir- 
ing. What is an easy way to plan 
for this wiring? 


A ee ASk someone who has wired buildings tor 
television. 


B wee Double the capacity of all circuits. 


Cie Provide flexible conduit raceways for lead- 
in wires. 





1 Okay, if you chose B. And you'll be wise to make it General 
Electric thermoplastic every time you choose a building wire, 
because General Electric has always been a leader in the pro- 
duction and sale of thermoplastic insulated wire. 


2 Make it A, because silver oxide has the unusual property of 
reverting to pure silver when it gets hot. Silver-plated contacts 
eliminate premature blows from heating due to oxidation. That’s 
one reason why G-E Silvend fuses are so efficient, regardless of 
how long they remain in service. 


3 Pick C for this one. Flexible conduit provides an economical 
and easily installed, permanent raceway. Wires can be fished 
through at any time that new circuits are needed. 

If you picked A, you were on the right track, too, but you can 
do better by asking us about G-E flex. 


4 It takes A, B, and C to run up a score on this one, because 
they’re all correct. We put them all in, because it is a pretty 
good testimonial to the reputation of heat-resistant General 
Electric Deltabeston. Users everywhere will agree. 
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What's your score? 


(A three-minute test on the effective use of wiring materials) 























Z Why are fuse contacts some- 
times silver-plated? 


& 





A —= Silver provides unusually fine conduc- 
tivity. 

B —< Silver contacts cannot arc. 

c—— They look better with silver. 





4 A million feet of what famous 
wire was used in what fabulous ma- 
chine and by what university? 


A —— Deltabeston* 
B —— The Navy’s Mark II calculator 
C —— Harvard University 


We hope this little quiz was fun. And maybe it will 
help you to give your customers a better picture of 
G-E Construction Materials—the full line for all wir- 
ing needs. Each part of the line is made for ready use 
with other G-E wiring materials. It’s a line that has 
been designed for convenience—in ordering—in 
installation—and in maintenance. And it is backed 
up by experienced men who are always ready to help 
with engineering and application counsel on every 
job. It’s the kind of one source, one complete line 
service that makes it easy for your customers to do 
a top-notch wiring job. If you want information on 
any of our products, please write to Section K5-226, 
General Electric Company, Bridgeport 2, Connecticut. 
* Trade-mark Reg. U. S. Pat. Off. 


Construction Materials 
GENERAL @ ELECTRIC 


PYLET 
PRACTICAL DESIGN 
FEATURES 


Accurate, malleable iron castings made 
in Pyle-National’s own foundry. Double 
weather-proof protection—first, galvan- 
ized, and then finished with baked spray- 
ed aluminum 















Smooth interiors, round edges and large 
wiring spaces prevent damage to wires. 
Ribbed sidewalls provide extra strength. 





Strong Domed Covers are warped and 
Body Cover Joints are ground flat for tight 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true 
with accurate, cleancut, TAPERED threads 









P 


©))))) | bn 





Dowl-pin type self retaining screws pro- 
vide easy alignment of covers— hold cov- 
er and gasket together during handling 
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A Modern Line of Improved 
Heavy-Duty Conduit Fittings 





A Full Range of Types and Sizes for Industrial Wiring 


1. FS AND FD PYLETS AND COVERS—1, 2, 3 and 4 gang, 
square corner types, take all standard switch and receptacle 
plates. 


2. ROUND BASE PYLETS AND COVERS-—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 


3 universal 4 and 5 hub types, two and three gang, handrail and 


outlet box types, also midget fixtures. 


4. FLEXIBLE FIXTURE HANGER PYLETS— Universal joint 














Le 1! hub allows easy removal of fixture, free swing movement of 
> = fixture with stop to prevent wire injury, also cushion type for 
ei 4 protection against vibration. Also rectangular Pylets with 


suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 
plates. Available with interlocking plug receptacles. 





eee ee ee eee e 


Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles —explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers — 
elbows and grip handles — po:table hand lamps. 


WE POLE RAD ah, OLNEY 4 . 
nese vo EE 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


Oltices: New York + Baltimdre + Pittsburgh * St.Louis + SanFrancisco + St. Paul * Cleveland 
Export Department: International Railway Supply Co., New York 
Canadian Agent: The Holden Co., Ltd., Montrea! 





PLUGS and RECEPTACLES + FLOODLIGHTS « TURBO-GENERATORS «+ LOCOMOTIVE HEADLIGHTS ¢ MULTI-VENT AIR DISTRIBUTION 
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MN BENIAMIN Se4cea 7” 


Meet Your Lighting Plan's 
Most Exacting Specifications! 


Yes, you'll find that your most exacting 
specifications for the newest developments in fluor- 
escent lighting are fully met in the new Benjamin 
“Series 40”! In this new Benjamin Fluorescent Lighting 
Line are advancements which insure better shielding 
of the lamps from the eye, improved operation and 
easier installation and maintenance. In addition, 
there is advanced styling ... the eye-pleasing 
beauty of streamlined design. 


However, as is usual with all Benjamin Units, you 
get more than new features in the new “Series 40”. 
You get famous Benjamin built-like-a-battleship 


@ One-Piece Drawn Metal Housing 
@ Ample Conduit Knock-outs 


© Accessible Non-Blinking Lamp 
Starters 


© “Lok-Latch” Fasteners for Low Cost 
Installation and Maintenance 





© Porcelain Enameled Shield 

© Life-Time Porcelain Enamel Finish 
@ Meet RLM Specifications 

© Heavy-Gauge Steel Reflectors 


© “Springlox” Holders for Safety and 
Easy Servicing 





construction and all the many other factors which 
go to insure efficient and easily maintained illumi- 
nation of work places. 


Recommend and specify Benjamin Fluorescent Light- 
ing Units. Get the complete story—learn why you 
light right when you light with Benjamin. BENJAMIN 
ELECTRIC MFG. CO., DEPT. GG, DES PLAINES 20, ILL. 


BENJAMIN 


Lighting €Ggutnuecni 
7 4 oF 7 te 


Distributed Exclusively Through Electrical Wholesalers 


eeeeeeeeeeeeee 


R2447R 


@ Warranted High Light Output 


@ Detachable Chain Support 
Brackets 


@ Approved by Underwriters’ Lab., Inc. 
@® ETL Certified Ballast 
© Modern Streamlined Styling 





Borderline Vision* a 


*Just a shade too dark 


blocks lower costs slows down production. 


PLANT LIGHTING that’s a little short of 
being adequate.-- Borderline Vision. -- 
frequently blocks a reduction in costs be- 
cause it prevents top productivity. 

You can cure Borderline Vision easily .-- 
by installing W heeler Skilled Lighting. 
thoroughly-engineered product based on 
Wheeler's 66 years of experience and spe- 
cialized knowledge. It has helped hundreds 
of plants to increase productivity ... thus 
lower costs. 

Wheeler Reflectors control light . - - PFO 


vide an even, glare-free, shadow-free dis- 


Wh HYELMYY by tye 


tribution of work. Their special reflection 
factor gets the most light from standard 
lamps: their sturdy construction means 
long, trouble-free service. 

Don’t overlook lighting as an idea to offer 
your customers for lowering costs. Wheeler 
Skilled Lighting may be one of the most 
economical means of achieving their objec- 
tive. Write Wheeler Reflector Co., 275 
Congress St., Boston 10, Mass. Also branch 
offices in New York and principal cities. 

Distributed Exclusively Through 
Electrical wholesalers 


a LF a 
Me 


~~ 


All-Steel Fluorescent Unit 


F * ™ I . 
~ wa 

or or 3 10) atl, or < 10 ) watt lam Ss 

At ailable u ith open end or closed end por 


celain ena D 

—s — ear pe Broad wiring owe. 

For individ cessible enclosed ballast nd better work. 
vidual or continuous runs , wa 


RLM 
Solid Neck Incandescent Reflector 


Maximum lighti i 
a indoors pe = o 
expertly designe 1. 
Ruggedly built Vi as ae 
. Vitre- 
- — fron SK A = 
429 to lo watts. a ae 
HTING 


MADE BY SPECIALISTS 


IN LIGHTI 
F NG EQUIPMENT SINCE 


1881 
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: sensational new principle in desk lighting! The new ‘“‘Circlarc’’ fluoresc- 
ent bulb in this beautifully finished, sturdily constructed Faries Circlarc 
Desk Lamp. Adds lustre to the finest ‘‘top level executive’’ desk. 
The Circlarc provides a maximum of cool, non-glaring light where it is most 
needed on the working plane, the front of the desk. Striking appearance and 
the ‘‘something-new”’ features will make the Circlarc the hottest number in 
your line. 
SPECIFICATIONS—No. 20200 

Height 13”. All brass adjustable shade 7!” x 14!5”. Single push button switch. 
Heavily felted cast base 6” x 12”. 10’ rubber-covered cord. 
Finish: Electroplated statuary bronze with gold trim, or steel gray with gold 
trim. (Specify finish desired) 


Circlarc bulb included. Patent pending. 


a Few of the New Numbers... 





ee? / 
Patent Pending 


The CIRCLARC 


Bulb 


Bulb shape, Semi-circle, 12’ 
diam 

18 watts (Approx.) Color, 
white 

Rated life, (at 3 hours per 
start) 2500 hours 

4000 hours at 6 hours per start, 
and 6000 hours at 12 hours 
per start 

ube diam., 1". For use on 110- 
125 volt, 60 cycle, Alternat- 
ing Current only 


ee ee eee pe err roe ree Se me ee 
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Manufacturing Company, Deeatur. Ill. 


ioneers in Lighting Equipment Since 1880 
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NOW AVAILABLE 
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RLM 







ECIFIC ATIONS 
LiguTING UNITS 












STANDARD SP 
For INDUSTRIAL 


14 New 


RLM 


SPECIFICATIONS 
FOR INDUSTRIAL 
LIGHTING 
EQUIPMENT 





- A : 
-M— Dome Reflectors 


a Ne wipe = Deep Bow! Reflectors 


Wet: 0. 3 RLM — Symmetrical Angle Reflectors 
All nih “4 , : No. 5 RLM — 48” Fluorescent Two-Lamp Closed- 
on iit t eiga 4 End Porcelain Enamel Unit 
to inchd de the t 1 de ale TTHE Die are now No. 6 RLM = 48” Fluorescent Three-Lamp Closed= 
. ice ‘4s : St . ate A k End Porcelain Enamel Unit 
available 1 te a. ans ae te ge boo let. These new No. 7 RLM — co” siwerqosant Two-Lamp Closed- 
specifications cover all vital construction and perform- ae 
No. 9 RLM= 48” Fluorescent Two-Lamp Open- 
ance factors that should have major consideration in ail End Porcelain Enamel Unit 
; . . jo. 1 M— 48” Fi t Two-Lamp Open. 
selecting 14 different types of Industrial Reflectors and End Porcelain Enamel Unit. 
Fluorescent Units. maheweut ~~) ~ eee 
Copies of this new booklet are available without No. 18 RLM— Glasstee! Diffusers 
7 No. 19 RLM — 300-1500 Watt Aluminum Reflec- 
charge through manufacturers utilizing RLM sora far Contentoating Dictsibution 
: : : : i i No. 20 RLM = 300-1500 Watt Aluminum Reflec- 
inspection and certification service, or direct from 200-1500 Watt Aleminum Refiec- 
RLM Standards Institute. yoo 


No. 22 RLM = 48” Fluorescent Two-Lamp Closed- 
End Porcelain Enamel Unit (with 
RLM STANDARDS INSTITUTE, Incorporated Longitudinal Unit) 
No. 23 RLM= 48” Fluorescent Two-Lamp Open- 
Porcelain Enamel Unit (with 
Longitudinal Unit) 


No. 100 RLM— Testing and Inspection Procedure 
for Maintenance of Label Service 
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F.. a giant electric shovel, a portable tool, machine 
or light — for any of today’s many uses of portable 
cords and cables, Hazacord is used for good reasons. 

The Hazaprene tough jacket is an especially for- 
mulated compound that brings out the optimum 
physical properties of its basic ingredient: neoprene. 
This jacket successfully resists oil, grease, solvents, 
acids, water, sun, flame, etc. And just as important, 
it withstands twisting, heavy blows, scraping, stretch- 
ing, and other possible mechanical damage. 


The extra-flexible conductors are made of soft 
annealed copper, tin coated for ease in making sot 
dered connections. Insulated with a Hazard rubber 
compound that’s strong, flexible and long-lived, 
Hazacord assures you excellent electrical as well as 
mechanical protection. 

You can get most Hazacord sizes today from your 
electrical supplier’s stock. If he shouldn’t have what 
you need, write Hazard Insulated Wire Works, Divi- 
sion of The Okonite Company, Wilkes-Barre, Pa. 


insulated wires and cables for every electrical use 
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CLARK Screw Jack Clamps are used 
for making dead ending connections 
and taking off taps in main and feeder 
power cables. The cable splicer consists of two single barrel clamps, 
with a pointed capscrew in each, joined together by a threaded cen- 
ter barrel. The clamps are threaded in opposite directions to permit the 
joint to be made without twisting the cable. After the cable strands have 
been wedged into the grooves inside the barrels, a strong and durable joint 
is made by simply screwing on the connecting, or center barrel. If it is de- 
sired to re-open the joint, a few minutes is sufficient to do the job. No time 
required to heat up and melt solder—simply unscrew the parts. 





The body, or barrel, of the CLARK screw jack clamp is high tensile strength 
bronze. Grooves inside the barrel lock the cable in a powerful grip when the 
pointed end of the anchor bolt is forced between the strands. 


These screw jack clamps are available in either single or double barrel 
construction for the cable sizes listed. 





a Single barrel clamps are furnished with three kinds 
i Chien Stitt of bolts according to purchaser's specifications. 
—— ox Clamps for plain dead-ending are furnished 
with an eyebolt; clamps for use with strain in- 
ais sana08 I sulators may be furnished with either a double 
eel = —_ ended straight stud, or a clevis bolt. Stand- 
pen Barrel | ard double barrel clamps are furnished in 
400,000 | 550,000 | two styles: Barrels parallel and barrels at 
400,000 + $50,000 | tight angles. In either style, one barrel 
-——c — wm contains an eyebolt, and the other bar- 
400,000 | 550,000 | rel contains a pointed hex head cap 
Other Barrel screw ...A clevis bolt or a double 


ee 





1,500,000 one ended straight stud may be substi- 

600,000 | 750, 000 | tuted in place of the eyebolt. 

“one Pel 000 | In the 1,000,000 to 1,250,000 circu- 

F : rr 

Other B prrel lar mill sizes, cable known as 7. 
1,500,000 | 1,500,000 | “Rope Laid” is often used. This 
1,000,000 liaseees } cable is slightly larger in nor- 
| Rope La}a Cable | mal diameter than the circu- 
1,000,000 |1,250,000 | lar mill size indicates so ~ 7 . 
1,500,000 hi, 500, 000 | special screw jack clamps nea ts SE > 
be 000,000 - |2.000, 000 | pe — hn Gccommo- 4 

_—_—_— —— ate the cable. 


Clark Screw Jack Clamps are 


9 we CLARK CONTROLLER co. 


be 


“RY THING UNDER CONTROL ° 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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in the new Remington Rand electric adding machine, 
cushioned power gives welcome relief from harsh 
office clatter. You'll turn out more work with 

new ease on this quieter, faster model — with 

its longer, streamlined motor bars and famous 
10-key touch-control keyboard. All feature keys are 
electrified— you add, subtract, multiply directly — 
as fast as your fingers will move. For full details, 
call your local Remington Rand representative or 


Dept. EW-2, 315 Fourth Avenue, New York 10. 











Cushioned Power: Built-in steel cushions 
reduce noise and vibration—lessen strain 
on moving parts — insure smoother operation 


and longer life. 


Streamlined Action: Longer, feather-touch 
motor bars and compact 10-key keyboard 
eliminate finger groping, speed every opera- 


tion. Completely electrified. 
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Here Wows _ 
3 


MQEA¢ : cS, 
HEAT LAMP HOLDER 2. 


Right: 
This beautiful display is lithographed in four 
colors on durable cardboard. It shows the prod- 
uct and its unique features of usefulness, as a 
heat lamp, a sun-lamp, and a light source. y 





ey 
2 


Above: 
In the same display deal, you get the colorful 
window streamer shown — another proven stopper 


“ ° MEL aT 
that brings customers in to buy! 


PERMANENTLY 


WANE: HET 


Here’s the new 


sales-making display 
deal on the 






eo. 
HEAT LAMP iz 


a. 
ee _- e+ <> vrs = a | 





a < — 


een a sien are two good reasons why it 
builds a profitable volume of sales for you! 


6 | 












First of all, this display was designed by experts to stop shoppers 

: ’ —and sell them! It’s big; it’s colorful; it packs a visual punch that 

Week the deal! catches the attention of customers as they pass. It stops them with a quick, 

complete story told in pictures and short, selling captions. Before the 

customer knows it, he has absorbed the full, convincing story of this Moe 
Light — and he’s sold! That’s modern merchandising! 


You order: 


6 Moe Light M-77 Heat Lamp Holders 
(Soft Ivory Finish) @ $2.95* $17.70 


6 Moe Light M-77 Heat Lamp Holders Second, and more important — it's built around a product with 
(Seafoam Gray Finish) @ $2.95* $17.70 universal usefulness and appeal — a product that sells itself! The 
Total $35.40 Moe Light Lamp Holder is the only lamp with all these features: It has 


less 40% $14.16 


a unique patented base; you can hang it, clip it, stand it, carry it — 
Your cost* $21.24 


anywhere. Its styling and finish harmonize with all home interiors. And 


- and at no additional cost you get this it can be used with all types of reflector bulbs ! 
beautiful display plus colorful window streamers ash ; f — 
Sue neue ened Order this profit-making display deal from your distributor today! 


*In the Western and Southern Zones the price per 


lomp is $3.10. Your total cost is $22.32 . MO F B ROT F RS 
Distribut Freight allowed 6 deal 1 ‘sj 
istributors: Freight allowed on eals or more (C((€) yf Cn clurtlee Cumnny 


| MOE BROTHERS FORT ATKINSON. WISCONSIN 








42 ELECTRICAL WHOLESALING—February, 1948 









































































pak ati ay 


pe e great yrovement 
n TIME SWITCH DESIGN 


in many years 


*ALL GEARS AND MOTOR COMPLETELY PROTECTED 
IN A DUST AND DIRT TIGHT METAL ENCLOSURE 


USING resen 


Hole for meter 
seal. 


Clear plastic win- 
dow to check oper- 
ation without re- 
moving cover. 


Beautiful modern 
streamlined steel 
case in colorful 
blue and yellow 
lacquered finish — 
size 7" high, 4%" 
wide, 3%" deep. 


Attractive etched 
exterior name show- 
ing Catalog No. 
and complete 
switch rating. 





’ Heavy 16-gauge base plate, 10%, heavier 
than usual, provides rigid strong base 
support. No chance to bind operating 
parts. 


Hand Trip-Lever at top of switch, away 
from terminals. 


Standard Models equipped with two 
tripper dial [one ON and one OFF.) 


Four tripper dial can be furnished when 





apa ss ALL AUSTIN PRODUCTS 

Positive Toggle Switch Action. Roller SOLD EXCLUSIVELY THROUGH 

bearing against trippers provides longer 

life and trouble-free movement. ELECTRICAL WHOLESALERS 

Three supporting holes in back. Top has Slow speed, self-starting, self-lubricating, syn- 

key-hole slot for easy mounting. chronous heavy-duty motor. Motor completely 

Terminals marked for easy wiring. enclosed, protected from dust and dirt. Babbitt 

aaal 

Combination V2" and ¥%" knockouts, one ae a : : } 

in each side, back and bottom conven- Heavy Torque Motor, will operate switch in 

iently located. any position. 

Only one screw holds cover rigidly in Motor window for checking operation. 

place. To remove, simply loosen and slide Heavier phosphor bronze spring-blade provides 

off cover. greater contact pressures, insuring longer life. 

ey 4 dial with numerals easy to read Heavy gauge brass terminal. 

. q 

# ws on sell ear E Large electrical clearances. 

alk ne ee Gear box riveted to top plate to prevent tam- 
: pering. 

Large size terminal screws provide good 

electrical and permanent connection — All gears enclosed in dust-tight gear box, 

polarized. graphite oil lubrication at time of assembly. 

All terminals below plate for greater Large silver-faced contacts assures long life. 

tafety. Top contact has convex face, giving positive 

Plenty of room for all wiring. contact for wiping action at all times. 









THE M.B. AUSTIN COMPANY 


D BY UNDERWRITERS LANA 





L esed vos muamieie | 


ALL-BRIGHT’S 
INDUSTRIAL 

















CR-402-L WITH 
LOUVRE 


(Available without louvre, open or closed ends) 


































KNOCKOUTS - 
IN ENDS AND 
TOPS OF RACEWAY 


To assure accurate align- 
ment of lamps, removable 
lamp-holder plates have 
been created for easy main- 
tenance without removing 
fixture from the outlet. The 
louvred ends assure longer 
life of the ballast. Remote 
starter control. The reflec- 
tor is made of sturdy heavy 
gauge steel, finished in 
Hammerloid and baked 
white or porcelain enamel 
— and is removable by one- 
quarter turn of captive 
latch. 





INSTALLATION 


VENTHLATED 
LOUVERED 
END PLATES 
INSURES LONG 
UFE OF BALLAST 






STARTER ~ 

REMOTE CONTROL 
INTERCHANGEABLE 
WITHOUT REMOVING 
LAMPS 






REFLECTOR 
HELD IN PLACE 
BY CAPTIVE LATCH 
ONE-QUARTER 
TURN 









ADJUSTABLE 
SCREW EYES 
FOR LEVELING 

CHAIN MOUNTED 

FIXTURES 













--— meena === =F 
. ° 1 

Chech information nequedted 

! Commercial Fixture H 
[] Complete catalog y ome 
Industrial Fixture Add my name to mailing ' 

data list 

NAME FIRM Seen 
I a } 

i 

As ZONE__ STATE | 

1 

Sciacca dipemnapemaeanain diateneeeasiuaiinaiaiicmmininaaae annmmexnmlll 





FINISH 
BAKED HAMMERLOID 


REFLECTOR 
BAKED HAMMERLOID 
AND WHITE 


CR SERIES 


LUMINAIRES 




















Here are fixtures that give you “full- 
time’ service with trouble-free, eco- 
nomical performance. Incorporated are 
many features found only in the 
ALL-BRIGHT “INDUSTRIAL”... 
the lighting unit of tomorrow—today! 








SOCKETS 
MOUNTED ON 
REMOVABLE PLATE 
EASILY ACCESSIBLE 
FOR MAINTENANCE 










EGGCRATE LOUVRE 
FULL DEPTH 
SNAP IN 
HINGE TYPE 













RACEWAY 













There is only ove manufacturer of All-bright fixtures. We have 
no affiliation with any other manufacturer of lighting fixtures. 
Trademark Registered. 


ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


Manufacturers 4/GHT RIGNT WITA 


of Fluorescent Up - o 
lighting Fixtures 


3917-25 N. Kedzie Ave., Chicago 18, Illinois 
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Synthol Type T. W. is 
the most desirable and 
lowest cost Building 
Wire for use in WET 
LOCATIONS under 
Sec. 3102b of the 1947 
National Electric Code 
in raceway systems: 
(1) Underground, (2) 
In concrete slabs’ or 
other masonry in di- 
rect contact with earth, 
(3) In wet locations. 
(4) Where condensa- 
tion or accumulation o 
moisture within the 
raceway~ is likely to 
occur. 











CRESCENT INSULATED WIRE & CABLE CO. 










CRESCENT SYNTHOL Building Wires and Cables are insulated with 

a special, tough, thermoplastic compound that results in wires of 
unexcelled Permanence, Safety, Adaptability and Value. They 
combine high dielectric and mechanical strength with the follow- 
ing desirable features. 

SMALL DIAMETER-_has smallest outside diameter for same con- 

ductor size, permitting more conductors, or larger conductors in 

same space for new work or rewiring. 

FLAME RETARDING __SYNTHOL insulation will not support com- 
bustion. 

LONG LIFE practically unaffected by continuous exposure for years 

' . xposure for | 

to sunlight or air; more stable than any rubber insulation. 

RESISTANT to moisture, acids. alkali and most chemical solvents. 

OILPROOF cutting oils. greases and petroleum solvents do not in- 
jure SYNTHOL. 

BRIGHT COLORS —non-fading. the insulation is the same color 

throughout so color will not scrape off; easily cleaned: twelve colors. 

FREE STRIPPING _ makes splicing and soldering easier and faster. 

EASY PULLING — because SYNTHOL wires have a permanent clear 

wax lubrication on their hard, smooth, abrasion resistant surface. 


CRESCENT 


WIRE & CABLE 


TRENTON, N. J. 
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| SHUTLBRAK SWITCHES | 





\.FRANK ADAM ELECTRIC CO. / 
“Swan ST.LOvIS,MO.u.S.A “ 


+, meal Lukes 
, 
| BUSDUCT 


\ FRANK ADAM ELECTRIC CO. 
—~wam\ ST.LOUIS.MO.U.S.A 








a BETTER JOB... 


The @& Trade Mark has been a sign of quality 
in the electrical world for more than 56 years. 
mt. )/ THE Sich OF A perren Joe \ To the Architect, this @ quality means mod- 
( Prank Adam ern, product design...to the Contractor, 
i | quality means dependability and ease of 
| PANELBOARDS installation ...to the Engineer, quality is 
Ne — a down-to-earth expression meaning less 
maintenance and longer-lasting service. 
You'll find quality in all products 
whether they are safety switches or switch- 
| boards, panelboards or busduct. So for a 












pEueeeLetesaaes 





\\ FRANK ADAM ELECTRIC CO. 
“waa ST.LOUIS. MOUS A 











quality job, specify Frank Adam. 
Prank > Mdam_ 
SWITCHBOARDS 


\ FRANK ADAM ELECTRIC CO. 
\ ST.LOUIS.MO.US.A 








Bulletins on all @® Products are 
avatlable...send for your copies. 

















Mihai of 


BUSDUCT SERVICE EQUIPMENT 
PANELBOARDS SAFETY SWITSHES 
SWITCHBOARDS LOAD CENTERS 


ELECTRIC QUIKHETER 


Srank etdam 


ELECTRIC COMPANY 
ST. LOUIS, MISSOURI 
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1949 — 


Can Be a Good Year Too 


You can expect good business to run on 
well through 1948. 


But old-time competition is close upon 
us. 


And 1949 will be a critical year for all of 


us — making lower taxation imperative 
NOW. 


These are the main conclusions drawn from a na- 
tion-wide survey of industry’s plans for new plants 
and equipment which McGraw-Hill has just com- 
pleted. Here are the major findings: 


1. Capital expenditures in 1948 may be a little 
lower — but at the most only 8% lower — than 


in 1947, 


2. In 1949 capital expenditures may decline. 1949 
plans are still fluid. However, those which have 
been projected now show a falling off. (Wash- 
ington planners, please note: Current official 
attempts to discourage capital expansion may 
turn out to be superfluous — or downright 
dangerous.) 


3. Industry’s initial postwar rebuilding will be 
85% complete at the end of 1948. When this first 
wave of deferred maintenance and expansion 
is finished, American industry will have more 
than half again the capacity it had in 1939. This 
does not mean the end of needed capital expen- 
ditures. Business will need to invest much more. 
(President Truman sets an investment goal im- 
mediately ahead of $50 billion.) But it does 
mean that tough competition is returning fast. 





e IF YOU WANT full details of the McGraw-Hill sur- 
vey of Capital Expenditures, which is summarized in 
this editorial, write to the Economics Department, 
McGraw-Hill Publishing Company, 330 West 42nd 
Street, New York 18, N.Y. 
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These are solid facts, based on plans which are firm- 
ly made by a broad cross-section of American indus- 
try and which the McGraw-Hill survey revealed. 

' The greatest contribution of this survey is the 
information it supplies on business plans for the pur- 
chase of new plants and equipment. What business 
planned to do about such expenditures was by far the 
biggest unknown element in the 1948 outlook. For, if 
business planned to slash its outlays for plants and 
equipment this year, that fact alone could bring a 
sharp downturn in business. 

In making this survey, McGraw-Hill researchers 
all over the nation personally interviewed top execu- 
tives of companies selected to make up a scientific 
cross-section of industry. Each executive was asked 
to give, not his opinion about general business trends, 
but factual details about his company’s plans for 
1948. By adding together the plans of the companies 
interviewed, McGraw-Hill has secured, for the first 
time, a reliable picture of what business plans to do 
in the months ahead. 

Here are plans for 1948 and 1949, as revealed by 
the survey: 


1. Industry still needs more than a year 
to finish its initial postwar maintenance 
and rehabilitation program. 


Among manufacturing industries, top executives 
report that 64% of their program for the immediate 
postwar period is now complete. According to present 
plans, 85°% will be installed by the end of this year 
even though some manufacturing industries still 
have a long way to go. For instance, oil companies 
will complete only three-quarters of their presently 
planned expansion program by the end of 1948. 


2. Business may spend less on new plants 
and equipment this year than the record 
$16.1 billion spent last year. But the decline 
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That’s Security Friction Tape! 


Security’s high tensile strength comes in handy on the 
tougher jobs. This electrical and general purpose tape has 
no pin holes—does not ravel when unwound from the roll 
—tears straight. Highly di-electric, Security Friction Tape has 
a strong, rubbery adhesive that sticks and holds. In factory, 
office or home, Security can help you in dozens of ways. 


Play Safe-lse Security 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas, New York 20, N. Y. 
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probably will be negligible and certainly 
will not be great enough to bring on a busi- 
ness recession. 


At the time McGraw-Hill interviewed top execu- 
tives, some companies had not yet approved their 
1948 capital budgets. Under the extreme assumption 
that those particular companies will make no capital 
expenditures in 1948, industry’s 1948 bill for new 
plants and equipment will run to $14.9 billion, or 8% 
below last year’s record figure. Under the more real- 
istic assumption that those companies will cut their 
capital investment only as much as the companies 
which had already drawn up their plans for 1948, in- 
dustry’s 1948 capital budget will run to almost $15.8 
billion, a decline of only $300 million from 1947. 

Thus the over-all conclusion of the McGraw-Hill 
survey is that capital expenditures by business will 
be only slightly lower this year than last. 


3. Business executives will not slash their 
1948 capital budgets unless they are con- 
vinced that a real slump is in the offing — 
and they are not convinced now. 


Almost two-thirds of all manufacturing companies 
say they would not cut capital budgets sharply even 
if business activity declined 20 . What is more, even 
a 15-20% boost in wage rates would have little effect 
on projected capital budgets. If wages go up, 57% of 
manufacturing companies would not change their 
capital budgets, 26° would increase them, and 17% 
would cut them. 


4. Most executives look for an increase in 
their company’s sales this year. 


More than half of all manufacturing companies are 
planning on a sales increase over last year of 10% or 
more. A third of them say sales will be about the same 
as in 1947. And fewer than 10° look for lower sales. 


5. Manufacturing companies will finance 
much of their purchases of new plants and 
equipment in 1948 from funds set aside out 
of past or current earnings. 


Utilities and railroads, on the other hand, must go 
to the securities markets or commercial banks to 
finance most capital expenditures. 

Although manufacturing companies say they can 


finance this year’s capital expenditures in large part 
from current profits and past savings, all evidence 
indicates that, to do so, they will use up most of the 
funds they earmarked during the war for this pur- 
pose. So in 1949, industry must go to the capital mar- 
kets or to the commercial banks if it is to continue 
to spend for capital purposes. If the securities markets 
continue to lie in the doldrums, as they will under 
present tax laws, only companies with triple A credit 
ratings will be able to raise funds that way. 


6. Purchases of new plants and equipment 
may fall off in 1949. 


The McGraw-Hill survey collected all available 
evidence on plans for 1949 capital budgets. Fewer 
than 40% of all manufacturing companies now have 
definite plans for 1949. Of those that have plans, 45% 
intend to spend less than in 1948, 30% plan to spend 
the same amount, and a quarter expect to spend more. 
These preliminary decisions would seem to indicate 
that capital investment may fall off in 1949. 


7. Industry’s production capacity in 1949 
will be far above prewar. 


Manufacturing capacity will be more than 50% 
greater than in 1939 once the present wave of postwar 
building is complete. Almost a third of all manufac- 
turing companies report that their capacity will be 
double or more than double the prewar figure. Thus, 
1949 may see a huge increase in production of many 
things that now are hard to buy. 

The last two points in this summary mean that 
1949 will be a critical year. We must forestall a sud- 
den drying up of capital expenditures in that year. 
We must be able also to absorb a great outpouring of 
production both of capital and consumer goods. 

What will happen to business in 1949, therefore, 
will depend on how successful we are this year in 
dealing with such momentous problems as taxation, 
foreign aid and prices. But 1949 can be a good year 
too. 

The next editorial in this series will discuss the 
pivotal problem of taxes. 





President, McGraw-Hill Publishing Company, Inc. 


THIS IS THE 65TH OF A SERIES 


February, 1948—ELECTRICAL WHOLESALING 


49 








The TRUMBULLetin | 





INTRODUCING 
TRUMBULL TIM 


Newest Member of the Sales Staff 


He’s new. He’s full of life. He 
has a twinkle in his eye. And 
he’s going to make it easier 
for you to sell Trumbull Elec- 
tric products. 


This new Trumbull Tim 
made his “debut” as a Trum- 
bull salesman at a distributor 
meeting last Fall. For the 
occasion, he was portrayed by 
a midget sporting a huge 
“head” designed around the 
familiar Trumbull “T”. 


Trumbull Tim is more than 
a gag, however. He will play 
a big part, henceforth, in 
Trumbull sales promotion. 
You will see him in our ad- 
vertising (see below), our bulletins, our direct mail. 
To your customers and prospects he will be a constant 
reminder of Trumbull — its range of products, its 
quality and its service. 





Trumbull Launches New 
Advertising Campaign 


The largest publication advertising campaign in 
Trumbull’s history begins in the January issues of a 
long list of business and technical magazines. In both 
scope and intensity, it will be outstanding for prod- 
ucts of its class. 


The advertising plan falls into three classifications. 
DISTRIBUTORS: Regularly, in magazines such as the 
one you are now reading, you will receive news of 
Trumbull — particularly news of Trumbull sales 
promotion. Our publication advertising, our new 
literature, our new direct mail material, our new 
sales helps will be “previewed” here. We'll also have 
news of markets, outstanding sales achievements, 
workable selling suggestions. The “TRU MBULLetin” 
— issued twelve times a year — will be a constant 
source of information and ideas for all persons whose 
income depends in part upon the sale of the 
TRUMBULLine. 


BUYING INFLUENCES: A second group to be ap- 
proached by Trumbull advertising includes all those 
who have a “say” in what brands of electrical equip- 
ment will be purchased. This group includes archi- 
tects, builders, contractors, consultants, electrical 
engineers and others whose opinions could count in 
the decision to buy one brand or another. The 
strategy in this advertising is to establish Trumbull 
as a leader — in manufacturing, in engineering, in 
service. 


To attain maximum readership, we will put the 
Trumbull message in a form that proved so successful 
during the war — service advertising. Instead of add- 
ing to the many claims of superiority that fill up the 
advertising pages, we’re going to provide useful 
information. 


Each Trumbull ad directed to this group will pre- 
sent some item of sound practice in the installation 
or operation of electric control or distribution equip- 
ment. The items may be new ideas worthy of adop- 
tion or may be old ideas which need to be recalled to 
attention. Thus, an item may consist of instructions 
regarding a new procedure or a new Code rule... 
or it may deal with some rule in the Code which, as 
reported by some electrical or safety association, is 
being too often disregarded. 


This Trumbull advertising, therefore, will not only 
be readable, but will also help to establish Trumbull 
as a progressive and constructive element in the 
industry. 


And, of course, as can be seen from the example 
illustrated, there will also be a “plug” for some Trum- 
bull product. Altogether, the ads will add up to: 
“Men Who Observe the Best Practices, Make It a 
Practice to Use Trumbull”. 


ULTIMATE USERS: A third campaign will be devoted 
to those who own and operate the equipment — plant 
and building managers, engineers, electricians. In 
this advertising, we intend to do two things — an- 
nounce new Trumbull products which are now “in 
the works”, and continue to sell hard on old Trum- 
bull products. In the latter case, the emphasis in the 
immediate future will be on FLEX-A-POWER. 
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News about what Trumbull is doing to help you 


make more money with the TRUMBULLine 





Trumbull Advertising Spreads 
Over Wide Range of 
Buying Influences 


SPECIFYING INFLUENCES 
Architects and Consulting Engineers, Electrical 
Contractors, Utility Power Salesmen, Building 
and Plant Electricians. 

Architectural Record ¢ Electrical Construction & 

Maintenance ¢ Electrical Engineering ¢ Elec- 

trical World ¢ Electrified Industry * General 
Electric Review * Qualified Contractor 





Territorial 
New England Electrical News * Chicago Elec- 
trical News * Electrical South * Electrical West 
USERS 

Administrative Executives, Production Manage- 
ment, Purchasing, Electrical Engineers, Chief 
and Power Engineers in Manufacturing Plants, 
Institutions, Commercial Buildings, etc. 

Business Week * Electrical Equipment * Factory 

¢ Industrial Equipment News ¢ Industry & 

Power ¢ Mill & Factory * New Equipment 

Digest * Power * Purchasing 


New “Visual” Unveiled 
at Distributor Meeting 











To help Trum- 
bull distrib- 
utor salesmen 
make more 
profits on 










) hf - 343% 
Lf Z POWER, we 
\ edi mpower have prepared 
‘ SAVES MONEY a new visual 

SAVES TIME presentation 


SS which is now 
available for 
distributor sales meetings. It takes about a half-hour 
to “put on” the presentation, which consists of a 
complete but quickly-grasped discussion of the ad- 
vantages of a pre-fabricated electrical distribution 
system and the sales points of FLEX-A-POWER. 





Wherever this “visual” has been shown to distrib- 
utor salesmen, they have agreed it is convincing and 
helpful. A note to the nearest Trumbull branch office 
will schedule a meeting at your convenience. 


Direct Mail “Packages” 
to Form Backbone of 
Trumbull Sales Promotion 


Trumbull sales promotion strategy is to make maxi- 
mum use of direct mail to capitalize at the point of 
sale upon Trumbull publication advertising. 

In an early issue of the TRUMBULLetin, we will 
give you more information on the direct mail pro- 
gram for 1948. Meanwhile, we can say that we are 
preparing for you a complete package on FLEX-A- 
POWER. Here is what's coming. 

Descriptive Brochures Envelope Stuffers 
4-Page Folders Blotters 
Self-Mailers Stickers 
All material will be imprinted with your name and 
turned over to you for mailing to your list. 


Control Center Layout Pad 
Makes More Sales 


Here’s a bright idea that 
has already gone over 
{ with a bang. 





To help put across 
the flexibility feature of 
‘“‘packaged switch- 
boards”, Trumbull has 
prepared a layout pad 
equipped with sheets of 
gummed stamps repre- 
senting control center 
troughs, combination 
starters and other units. 
Pasted down on a lay- 
out sheet, the “stamps” 
give a customer a good idea — without any engi- 
neering delay — of what a control center will look 
like when set up for the customers’ specific require- 
ments. Thus he sees an actual photograph of what 
he is going to buy before he buys it. 








bomenne renee naan 


Control center layout pads are available by writing 
to the nearest Trumbull branch office. 
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New patented design — new Size 3 with balanced 
mechanism— saves 50% in installation space. Size: 5%” 
width, 6'2” height, 6” deep. Straight-line horizontal action 
achieved by knee-action bell crank fulcrum with roller 
bearing points, transmitting vertical gravity action to 
the horizontal contact motion by multiplied leverage. 
Smaller electromagnet required; less power consumed. 


Heavy-duty contacts with curved movable tips 
make a broad contact line. Straight-line pillar post guid- 
ance of contacts gives positive, uniform contacting with 
less wear; trouble-free service. These basic advantages 
are followed through with the most dependable structural 
features for long life, simplified maintenance. Complete 
information in 4-page catalog bulletin — on request. 


THE ARROW HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN., U.S. A. 
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Have You the “Seven Year Squat’? 


Recently we were talking to an old friend of ours and 
the conversation had revolved around the need for 
pulling salesmen out of the rut of seven years of mere 
order-taking when he popped out with the following : 
“T have been telling our men that they are suffering 
from the ‘Seven Year Squat’ and that they jolly well 
better get over it.” That’s how we got the phrase and 
we are editorializing on it here with our friend’s 
permission. 

There are today far too many salesmen afflicted 
with that Seven Year Squat. We have met them in 
our travels, heard them talk in hotel lobbies, on trains, 
in ofhfces and reception rooms, to each other, to 
strangers, even to their bosses. 


They seem to be so completely saturated with the 
feeling that through those seven lush years 1941-1947 
they themselves were the great moguls who made 
those orders keep rolling into the house by phone, 
mail, telegraph, that the many signs and realities of 
the now surging return to a “Buyer's” market have 
gone right over their heads. 

There is an old saying “You can lead a horse to 
water but you can’t make it drink” and knowing this 
to be true, from personal experience, we do not pro- 
pose to set in front of our readers at this point a 
mass of evidence to prove that the buyers market really 
is here. 

Anyone who has beén in the electrical wholesaling 
business long enough to have caught a dose of that 
“Seven Year Squat” need only spend just one week 
of honest, real hard effort, to prove it to his own 
satisfaction, 

We prescribe one week as the necessary minimum 
period for a very definite reason. Of that week prob- 
ably several days will be consumed in getting the 
‘‘Seven-Year-Squat” victim’s posterior pried loose 
from the office chair, disengaging his left hand from 
its clutch on the telephone, working his upper body 
back into shape for withstanding the rigors of travel 
and carrying a catalog case, while building up the 
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strength of his underpinnings so that they ll support 
him adequately as he once more commences to keep 
his feet on the ground instead of the desk, and starts 
wearing down shoe leather in the good old-fashioned 
“peddler’s” tradition. That done, it'll take just one 
day of calling on his old-time favorite customers to 
bring the conviction that things are no longer what 
they used to be and that it’s time to go back to work 

Last month (January 1948) ELectrricaL WHoLt 
SALING devoted many pages to the position of the 
salesman in this great industry. We have absolute 
faith in the ability of that army of men to do the su- 
perior selling job that will be demanded in the period 
that lies ahead. 

But we know also that among the salesmen of elec 
trical wholesalers and manufacturers alike, there are 
still many who have a bad case of the “Seven Year 
Squat” and don’t have the guts to admit it, even to 
themselves. 

To them we say: “Get back to hard-hitting, honest, 
intelligent selling and servicing of every one of your 
present or prospective customers and do it fast.” 

We are grateful to our friend for having provided 
us with a hook on which to hang this message to sales- 
men. At the risk of seeming facetious we recommend 
in closing that those afflicted with the “Seven Year 
Squat” reconvert and catch themselves a dose of the 
“Seven Year Itch.” That may help them to get back 
into the running for a healthy future prosperity. 


* 


Taxes \ stud) recently released by the National 
Industrial Conference Board shows that Federal per 
capita tax revenue increased 677 percent in the years 
from 1940 to 1947. Tax collections by states increased 
75 percent during the same years, lifting approxi 
mately $6 billion out of the taxpayers jeans in 1947 
and local governments were a close third with a $5 
billion take. 
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Total taxes collected represented approximately 25 
percent of the entire national income in the fiscal years 
1946 and 1947 as compared to only 17 percent in 1937. 

Measured by tax collections, says the N.I.C.B., the 
cost of government amounts to more than one dollar 
per day for each person now, as compared with only 
30 cents per person per day before the war. 

Well, all that looks like a helluva lot of money to go 
for taxes BUT—we are willing to bet that almost any 
person in the rest of the world would consider one 
dollar a day a dirt cheap price to pay for the privilege 
of living and working in these United States of 
\merica. 


* 


Squirming Under a Washington, D. C., date 
line the Star-Ledger (Newark, N. J.), reports 
that cooperatives’ leaders are appealing to Representa- 
tive F. L. Sundstrom, to prevent any further investi- 
gation into their tax exempt status, Mr. Sundstrom 
being chairman of the Subcommittee on Accounts of 
the House Administration Committee and as such in 
charge of allotments made to the House committees 
for their investigations. 

According to the Star-Ledger the president of the 
National Council of Farmer Cooperatives, John H. 
Davis, wrote Mr. Sundstrom protesting “any further 
financing of the House Small Business Committee un- 
less its work can be made constructive in the interest 
of small business rather than an attempt to persecute 
(Italics are ours !—The Editor) bona fide cooperatives 
owned and controlled by farmers.” 

It looks to us as if cooperatives not merely want to 
stay tax exempt, but they want to tell our legislators 
how they shall spend the taxes that are collected from 
tax-paying citizens. 

And—talking about Mr. Davis’ advice that the com 
mittee should get no more money “unless its work 
can be made cgnstructive in the interest of small busi 
ness,’ what could be more “constructive” than to 
create a basis of taxation under which no business or 
organization is exempt that carries on any operation 
which is in direct competition with tax-paying “small 
business” enterprises. 

We know that the ghosts of those thousands of 
“small business” feed stores, gas stations, food, equip- 
ment and appliance dealers that have fallen by the 
wayside due to tax-exempt competition, and those 
hundreds of thousands of ‘“‘small business’’ concerns 
that are today struggling to keep their financial “head 
above water,” fighting a flood-tide of tax-exempt co- 
op’s competition, they all would certainly consider 
any effort to create tax equality strictly in the interest 
of “small business.” 

Finally, what could be considered a more obvious 
admission of extreme weakness than a request to with 
hold funds from a congressional committee, so as to 
prevent it from continuing those investigating activi- 
ties which it was created to perform in the interest 
of all taxpayers. 

\We say: Let’s have the truth, the whole truth and 
nothing but the truth about this situation and-—let 
the chips fall where they may. 
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Let’s Stump The Experts Recently newspa 
pers devoted much space to discussions on the bust- 
ness outlook for 1948 and among the featured fore- 
casts was that of a galaxy of stratosphere talent, 
gathered together under the sponsorship of the Na- 
tional Industrial Conference Board at its latest “Eve- 
ning With the Economists.” 

Summing up the opinions of those fourteen leading 
economists who participated, in one line: “They hold 
frst half of 1948 favorable.” There appears to be 
less unanimity about the outlook for the last half. In 
fact one might say the range runs from decidedly 
gloomy to glorious. 

We, as part of the electrical industry, are obliged 
to take our soundings from what—along the entire 
waterfront of business—has a direct or indirect bear 
ing on the 1948 prosperity of our industry and when 
we get through with the sounding we can’t help but 
feel that the electrical manufacturing and wholesaling 
and contracting industries certainly are going to 
“stump the experts,’ when the performance records 
for 1948 can be appraised. 

Demand for electrical products continues practically 
unabated. The electric utilities are making new rec- 
ords of output almost every week or two (5,436,430 
kw. hrs. week ending Jan. 24th). The construction 
industry is just getting into high gear all along the 
line. There are factors, too numerous to recite here, 
to show that those things which spell prosperity for 
the electrical industry could not possibly slip down 
enough to prove some of the experts correct. 

Salesmanship will have a big part in net results 
and we bet right now that the salesmanship of the 
electrical industry will produce results that will put 
1948 sales well ahead of 1947 and—that will be really 
“stumping the experts.” 
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“Cold can’t crack this wire 


[t's Laglex RU’ 


Wire Engineer. Nor will Laytex 
soften at high temperatures. Elec- 
tricians find that Laytex RU permits 





“Even at temperatures of -60 degrees 
Fahrenheit, Laytex RU will not 
crack,” says Mr. USRUBBY, the 





CRU wiring wile RU? 





more wires per conduit, because it is 
America’s smallest diameter natural 
rubber covered building wire. Its 
conductors are perfectly centered in 
the insulation. There are no danger- 
ous thin spots. Laytex RU is easily 





and quickly stripped. Moreover, the 
insulation can be rolled back to the 
braid—and back again over the 
barrel of the terminal. Laboratory 
tests prove that Laytex is tops in 
tensile strength. It will withstand an 





unprecedented amount of stretch be- 
fore breaking, and in all other physi- 
cal and electrical qualities far exceeds 
other building wires. U. S. Laytex 
RU carries the label of the Under- 
writers’ Laboratories and is listed in 
the National Electrical Code as an 
all-purpose wire. Send today for 
sample plus booklet containing more 
details about Laytex. Write Wire 
and Cable Department, United States 
Rubber Company, 1230 Avenue of 


_ the Americas, New York 20, N. Y. 


*Reg. U. S. Pat. Of. 





UNITED STATES 
RUBBER COMPANY 
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Wholesalers Active in 
Coast’s 1948 Promotions 


Pacific Coast groups turn to promotion of electrical living 


and adequate wiring during period of critical power shortages 


PROMOTION © of 


and the advantages of adequate wiring 


“electrical living”’ 
were set forth by the Business Develop- 
ment Sections of two Pacific Coast asso 
ciations as the most practical interim 
measures during the critical power short- 
age that prevents direct load building 
promotion. Meeting at Fresno, Calif., 
recently, the Pacific Coast Electrical As 
sociation members outlined plans for 1948, 
which indicate emphasis on the electric 
kitchen, electric laundry, LPG competi- 
tion, adequate wiring, home economist 
training, and the certified lamp campaign. 

At the planning meeting of the Busi- 
ness Development Section of the North- 
west Electric Light & Power Assoc. at 
Vancouver, B. C., three weeks before, 
committee programs for 1948 were based 
on “what to do ‘til the doctor comes,” 
admitting that forceful business develop- 
ment was impractical while the power 
shortage continued in that area. As a 
mark-time measure, the NWEL&P mem 
bers decided to take advantage of the 
period of power stringency to study new 
forms of electrical usage and new trends 
in utilization development. Suggestions 
for broadening the scope of the organiza 


tion also were discussed 


Emphasis on Electrical Living 

At the PCEA meeting business devel- 
opment chairman J. S. C. Ross declared 
that the group is facing a period of 
change, with many problems not antici- 
pated in the post-war planning period. 

Looking at the adequate wiring pic- 
ture, Elbert Kramer of the Westinghouse 
Electric Supply Corp., stated that en- 
thusiastic industry cooperation in promot- 
ing the “certified wired home” can result 


in extending substantially the home mar- 


ket for everything sold by wholesalers, 
dealers and contractors. He pointed out 
that the cost of wiring, including ma- 
terials, and the appliances in a certified 
home averaged $670 each compared with 
$283 for non-certified homes. 

Bert Reynolds of General Electric Sup 
ply Corp., reported that the complete 
electric kitchen job for 1948 could not 
be realized because of shortages. He 
emphasized that wholesalers, dealers and 
contractors were faced with the problem 
of developing ways of cutting down on 
the time which elapses between the sale 
of an electric kitchen and the completed 
installation. 


How the home laundry market has 


been increased by the introduction of the 
automatic washer and the electric dryer, 
was presented by Paul Buhler, of the 
Leo J. Meyberg Co., wholesalers in Los 


\ngeles and San Francisco. 


New Lamp Campaign 

The residential lighting market was 
covered in the talk by L. H. Ruby, lamp 
department, General Electric Co., who 
said that the residential lighting field 
had been asleep for six years, and that 
it has not recovered from the war period 
as quickly as the commercial and indus- 
trial fields. He maintained that a planned 
lighting program, in which manufactur 
er, wholesaler, dealer, contractor, utility 
and the various associations participated, 
held the only possibility for the industry 
to re-acquaint the public with home light 
ing needs. 

Mr. Ruby then discussed the certified 
lamp program, the residential fixture in 
dustry’s certification program, and their 
tie-ins with the planned lighting for the 
home program 


Plans in the Northwest 


At the planning meeting of the North 





WHOLESALERS CONFER at the Fresno, Calif. meeting of the Pacific 
Coast Electrical Association. L. E. Starkweather, left, of the Leo J. Meyberg 
Co., Los Angeles; Pete Suess, center, of Suess, Young & Brown, Los Angeles, 
and Paul Buhler, Leo J. Meyberg Co. took part in the program, 
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Precision in Miniature 






Available for 
IMMEDIATE DELIVERY 


hes brand new—and just what your trade has been 
wanting—the Sangamo Type S Time Switch! Small in 
size, low in price, this high quality, accurate time switch 
is an item that will mean quick sales—and ready profits 
for you. 

The Sangamo Type S Time Switch is an accurate, 
attractive product of Sangamo’s 20 years of experience 
in making quality time switches. It is powered by a newly 
developed Sangamo high torque, synchronous, self-start- 
ing, low-speed motor that is lubricated for life. 

Built to exacting Sangamo specifications, it assures 
truly accurate timing. The switch is designed for easy 
mounting on a standard switch box or for mounting on 
any wall. It is fully approved by Underwriters’ Labora- 
tories and is guaranteed for one year. 

The new Sangamo Type S Time Switch is available 
for immediate delivery. Place your order for stock now. 








Dimensions: 
3” wide, 5%’ high, 3’ deep. 


Features like these are typical of Sangamo Quality Construction 


sue 997 
x : 


























Outside Manval Cover Readily Dead Front Precision Machined Dependable Simple Switchbox 
Operation Removed Safety Design Gears Low-Speed Motor Mounting 


pees LIST PRICE eee Write for Bulletin 
$12.45 (Trade Discounts Apply) 


Available in Brown or Ivory cases. Type S has 


Get acquainted with the full story—speci- 
~ sara ton” tion: Tyce SR h fications —installations—applications 

one on and one o operation, ype as * * * 

two “on” and two “oll” operations. Ivory case and prices. Write for Bulletin 1050C. It 

and Type SR are priced slightly higher. gives complete details. 


[ cesepeenstmnnneennmnennnememmememennemememnel 
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Assoc., the 
home bureau announced plans to study 


west Electric Light & Power 


new electrical equipment for the home, 


including new designs in water heaters, 


automatic laundry equipment, electric bed 


coverings and electric disposals. The 


heat pump, electrostatic precipitator, bac- 
tericidal lamps, and sunlamps, too, will 


1 


receive study during the period when 


the shortage of electric generat- 
ing and distribution facilities in Oregon, 
Washington, British 


Mountain States 


power 


Columbia and the 


precludes active busi- 


ness development programs. 


The association's adequate wiring bu 


reau, through its chairman Homer 
Bender, expressed the viewpoint that 
while power to sell is short, the time 
and money that might have been spent 


on sales promotion could best be turned 
to selling the public on demanding ade 


juate wiring. 


Kdison’s Laboratory 
Opened To The Public 


ORANGE, N. J.—Thomas 
here—for 44 
workshop 


WEST 
Alva 


years 


Edison’s laboratory 


the great inventor’s 
was opened to the public on Feb. 11, the 
101st anniversary of his birth, by the 
Thomas Alva Foundation 
Under the Vice 
Harold G. Bowen, U. S. N. (ret.), wat 
time chief of the Naval Re- 


recently-appointed 


Edison 


direction of \dmiral 


Bureau of 


searc] and acting 


executive director of the Edison Founda 


tion, the laboratory also will serve as 


headquarters for the Foundation’s educa 


tional and research program, according 


to Charles F. Kettering, president of the 
organization 

Mr. Kettering said that a comprehen- 
analysis of Edison’s 


research, based on his more 


sive study and 
methods of 
than 2,500 notebooks which cover nearly 
1,100 patents, would be Pointed 
out by Mr. Kettering was the fact that 
1887, 


the Edison 
laboratory for 


made 


Laboratory, opened in 


was the tirst \merican 


industrial research—and very likely the 


tirst organized research laboratory where 


i problem was divided into its com 


ponents which then were placed in com- 
petent hands for solution. 
Kdison’s West Orange laboratory was 


the birthplace of such important inven- 


tions as the motion picture, improved 


phonograph, fluoroscope, nickel-iron-al- 


kaline battery, and universal electric 
motor to mention a few. It was also 
the scene of the great inventor’s work 


on producing rubber from goldenrod 
his final re seareh project 
Foundation has 


The Edison pledged 


itself to establish an Edison Center for 


Invention, Discovery and Research 


February. 





A NEW LIFE BEGINS—Pole planting scenes like the one above are going 
on continuously in all parts of the country to bring electrical living to thou- 
sands of inhabitants in rural areas. Some 87,000 miles of distribution lines 
were energized during 1947 through the REA. 


New Records Highlight 
REA’s Report for 1947 


A new peak was established in 1947 when REA-Co-op 


borrowers brought electrical service to 346,000 farms 


and 71,000 more consumers than they connected in 1946 


WASHINGTON Connections ot 
farms and other 
REA-financed 


consumption of electricity by the people 


rural establishments by 


rural power systems and 
they served reached all-time highs in 
1947, Claude R. Wickard, Rural Electri 
fication Administration head, disclosed 
recently in his year-end report. 

1947, 


central station electric 


REA borrowers brought 
service to 346.000 
This 


More 


During 


farms and other rural establishments. 


represents approximately 71,000 
consumers than they added to their powet 
systems in the previous peak year of 1946, 
when they connected 274,983 
Funds advanced by the REA to finance 
the construction program of the borrow 
ers amounted to $219,270,000 during 1947 


I $87 000,000 the 


This exceeded by about 


funds advanced in any previous year, 1n- 
improvement in_ the 


dicating continued 


construction materials. In 


87.000 


deliveries of 


addition to miles of distribution 
lines that were energized during the year, 
the construction program included the 
“heavying-up” of many miles of lines to 
handle increased loads. It also included 
the construction of additional generating 


and transmission facilities. 
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REA borrowers include 947 rural elec 


tric cooperatives, 41 public power dis 
tricts, 20 other public bodies and 21 pri 
vate power companies. At the close of 
the year they were operating an esti- 
mated 594,000 miles of lines serving ap 
proximately 2,030,000 rural consumers 

REA 
This was $57, 
1946 total. For the 
fiscal year 1947, Congress gave authoriza 
tion to the REA to make loans 
$250,000,000 and for 


$225 000.000. REA 


Loans approved by the during 
1947 totaled $233,991 000 


064.000 under the 


totaling 
1948, 


self liquid 


the fiscal year 
loans are 
ating and bear 2 percent interest 

The demand of unserved rural peopl 
for electri continues to grow 
insistent, Mr. Wickard said. On 
Dec. 10, 1946, the backlog of applications 
for REA loans totaled $231,000,000. On 
1947, totaled 
increase of $34,000,000 


ser Vice 


more 


the same date in 


$265 000,01 0. an 


they 


despite the approval of loans amounting 


to more than $233,000,000 during that 
time. 


Along 


the number of 


with the tremendous growth in 
farms and 
establishments connected in 1947 to each 
REA-financed REA 


system, borrowers 
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Day - Brite Lighting, Inc., 5405 Bulwer Avenue, St. Lovis 7, Mo, 
Nationally distributed through leading electrical supply houses. 


in Caneda : 


address all inquiries to Amalgamated Electric Corp., Ltd., 
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Day-Brite Fluorescent Fixtures have been designed to meet 
the trend of modern architecture. They combine functional 
lighting efficiency with artistic simplicity. Our engineering 
service will be glad to suggest lighting layouts best suited 
to deliver the desired maintained intensity and harmonize 
with your architectural treatment. 

Your near-by Day-Brite representative will be glad to assist you 
with your needs. 

The VIZ- AED for surface or suspension mounting . . . unit or continuous 


installation. Designed for two 40- or two 100-watt lamps, U. S. Patent Nos. 
D-138990, D-143641 and 2411952. 





Toronto 6, Ontario, 


IT’S EASY TO SEE WHEN IT’ SIA 


DAY-BHITE 


ELECTRICAL WHOLESALING 

















February, 1948 








were faced—and still are faced—with the 
problem of adequate power supply to 
meet the demands of new consumers as 
well as the greatly increased demands of 
old consumers, according to Mr. Wickard. 
To illustrate the increased demand fot 
power, Mr. Wickard pointed out that the 
annual electricity usage per customer on 
REA-financed lines increased 12 percent 
during 1947—from 1,602 kwh. to 1,794 
kwh. As a result of the sliding rate scale 
that decreases the unit cost of electricity 
as more is used, the revenue per kilowatt- 
hour sold by REA borrowers dropped 
from 3.60 cents to 3.41 cents while the 
average annual electricity bill per con- 
sumer increased from $57.61 to $61.18. 


Boston Distribution Leader 


Honored By Colleagues 
BOSTON 


manager of the Retail Trade Board of 


Rounding out 25 years as 


Boston and highly constructive work in 
the field of distribution, Daniel Bloom- 
field was honored recently at the Hotel 
Statler here by a group of outstand 
ing leaders in the retail, industrial and 
public service fields. 

George Hansen, president of Chandler 
and Co., was the principal speaker and 
he lauded Mr. Bloomfield for his leader- 
ship and accomplishments during the 
quarter century of service. 

Particularly was Mr. Bloomfield cited 








LEADERS in the industrial, commercial and public service fields recently 
honored Daniel B!oomfield on his 25th year as manager of the Retail Trade 


Board of Boston. 


Seated, left to right: Lincoln Filene, president, Wm. 


Filene’s Sons Co.; Mr. Bloomfield: H. J. Clapp, vice president, Crawford 
Hollidge. Standing, left to right: H. D. Hodgkinson, vice president and gen- : 
eral manager, Wm. Filene’s Sons Co.; George Hansen, president, Chandler 
and Co.; and P. A. O'Connell, president, E. T. Slattery Co. 











DAY-BRITE LIGHTING, INC.’s new plant at Tupelo, Mississippi con- 
tains approximately 51,000 square feet of floor space and was engineered 
specifically for the straight line troduction of standard lighting fixtures. 
Opening ceremonies at which D. J. Bil'er, president of Day-Brite, received 
the plant officially from Mayor J. P. Nanney were broadcast over the Tupelo 
radio station. Left photo: Left to right, Mayor Nanney of Tupelo, Mr. Biller, 
and W. E. Barksdale, director of the Mississippi Agriculture and Industrial 


Board. 
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for his founding of the Boston Confer- 
ence on Distribution in 1929, which under 
his guidance has grown to an annual 
event of nation-wide importance, draw- 
ing attendance of leaders in the distribu- 
tion field from all over the country and 
many foreign countries. 

Quoting from the scroll presented to 
Mr. Bloomfield, Lincoln Filene, president 
of Wm. Filene’s Sons Co., said: “He 
has worked diligently and resourcefully 
to promote the highest standards in re- 
tailing practices. His sensitivity to the 
civic and social responsibilities of merch- 
ants has exerted an ever widening in 
fluence. The integrity of his participation 
in matters of public interest is acknowl- 
edged by everyone. His has been the 
guiding hand of the distribution confer- 
ences. Deeply versed in the intricacies of 
distribution, his wisdom, patience and 
interest in problems brought to him for 
council have won for him a_ host. of 
friends.’ 

At the conclusion of the testimonial, 
Mr. Bloomfield was presented with a 
combination radio-phonograph and _tele- 
Vision set and a check as a token of the 
esteem of his colleagues 


Wholesaler Promotes Four 
To Asst. Vice Presidents 


CHICAGO—In recognition of their 
past services to the company, the Har 
rison Wholesale Co., electrical and auto 
motive parts jobber in this city, recently 
appointed Ben T. Crane, William Keith, 
Stephen Drago and David L. Brody as 
assistant vice presidents 

Mr. Crane, who is merchandising man 
ager, will now head up the electrical and 
Continu 
ing in charge of advertising and sales 
promotion will be Mr. Brody. Mr. Keith 


assumes the duties of assistant general 


radio divisions of the company 


manager and Mr. Drago has taken over 
the position of superintendent of opera 
tions. All four men have an extensive 
background in both the electrical and 


automotive distributing fields 


San Diego Electric Show 
Draws 135,000 Visitors 


SAN DIEGO —Four rainy days and 
up to a mile walk from parking areas 
did not discourage 135,000 persons—a 
new record—from attending the six-day 
Tenth Annual Electric and Home Appli- 
ance Show, recently conducted by the 
Bureau of Radio and Electric Appliances 
at the Federal Building in Balboa Park 
here. 

“Ours was a buying crowd, the like of 
which San Diego has never seen before,” 

(Continued on page 112) 
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BullDog’s Field Engineers welcome the op- 
portunity of discussing layout with 
Electrical Wholesalers and Contractors 
in the early planning stages of a build- 
ing project. Their special knowledge and 
experience frequently contribute to an 








This switch sells 


outstanding electrical distribution lay- 
out ...and mean savings in installation 
and maintenance costs, as well as high- 
est efficiency and reliability in actual 
installation. Why not take advantage of 
this pre-building service? 


Dangerous arcs are snuffed 
instantaneously by BullDog’s 
exclusive Vacu-Break Arcing 
Chamber. 


/ Fuse failures and damaging 


high temperatures are reduced 
by self-aligning “Clampmatic 
Contacts.” 


5 Fewer moving parts mean 
less chance for trouble—fewer 
calls for maintenance men. 


4g No more broken switch 
handles. BullDog’s husky rocker 
type handle operates with maxi- 
mum ease and is built to 
withstand abuse. 


§ Skinned knuckles and dis- 

‘tortion of cables are eliminated 
. »- « ample wiring space for 
easy installation. 





Attractive, efficient BullDog Vacu-Break Safety Switches come in various 
capacities. BullDog manufactures Vacu-Break Safety Switches * SafTo- 
Fuse Panelboards * Superba and Rocker Type Lighting Panels * Switch- 
boards * Circuit Master Breakers * ‘‘Lo-X'’ Feeder BUStribution DUCT ° 
‘Plug-In” Type BUStribution DUCT * Universal Trol-E-Duct for flexible 
lighting * Industrial Trol-E-Duct for portable tools, cranes, hoists. 
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OON as you deliver a BullDog Vacu- 
Break Switch, it starts selling for 
you—and keeps on selling through 
years of safe, sure service. 
BullDog 
Vacu-Break 
principle eliminates the threat of dan- 


In every one of these 


switches the exclusive 


gerous arcs and high temperatures. 


Electrical contact is made and broken 
in a special arc-resistant chamber. Arcs 
are smothered by lack of oxygen be- 
fore they can burn or pit contacts. And 
BullDog’s Clampmatic Contacts assure 
bolt-tight connections for cool, efficient 
operation. 


The really safe safety switch 


Customers will applaud your wise 


recommendation when they discover 


r you for years 


how BullDog Vacu-Break Switches 
eliminate arcing, a menace to operator 
safety. They'll applaud again when 
they learn about the long life and free- 
dom from breakdown, with the Vacu- 
Break principle. 

Men who work for the electrical con- 
tractor will thank you, too. They’ll get 
first-hand knowledge of installation 
ease with Vacu-Break—rugged, easy- 
to-handle construction and ample wir- 
ing space. 

Arrange a date with your nearby 
BullDog Field Engineer to see a Vacu- 
Break Switch in action. He is a special- 
ist in his field, willing and ready to 
answer all your questions on switches 
and other problems of electrical dis- 
tribution. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


NETROIT 32, MICHIGAN «¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 


IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


Sa 


—— : 


In ] . 
316,931 8 trade public at 
oO : Y SWitchec Ss 
ment i acustomers throught Bene fold 
for you - ~ this one. It iehiine dae 


ations th 





This cutaway arcing chamber view, ec 
with part of the cover removed, shows 

how pressure contacts operate in a 

minimized air space, which confines 

and reduces arcing. 


BUL 





DISTRIBUTION 


ELECTRICAL 


HEADQUARTERS FOR 
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‘Your good reputation thrives or 
falters largely on the performance of the 
fixtures you sell. It’s very important, therefore, 
that your fixtures deliver rated light output, provide long 
lamp life and give trouble-free operation . . . the kind 


of performance Certified Ballasts are designed to supply. avin 


Certified Ballasts are better . . . because they are built to 
rigid specifications . . . then tested and checked by independent, 
impartial Electrical Testing Laboratories, Inc. 


, ' aA 
That’s why commercial and el fluorescent installations give ° 


then they're equipped with Certified Ballasts. 


more lasting satisfaction 


YY @ 


@ All Fleur-O-Lier fixtures and Certified Lamps 
with circline tubes have Certified Ballasts. 










) 


ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





SPEC. NO. 6 
IGH PF 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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why you should specify 


WIRE AND CABLE INSULATION MADE FROM 


for manufacturing, domestic, industrial, and utilities wiring 


ll re ee ee 


Excellent electrical properties 


Thin coating of insulation 


More conductors in a given space 


Resistance to ozone, wear, sunlight, 
water, chemicals, and most other 
normally destructive factors 


14 colors including NEMA standards 


Ease of handling 
Easy stripping 
Light weight 





Be sure to specify wire or cable insulated with 
GEON in order to get a// these advantages. Or, 
for information regarding special applications 
please write Department K-2, B. F. Goodrich 
Chemical Company, Rose Building, Cleveland 


15, Ohio. In Canada: Kitchener, Ontario. 


B. F. Goodrich Chemical Company ... »::.”..... 


GEON polyvinyl materials © HYCAR American rubber ¢ KRISTON thermosetting resins © GOOD-RITE chemicals 
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‘ It's the best-known | | 


Whee! Sell ‘em fast! 
For NOMA’s the best 
known name in 
Christmas lighting! 


You bet! NOMA’s 
tops in style . . . quality 
. . selling features! 





Always in the lead 


on new ideas ! 


ae 
ae. 


~ 


And does the NOMA _ 
name help you make ~ 
more money! 








brand...wit the greatest demand! | 


. 
74 


s ee . 
















= Us in ) 
TOY FAIR, March 8.20, 


East Room Ist Mezzanine 


| 
Hotel McALPIN. N. Y. | 


ee 


“a 


420 BubbleliteT lamp (series type) Includes 
is 


: : Ro: 0 - -# \ - 
t i h re re h ae: ie: - ao - 
special metal clip to hold lamp upright ; 
ees a 4 
. that's the Noma 
if 


PACEMAKER... profit maker. . 
line again this vear! And there's something “super” 


store for you... be sure to see the Noma Exhibit at the Tov Fai 


[ake advantage of the extra sales power that’s in the NOMA name 
... the name more folks know best in Christmas lighting! Cash in on 
the heavier Noma advertising planned for 48! Join the NOMA 


proht parade! 


NOMA ELECTRIC CORPORATION . 55 West 13th Street, New York Il, N. Y. 








SINGLE UNIT HINGED CONSTRUCTION 
—eliminates separable parts; permits 
easy assembly. 


“WHAT ONE 


POSITIVE CONNECTIONS 
—body of high conductivity cop- 


CONNECTOR oo 
CAN DO THE 
JOB OF 32?” 


PRESSURE PLATES—serrated for 
firm cable grip; cannot rotate 


SPRING STEEL LOCK WASHERS 


during installation, 


the new XTP,., 
made by 0.2.4" 


{tin plated) — maintain tight connections; 
hold resiliency. 





That tap job may call for many ordinary connector sizes #8 to 1,000,000 CM. XTP connections are strong, posi- 
. . . but one size does it with an XTP—the new O. Z. __ tive, simple to make. Just clamp hinged jaw over the main 
hinged connector that replaces 32 different tee or parallel | —tighten pressure plate. Insert cable for tee or parallel 


taps. Only 25 XTP connectors make up the complete tap (no disassembly needed)—secure second pressure 
line... accumulating over 400 wire combinations— from plate. A permanent connection is made. 









THEY'RE O.K. IF THEY'RE 0.2.4 


Get the new XTP’s, made by O. Z., from your wholesaler 
now. Remember one size does the work of 32... . takes 


ELECTRICAL 
MANUFACTURING 
CONDUIT FITTINGS + CABLE TERMINATORS 


COMPANY 
CAST IRON BOXES * SOLDERLESS CONNECTORS 
GROUNDING DEVICES » POWER CONNECTORS 262 BOND STREET - BROOKLYN 2,N. Y. 





complication out of intricate tap jobs. 
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THIS SNAP ACTION LIMIT SWITCH 
HAS MANY FEATURES, MANY USES 








The Cutler-Hammer Bulletin 10316 Limit Switch, available in roller lever, 
push roller or push rod operating heads, all of which are interchangeable, 
meets many different needs on machines, machine tools, cranes and hoists. 
The roller lever type is furnished either with trip in both directions or with 
trip in one direction and by-pass in the other direction. 

The operating head mounts in any of 4 quadrants. The roller lever can be 
set positively in 90 different operating positions (4° apart). Thus any 
machine mounting or field requirement is easily met. 

Each switch has two circuits: normally open and normally closed. Adjust- 
able contacts provide various arrangements of overlap, or no overlap. 
Switch can be used to initiate automatic cycles, to reverse motor or as a 
stop on overtravel. 

Construction is exceptionally sturdy with large bearings and hardened 
surfaces. Twin break silver to silver contacts, quick make and break, un- 
varying tripping points. Maximum ease of wiring, adjustment and acces- 
sibility. Standard, dustproof, dusttight, watertight or oiltight enclosing 
case. Complete details on request. . . . COUTLER-HAMMER, Inc., 1327 
St. Paul Ave., Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 
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Operating head mounts in any of 4 
positions, top, bottom, right or left 
shown above. 





Roller lever may be set in any of 90 
different positions, 4° apart as shown 
above. 






Push roller or push rod operating 
head also available. 





Reduce Stock — 
Increase Turnover 






230-101 (Wizard). 


230-111 (Round Cover 





THREE Nucode). 
230-141 (Square Cover 
Nucode). 
Catalog No. 
230-201 
This compact, sturdy Transformer has lip and set-screw 
for clamping to edge of the knock-out of the metal cover, 6 ey 


| 
box or cabinet, with primary leads for connecting to cir- All Types of Installations 





cuit, and terminals for bell wires. Mounting feet provide Possible with NEW 
for open wiring installation. Jefferson Electric 
Save Installation Time “Door 8 Ppt WIZARD 
; oor Bell TRANSFORMER 
Simply remove the large-headed screw (A) from trans- : 
: , “ ~~ Attached to round 
former and slip the lip (B) over the edge of the metal of (O J )) outlet box. 
box or cabinet knock-out. Then replace screw from in- | ( <——aetenin 
side of box or enclosure and make the electrical con- y ¢ cae ST 
nections. No separate plates are required—the trans- ren Pr, 
former being ready to mount wherever there is a knock- meteetienes " 
out. Approved by Underwriters’ Laboratories. ee an 
: Mounted on side of } 
JEFFERSON ELECTRIC COMPANY «' round or square outlet 
Bellwood, Illinois ee _— 





In Canada: Canadian Jefferson Electric Co., Ltd. 
a Pape Ave., Toronto, Ont. 


ee ee ee 





JE C F F E R S$ 0 N 3 Catalog Sheet No. 471-BT will | rmagecett’ Me 


le a nnn be sent promptly upon request. 
* | Can also be mounted inside cabinet or in other 
1 EB (F if 1) | locations by means of the mounting feet. 
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ESA 


WITH WHOLESALERS SALESMAN 











SOURCE The figures we us¢ as basis for these month 
ly comparisons of performance in the electrical whole- 
saling field are collected and compiled by the Bureau 
of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of November 1947 


SALES The November panel of electrical goods whole- 
salers participating in the reporting service conducted 
by the Bureau of the Census included 362 full-line 
houses, 126 wiring supplies—construction materials 
distributors and 75 appliances—specialties wholesalers 
—563 firms with sales for the month totaling $107 ,562,- 
000. Sales, as reported by the 563 firms, were up 28 
percent over November 1946 but off 7 percent from 
October 1947. Comparing sales for the year through 
November with the corresponding period in 1946, the 
panel reported an increase of 66 percent, slightly less 
percentage-wise than was estimated for the trade as 
a whole. 

Considered by class of house and compared with 
October, sales of full-line wholesalers were off 7 per- 
cent, wiring supplies—construction materials distribu- 
tors — were off 10 percent and appliances-specialties 
wholesalers were also off 10 percent. Compared with 
November 1946, however, the three classes of houses 
reported increases of 29, 18 and 29 percent, respec- 
tively. 

It should be remembered in making comparisons 
that the data shown here are unadjusted for price 
changes, seasonal variations and the number of days 
in a month. 


1) CrNTADtIT ~ 
INVENT URE A panel of 483 wholesalers reported 


an October to November increase of 4 percent in stocks 
(valued at cost). The gain was accounted for very 
largely by full-line wholesalers with reported holdings 
up 5 percent. Wiring supplies-construction materials 
distributors and appliances-specialties houses as a 
group reported no change in value of holdings, October 
31 to November 30. It may be noted that the inventory 
increase was coupled with a corresponding 7 percent 
drop in sales. 

Compared with November 1946, inventories of full- 
line houses were up 58 percent, wiring supplies-con- 
struction materials distributors, up 34 percent, and 
appliances-specialties wholesalers, up 49 percent. 


ANI " 


POLLEGTIQNS Returns of 526 wholesalers submit- 
ting credit information for November indicated an ac- 
counts receivable turnover rate of once every 35 days. 
This compares with a 31-day period for November a 
year ago and 44 days for November 1939. 
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SERVICE! Fast service that helps you meet cus- 
tomers’ needs on the dot! ... Wherever you're 
located, there’s a Roebling warehouse within 
easy reach . . . ready to supplement your own 
stock ... enabling you to fill orders when wanted 
. . . by shortest route and quickest conveyance. 


WA Ts 





And Roebling warehouses are more than geo- 
graphically strategic, they're completely stocked! 


A\ 


“¢ 


IN YOUR CORNER... 


WHEN YOU SELL ROEBLING ELECTRIC WIRE AND CABLE 


When your order comes in, the goods go out... 
promptly, with no delay. 

This is the sort of service that brings new 
customers and keeps old ones . . . yet it’s only one 
business-building factor in the Roebling program. 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 


Pa TECHNICAL HELP THAT PAYS OFF 


Roebling Engineers and your Roebling Field Man 
are always ready to help you solve technical prob- 
lems . . . to suggest the right Roebling product for 
the job . . . the right way to use it for top perform- 
ance and lowest cost. Make use of this service . . . it 
is bringing suppliers more and more orders the 
country over. 


ADVERTISING THAT SELLS IN YOUR MARKET 


Hard-hitting, effective, colorful page and two-page 
Roebling advertisements in leading business and 
industrial papers reach every customer and prospect 
in your market. Telling the story of Roebling prod- 
ucts and service, month after month, they mean 





more sales and bigger profits for Roebling agencies. 








i} 


4 
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AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
ROPE SYSTEMS *® ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 


* WIRE ROPE AND STRAND *® FITTINGS *® SLINGS 
& SUSPENSION BRIDGES AND CABLES *® AIRCORD, 
e AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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A CENTURY OF CONFIDENCE JR 


ROEBLING 
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Electrical Wholesaling 


REGIONAL ANALYSIS 


wholesalers sales (all classes of houses 
combined) were off compared with October in each of 
the nine Census geographic regions except the Mountain 
States where no change was indicated. Recorded de- 
creases ranged from 3 percent in the North Central 
States to 13 percent or more in the East South Central 
and New England States. Compared with November 
1946 the various regions reported gains ranging from 
14 percent in New England to 49 percent or more in 
the West South Central and Mountain Regions. 

Considered geographically, most regions reported in- 
ventory changes approximating the national averages. 
Twenty-one reports from the Mountain States, however, 
indicated a more marked increase in holdings (up 106 
percent) over a year ago than did the other geographic 
divisions. 

In terms of weeks supply at the current sales rate, 
trade inventories represent about 6 weeks business. On 
this comparative basis present holdings compare with 
similar indexes of 5 weeks for a year ago and approxi- 
mately 6 weeks for November 1939. It may be pointed 
out, however, that current stocks, if measured in dollar 
value, are at record high levels. 

Geographically, all classes of houses combined, the 


UUR The figures we use as basis for these 


monthly comparisons of performance in the electrical 
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INDEX 


BUSINESS 


NOVEMBER, 1947 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





INVENTORIES 
November 1947 


SALES 
November 1947 


Compared in Yo with Trading Compared in % with 
Oct. Nov. | Region Oct. | Nov. 
1947 1946 (See Map) 1947 1946 
—20 414 43 | 463 
I 417 2 46 | +60 
ay 423 3 45 +4! 
—_ 433 4 47 457 
—12 432 5 43 451 
—13 437 6 ir 454 
mar +449 7 +1 454 

0 454 8 44 +4106 
— 429 9 44 465 














average collection periods ranged from 30 days in the 
East North Central States to 37 days in the East South 
Central Region. 


wholesaling field are collected and compiled by the 
Bureau of the Census of the U. S. Dept. of Commerce. 
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APPLETON "GOODRICH" 
SEPRABLE REFLECTOR 

_. Porcelain Enameled — Instantly 
Serviceable — Weatherproof 


* 


STANDARD FOR 
BETTER LIGHTING 






















APPLETON LIGHTING 
EQUIPMENT 


Sell Appleton Lighting Equipment and provide your customers 
with maximum lighting efficiency at minimum installation, service 
and operating expense. 

Now including the famous line of lighting fixtures formerly 
manufactured by Goodrich Electric Company, Appleton Lighting 
Equipment is a unified and convenient source of supply for virtually 
every industrial lighting need. The complete Appleton Line is 
expertly engineered and machined—precision manufactured with 
the highest quality materials. 

Appleton Lighting Equipment is designed to utilize the lamp’s 
full intensity, minimize glare and seendile the illumination neces- 
sary for best possible working conditions. Whatever the custom- 
| er’s intensity requirements, whatever the area to be illuminated, 
you'll find the fixture he needs—with the type 
of mounting required in the Appleton Line. 

Appleton advertising and the Appleton 
| Catalog are reliable sales-builders for you. 
Fully detailed and graphically illustrated, an 
Appleton Catalog will be mailed to any of 
your Customers immediately upon request. 
Be sure to recommend it for faster, easier, 
completely dependable purchasing of the 
electrical requirement that’s “STANDARD 
FOR BETTER WIRING!” 


a (RT A Sk 


ts 


od 


FOR HAZARDOUS LOCATIONS 


Appleton— makers of the FIRST Explosion- 
Proof Fluorescent Lighting Fixture—offers nu- 
merous types and combinations of dependable 
Explosion-Proof Fixtures. Dust-Tight and 
Vapor-Tight Fixtures, too, in a variety of types 
and sizes to meet your requirements. 
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SOLD THROUGH ELECTRICAL WHOLESALERS 


1734 WELLINGTON AVENUE CHICAGO 13, ILLINOIS 
| Branch Offices: NEW YORK, 50 Church Street « DETROIT, 7310 Woodward 
Avenue e CLEVELAND, 1836 Euclid Avenue ¢ SAN FRANCISCO. 655 Minna Street 
e ST. LOUIS, 420 Frisco Bidg. © LOS ANGELES, 100 North Santa Fe Avenue « 
ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. « 
MINNEAPOLIS, 305 Fifth St., S. ¢ PITTSBURGH, 414 Bessemer Bidg. ¢ BALTIMORE, 
100 E. Pleasant St. «© BOSTON, 10 High Street « DENVER, 1509 Seventeenth 
Street « PHILADELPHIA, 1017 Cherry Street. 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, THE APPLETON "GOODRICH" STOCKLITE 
New Haven, New Orleans, Seattle. diffuses light from eight different reflect- 
Export Representatives: International Standard Electric Corp., ing surfaces, adequately illuminating 


67 Broad Street, New York 4, N.Y narrow stock aisle sheives and bins. 





air 


OUTDOOR ILLUMINATION AT ITS BEST 


The famous Appleton “Goodrich” 
Standlite and No. 95 Floodlight brings 
day-like illumination to service stations, 
parking areas, athletic fields. Easily main- 
tained, designed to bring better business. 





Mee ee eee eee 








IT FITTINGS « LIGHTING EQUIPMENT + OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REELIT 











“” NEW SUPERFLEX toast timer guarantees 2 


perfect toast every time. Compensates 
for a wide range of voltage variations 
automatically. Never needs adjustment. 


9 
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NEW EASY-LIFT HANDLES are large, 
smooth, and curved to fit the finger 
tips. Safe ... sure-grip .. . always 
cool to the touch. An exclusive ‘“Toast- 
master”’ feature. 

















NEW POP-OPEN CRUMB TRAY makes 

Si toaster a cinch to clean. Hinged 
tray pops open at the push of a button. 
No tricky catch, nothing to remove 
and mislay. 
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THE APPLIANCE dealer looks to the wholesaler’s salesman 


for guidance in many things, including assistance in developing 





ELECTRICAL 
WHOLESALING 


The NATIONAL MAGAZINE 


ELECTRICAL WHOLESALERS 
AND THEIR SALESMEN 


Established 1920 


store arrangements and displays, and working out advertising 
and sales programs. REA photo. 


It You Are Selling To Dealers... 
Here’s Y our J ob for 1948 


Dealers must be thoroughly drilled in the solid fundamentals of selling 


to continue and succeed in the highly competitive market ahead—a job that 


must have the wholehearted support of the wholesaler’s salesman now 


By L. E. Starkweather 


Vice President 
Leo J. Meyberg Co., Los Angeles 





ENT-UP buying demand, and 

easy, available money has 

been a bonanza which few of 
us ever experienced before or will 
experience again. 

During the past year we have in 
some instances consciously and in 
others unconsciously been expe- 
riencing a transition back to a 
normal basis of operation. 

Many factors have developed 
which indicate troublesome times 
ahead unless we have prepared, and 
established a ground-work that will 
adequately cope with developing 
conditions. 


Production continues at an un 
heard of rate—inventories in whole 
salers’ hands are increasing—col 
lections are more difficult—past 
dues increasing—mark-downs and 
cut price sales are more in evidence 
—all of which are danger signals 
which must be recognized. 

So far, I have touched on factors 
favorable to our businesses as a 
whole—but shall now apply it 
specifically to the appliance business 

Here, one of the greatest post- 
war bug-a-boos was the fear of 
dealer mortality occasioned by the 
rapid increase in dealer outlets 
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L. E. Starkweather 
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many of whom had had neither sales 
nor business experience. 

One of the 
signs in the retail appliance business 
is evidence that the mortality rate 
in this field has receded to its normal 
proportions of total retail failures. 


most encouraging 


Failures have evened off; for in 
most instances newcomers with in- 
adequate capital and experience, did 
not 
during the shortage period, and have 
already faded from the picture. 


receive sufficient merchandise 


How about our remaining deal- 


ers: 
What are their chances and op- 

portunities ? 

find that the remarkable 

and sustained increase in popula- 


Here we 


tion in Southern California has ex 
ceeded the growth in retail establish- 
ments by a considerable margin. 
In the household 
radio classification we find that each 


furniture, and 


remaining outlet has an average 
number of 1,638 persons per store 

while the pre-war dealer had only 
1,397 


17.2 percent. 


an increase in potential of 


So now we find that while dealer- 
ships population 
has more than kept pace, and the in 
dividual 
market for his activities. 

We analyzed briefly 
our market and its improved pos 


have increased 


dealer has an_ enlarged 


have now 


sibilities—so let's look at our major 
our “Job in 1948.” 

The productive capacity of this 
country was proven during the re- 
cent war 


resp ynsibilit ies 


and this capacity has now 
been fully converted to commodity 
production. 

Merchandise is arriving in un 
heard of quantities. 
west 


I know of one 
distributor of washing 
machines who for the past several 


coast 


months has been delivering mer 
chandise to his dealers at a rate over 
four times in excess of his 1941 
going rate. 

A national manufacturer of elec 
tric clocks produced 1,000,792 units 
in 194] 
rate will produce 2,535,000 units in 
1947—an j 


percent. 


and at their present going 


increase of over 153 

The volume of one of our leading 
electrical manufacturers in his 
peak year before the war was $679, 
DOO,O000 and his projected 1947 
volume is $1,000,000,000. However 
in that peak year approximately 70 
percent of his total 
in capital goods and only 30 per- 


business was 
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THE WHOLESALER’S salesman should select dealers carefully and help train their 


sales forces for intelligent handling of dealer relations will build sales and profits. 


Poday It 
per- 
$500,000,000 annually in 


cent in consumer goods. 
is running approximately 50 
cent or 
consumer goods—an increase of 
over 150 percent. This gives a quick 
indication of the rapidly accelerating 
arrival of electrical commodities. 
We have talked for 
of pipe 
sumed that it is a slow process—but 


many months 


lines filling up—and as 
several experiences have shown that 
when it arrives the impact is terrific, 
and the transition from a free flow- 
ing to an overstock condition takes 
place almost over-night. 

Price protection has been with 


1947 


one instance leaving the distributors 


drawn on models in at least 


and dealers to dispose of these 


models as best they can—when and 


as the 1948 models arrive. 

These instances will be duplicated 
time and again as productive capac- 
ity overtakes consumer demand and 
and we as 


purchasing ability 


distributors return to a condition 


of normal operation and _ selling 


methods 

So here we find two needs—first 
adequate knowledge of our market, 
and its absorption possibilities, and 
the establishing within our distrib- 
sound in- 


uting organizations of 


ventory controls to assure proper 


ELECTRICAL WHOLESALING 


purchasing and effect normal estab 
lished turn-over. 

Within our own organization we 
have a perpetual inventory covering 
every item carried—which indicates 
usage figures against each item for 

require- 
and 


purchasing. lurn-over 


ments are established over 
stock items are flagged. 

Weekly overstock lists are fur- 
nished to each department manager 
from our inventory control section, 
and proper steps taken through our 
division to accelerate 


sales move- 


ment on these items—and_ thus 
bring them under control. 

that every distributing 

should 


similar system to keep purchasing 


[ believe 
organization have some 
in control and highlight slow mov- 


ing items. 


Otherwise we may at a future 
date find ourselves faced with a 
slowing market—and_ with price 


reductions, and this will inevitably 
happen only when our warehouses 
are full 

Proper inventory control thus be- 
best 
losses on inventory. 


and overflowing. 


comes one of our insurances 
against heavy 
We 
dications of pipe lines filling up 
and | this time to submit 


that they do not fill up—but rather 


have mentioned earlier in 


wish at 
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SALES development at the retail level is a continuing process in order to meet rapidly 
changing conditions and as such must not be overlooked by the wholesaler’s salesman. 


clog up at the retail level, due per- 
haps to many circumstances—but 
primarily to inability of retail out- 
lets to cope with the sale of increas- 
ing quantities of merchandise with 
inadequate and as yet untrained 
sales organizations, 

This I believe to be our major 
job and our number one obligation 
in 1948. 

It is a double-barrelled 
responsibility 
want 


job and 
for not only do we 
to maintain our own volume 
and ensuing profits—but continue 
to set a pace that will give those of 
us in the west a reputation for being 
hard-hitting, alert 
chandisers. 

Our first 


wholesale mer- 
job in sales training 
then must begin with our own sales 
forces, for the whole chain of sales 
development and training must stem 
from distributor management. Quite 
a number of present day wholesale 
salesmen, 
have no 


while they are 
real conception of the 
magnitude of their task, nor do they 
clearly understand many of the basic 
laws of merchandising or 
Yet men are in many 
cases given the responsibility of ter- 
ritories that must produce as much 
as one percent of a factory’s entire 
output. Any incompetence of a 


willing, 


selling. 


these very 


wholesale man is reflected through- 
out the retail salesmen representing 
his accounts. 

It is extremely important that our 
men not only have a thorough grasp 
of the fiscal phase of the business 
but also be able to train retail sales 
forces in product and selling tech- 
nique. 

Many retail dealers and salesmen 
alike have reaped large 
during the past two years with little 
or no real selling effort and it is 
difficult to condition their thinking 
to be apprehensive of the future and 
to get them down to the solid fun- 
damentals which they must follow 


harvests 


if they hope to be successful in the 
highly competitive market ahead. 


For some reason dealers and 
salesmen will not give serious at- 


tention to merchandise that is read- 
ily available, preferring to take the 
easy way and work on scarce mer- 
chandise still on allocation. Yet 
before long all merchandise will be 
available in reasonable quantities 
and we will again find ourselves in 
what we can “normal” 
market where real _ salesmanship 
will be required. It certainly would 
seem that today offers a marvelous 
opportunity to start training for to- 
morrow. 


term a 
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I feel that our current problem is 


to convince retailers of this need 
and strangely enough it isn't easy. 
You would think that they would 


initiative themselves, but 
some of the 


take the 
even larger mer- 
chandisers have failed on this score. 
Here is a true example of what | 
mean: 

Some time ago one of the largest 
and, highly respected, organizations 
that it 
too much business to competitive 


complained was losing 
dealers and questioned the reason. 
We decided to make a survey to see 
if we could find the answer. It was 
so simple that it was hard to under- 
stand how this organization could 
fail to. detect 
deficiency. 


such an obvious 
We shopped the account several 


times with professional shoppers, 
which provided us with a good pic 
ture of their sales procedure and 


lhe 


force was weak on product know!l- 


there was the answer. sales 


they failed to make use of 
the material supplied to assist them 


edge 


in giving a convincing sales story 
and for the most part had no grasp 
of the arguments _ that 
motivate buying. In fact they either 
couldn’t view their product through 
the customer’s eyes or were too lazy 
to make the effort. 


clinching 


Yet here is a store that spends 
staggering sums of money annually 
for rent, advertising, and executive 
salaries, and maintains the finest of 
credit and service facilities for only 
their 
man and a prospective purchaser 


one reason—to bring sales- 
together so that a sale can be con- 
summated from which they will 
derive a profit. Until that happens 
every nickel spent for the main- 
tenance of such an organization is 
completely lost. 

The most important link in their 
whole chain in this was the 
weakest Sales training and 
more sales training should be the 
keynote of all distributor organiza- 
tions and it can be effective only if 
carefully planned and presented in- 
telligently by men who know what 
they are talking about. 


case 


one, 


If you agree with these remarks 
then you will that our in- 
dustry has a heavy responsibility in 
developing sound, well-trained sales 
representatives of our own. This is 
more particularly so at this time 
than at any other time for we find 
so many young, ambitious men en- 


agrec 
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tering the retail selling ranks who 
have never had selling experience 
under “normal” and 
therefore have no yardstick 
which to gauge their capabilities. 
These retail salesmen require sound 
guidance from wholesale men who 


conditions 
with 


recognize present selling conditions 
for what they really are—the golden 
era of easy money. 

I hope I have not dwelt overly 
long on this phase but I feel that 
sales development at both the 
wholesale and retail levels ranks at 
the top of the list and no product 
can move further than the sales 
push behind it. We hold many 
meetings within our own organiza- 
tion and the following pretty well 


covers the fundamentals dwelt on 
constantly : 
1. Know your territory thor- 


oughly and select dealers who will 
give you a pattern of distribution 
which will assure you of full per- 
formance from every market. 

2. Have a sufficient number of 
dealers to do the job but few enough 
so that their market provides them 
with a fair return on their invested 
capital and effort. 

3. See that every dealer selected 
reflects credit on your product and 
then be sure that he has the identifi- 
cation and facilities to enable him to 
fulfill his obligation. 

4. Help him select and train a 
sales and then 
the work of this sales group can be 


force suggest how 
best organized to be most effective 

5. Help him develop store ar- 
rangement and displays. Assist him 
in working out advertising and sales 
programs. 


6. Be constantly familiar with 
his fiscal affairs. Be alert to un- 
balanced overhead and_ bad _in- 
ventories. 

7. Know his competitors and 


your competition. 

8. Today’s dealer organization is 
never static and you will make mis- 
takes in selection. When 
sure it is a mistake don’t live with it 
but correct it. 

9. Constantly survey your mar- 


you are 


ket and keep yourself informed of 
changing trends and current condi- 
tions. 

10. A 
is the spokesman for his company 
and his intelligent handling of 
dealer relations will either build or 
destroy good will. 


wholesale representative 


There are many other phases of 
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AN INTELLIGENT analysis of his territory and of his dealers will give the salesman 
adequate dealer distribution that will provide full performance from every market. 


distribution which time will not 
permit covering—but I would be 


the 
need for 


remiss if I did not touch on 
credit situation, and our 
thoroughly activated credit depart 
ments. 

Most of us who were in this same 
business pre-war, are now = ex 
periencing a volume several times 
that of 1941 turn 
imposed a heavy load on our credit 
divisions—and in 
we have not provided sufficient ad- 
ditional insure a 
smooth functioning operation. 


which in has 


some instances 


Manpower to 


Our credit managers should have 
sufficient time to analyze and extend 
proper credit—but not over-extend. 

They should act in an advisory 
capacity, particularly with new, in- 
that 
their capital structure is protected 


experienced dealers—to see 


that their assets are not frozen by 
overpurchase of slow moving mer- 
chandise—and be a guide and help 
in matters pertaining to. retail 
financing and dealer flooring, both 
of which will become increasingly 
important. 

Carefully analyzed credit exten- 
will partially the 
problem will 
nevertheless 


eliminate 
which 


sion 
collection 
become an increasing 
problem as more merchandise ar 
rives and dealers’ cash reserves are 
dissipated in merchandise and ex- 
tended . receivables. 

Many credit departments 
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are 


separating their operation into two 


phases—properly analyzed credit 


extension, with separate collection 
facilities. 

The credit manager should care- 
fully the important 


factors in credit extension, namely: 


analyze five 
character, capacity, capital, condi- 
tions, and insurance coverage. 

He must be sales minded and do 
everything possible to increase sales, 
consistent with sound analysis of 
these factors. 

In summarizing briefly our job 
in 1948 
the primary fundamentals of busi- 


it is composed merely of 


ness, applying to sales and opera- 
tion: 

1. A thorough analysis of our 
market and changing market condi- 
tions. 

2. Recognition of the responsibil- 
ities entailed in our growing west- 
ern section. 

3. Inventory control that assures 
proper purchasing 


prevents over- 


stocks—and provides normal turn- 
over, 

4. Sales-training of wholesale 
and retail salesmen to provide con- 
tinued flow of our products to the 
consumer, 

>» A operating 
department that will keep our ac- 
counts 


smooth credit 
receivable within 
and at the time 
provide an advisory bureau for the 


proper 


bounds same 


guidance of our dealer organization. 
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SOME COMPANIES that have gone ahead with building pro- 
grams may be tapering off or completing these by 1948, but the 





RETAINS 





rising backlog of proposed industrial construction indicates a 
large reserve of future industrial building. 


Y our Key to Bigger Sales in 1 





CONSTRUCTION costs are not badly out of line compared with other price in- 
creases. All photos from Engineering News-Record. 


This appraisal of years and conditions and 
the 1948 outlook for the construction in- 
dustry was prepared by Elsie Eaves, Man 
ager, Business News Department, for 
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HW’aldo G. Bowman, Editor, Engineering 
Vews-Record and Construction Methods 
and is reprinted here with permission 


from McGraw-Hill Publishing Company 


ELECTRICAL 


I\V construction of all types 
started in 1947 totaled $12 
billions as the year closed. 
This was the estimated total dollar 
volume forecast for the year by 
Ingineering News-Record. But all 
did not run as smoothly as this co- 
incidence would imply. 

construction 
as actually recorded by Engineering 
News-Record topped out 1947 at 
$5.7 billions, only a 9 percent gain 
in dollar 1946. A 26 


percent increase had been forecast. 


Heavy engineering 


volume over 


January and February contracts ran 
32 percent ahead, but first quarter 
contracts closed only 21 percent 
above the "46 first quarter, and the 
much discussed buyer's strike was 
on. 

By mid-August heavy construc- 
tion dollar volume had dropped to 
the low point of the year, 4 percent 


behind the previous year. In Sep- 
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SKILLED LABOR continues tight and construction machines 
are short. Materials are in better supply, but steel, lumber, 


[mame 
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- 





millwork, cast iron and clay pipe are still lagging on prompt 
delivery and acting as a drag on volume upturn. 


The Construction Industry 








With all signs pointing to a sound and substantial rise in 1948’s volume of construc- 


tion, salesmen will do well to appraise their territories now and comb out all impor- 


tant prospects for preferred sales attention 


tember, October and November, new 
heavy construction started averaged 
? : ° 

30 percent higher than in the same 
The end of the 
buyer's strike was earlier and even 


period last year. 


more vigorous in light construction, 
small houses and stores 

The cause of this “buyer's strike” 
was high construction costs, vet the 
still 


however, 


slow down ended with costs 


going up. There was, 
some improvement in productivity 
Che most favorable development of 
the year was the greatly speeded up 
rate of completions. \ smaller vol- 
ume of uncompleted construction 


will be carried into 1948, and this 


should free both materials and labor 
for an increased amount of new com 
mitments. 

The Public Roads Administration, 
during the second half of 1947, car 
ried out a planned program of with 
holding approvals of new projects 
until projects underway are 
pleted. 


com 
This policy was adopted to 
decrease inflationary 
construction costs. It 


pressure on 
also has the 
effect of stacking up projects that 
are ready to go as fast as work now 
underway is completed and men and 
materials become available for new 
commitments. 

The previous 4-weeks moving av- 
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erage volume of engineering con 
struction reported by Engineering 
Vews-Record was $94 millions for 
August, $124 millions for Septem 
ber, $123 millions for October, $109 
millions for November, but was back 
up to $139 millions by the last week 
of December. An average week of 
$125 millions in 1948 will produce 
a $6.5 billion volume of heavy con 
struction. 

Thus, construction volume in 
1948 depends on whether business 
and the public continue to accept the 
fact that construction costs will not 
drop, but may increase should an- 


other round of food price and gen- 
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eral wage increases develop. An in 
crease of 25 percent in construction 
looks entirely within reason if this 
philosophy prevails 

in the that 
sudden reaction in public psychology 
another strike” de 
velop, the pressures are so great for 


Even in event another 


and “buyer’s 
increased volume that the worst that 
should happen to construction 1s an 
increase of only 5 percent over 1947. 
This, of course, is barring a general 
major economic collapse (which no 
body sees in the immediate fore 
ground ). 

Thus, figuring conservatively, new 
engineering construction started in 
1948 should increase in dollar vol 
ume from 5 to 25 percent over the 
1947 total. 

Public Works gained in 1947, 23 
percent in dollar volume over 1946, 
while private construction squeezed 
through with a 0.3 percent gain. 
The “trend” was mixed. Although 
industrial building volume failed by 
22 percent to maintain its all-time 
high record of 1946, public utility 
construction ran 34 percent higher 
Mass 
housing again dominated commer 
cial building with 84 percent of the 
total reported for 1947, 


Construction Costs 


and food plants, 3 percent. 


The foregoing measures of con- 


struction activity are all in dollar 
volume. Physical volume produced 
with these dollars declines as the 


construction dollar's — purchasing 
power drops. 

\ctually, construction prices are 
not badly out of line compared with 
other price increases. 

Construction measured by 


the Engineering News-Record con 


costs 


struction and building cost indexes 
Up from 
Jan., Jan., 
1941 1939 
Farm prices through Septem- 
ber, 1947 160% 177% 
Industrial prices <eeuees ae 72% 
Cost of living through August, 
ee : ia 59% 60% 
PIO. ctees ; 4% 7% 
Engineering News-Record 
Building Cost Index through 
Nov., 1947 enw 55% 64% 
(Measures price trends 
and hourly wage rates 
only) 
Turner Cost Index through 
October, 1947 ... . 96% 120% 


(Corrects for productivity) 


in December, 1947 were running 17 
percent above their December, 1946 
values. These indexes measure 
hourly wage rate and material price 


trends only. Information from the 
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field, including several important 
bids running below engineers’ esti- 
mates, indicates that this increase in 
wages and prices has been somewhat 
offset by the improved productivity 
in field operations that has resulted 
from a better flow of materials and 


Cost 


trends as measured by various con- 


faster completion schedules. 


struction cost indexes are shown on 
Chart B. 

The effect of rising costs on physi- 
cal volume of construction is shown 
on Chart C, 1926 100, 
and showing both the trend in dollar 
volume and the trend in physical 
volume. 


based on 


Construction Backlog 
The continuing inventory of pro- 
construction, 
maintained by Engineering News- 
Record, shows a dollar volume of 
individual projects on record that 
totals $40.7 billions at the end of 
October, 1947. Many of these proj- 
ects are entered in 1940, ’43, ’44, ’45 
and °46 construction dollars so this 
backlog exceeds $45 billions in 1947 
dollars, even allowing for replanning 


posed engineering 


to bring down overall cost of some 
projects. 
During the 1947 industrial build- 
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CHART A 


ing “buyer’s strike” industrial build- 
ing contracts awarded in the first 
six months of 1947 declined $140 
millions or 26 percent from their 
1946 record volume in the same pe- 
riod. In 
industrial projects added into the 
proposed construction backlog in- 
creased $294 millions to a total of 
$816 millions for the six months, an 
percent 1946 
additions to the backlog in the same 
period. 


those same six months 


increase of 56 over 


Some companies that have gone 
ahead with active post-war building 
programs may be tapering off or 
completing these by 1948, but the 
rising backlog of proposed industrial 
building construction that was up to 
$3.5 billions at the end of October, 
1947, indicates a large reserve of 
future industrial building. 

The measured backlog of water- 
works and sewerage projects in the 
files of Engineering News-Record 
totals $314 billions. This compares 
with $7.8 billions, which the U. S. 
Public Health Service sets as the 
total need of the nation. 

Highways and bridges account 
for $5.7 billions in the measured 
backlog, but this is a total of indi- 
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CHART B 


vidual identified projects and does 
not include general ‘‘programs.” 
Many states do not release project 
identification until they are ready to 
call for bids. Thus, the highway 
and bridge measured backlog of pro- 
posed construction also is low com- 
pared with total need. 

Projects included in this meas- 


and type as those reported by Engr- 
neering News-Record for the con- 
tract awarded series. Since recorded 
volume of contracts awarded is run- 
ning around $5.5 billions per year, 
this known backlog of proposed con- 
struction would assure this volume 
for 8 years. Actually only a third of 
the current contracts come out of 


industrial and other buildings, high 
way and some public projects are 
put under contract without having 
been released in advance as “pro 
posed projects.”” This point is made 
to illustrate the fact that this huge 
backlog is a conservative measure 
of needed construction. That it is 
exerting a tremendous pressure on 





ured backlog are the same as to size this backlog. 


Much housing, private 


the urge to go ahead with new con 





Table 1—Dollar Volume of New Construction Started 
(Millions of Dollars) 


12 months 12 months 
1947 1948 
Recorded Estimated 
Grand Total, all construction (esti- 

mated by Engineering News- 

Record) fereee ae $12,000 $13,500 
Total Engineering Construction (re- 

corded by Engineering News- 

Record) ees 5,659 6,365* 
Public Buildings 615 781 
industrial Buildings . 862 1,050 
Commercial Buildings 1,898 2,175 
ee 794 806 
Earthwork and Drainage oa 327 290 
RS te 196 190 
Sewerage .......... ; 175 190 
Waterworks oars 139 154 
Unclassified 652 750 


*Increase of 5 percent to 25 percent predicted in total engi- 
neering construction volume over the 1947 volume. Above 
estimate is based on an average increase of 15 percent in 
heavy engineering construction, 12!/2 percent in estimated 
total of all types. 
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Table 2—Contracts Reported for Industrial Buildings 

January through December, 1946-7 
(Thousands, 000 omitted) 

% Change ‘47 


1947 from '46 1946 
Transportation Service 
Railroads $ 12,402 —28 17,198 
Automotive . 26,392 —21 33,544 
Public Utilities 125,307 +34 93,330 
Process Industries 292,544 —41 499,302 
Food Industries a ta 123,152 + 3 118,997 
Metal Refining & Rolling 46,215 +16 39,833 
Metal Working Plants 
pe ee 11,526 —61 29,390 
Aircraft Factories ....... 2,297 +35 1,698 
ee ial g vias wii a 2,838 —50 5,693 
Machines & Machined Parts.. 101,173 —12 114,671 
Radio : ; Sans 1,660 +59 1,045 
Textiles (excl. rayon). 11,624 —29 16,325 
Wood Industries Se saad pani 8,121 —22 10,391 
Miscellaneous 
General Factories ............ 92,317 —25 122,647 
Refrigeration & Cold Storage. 4,637 —50 9,187 
WH Sets sccewssseweesnseass $862,205 —22 $1,113,251 
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struction and get these projects into 
operation appears self evident. 
Reports from consulting engineers 
all agree that they 
signs, but they do not have a great 


are busy on de 


volume of construction underway. 
Here again construction is ready to 
go ahead, its timing awaiting the 
public and business GO sign 


New Capital 


Sales ot corporate securities for 


hnancing new building by private 
industry or for business purposes 
are $1,641 1947 com 


pared with $662 millions in 1946. 


millions for 


State and municipal bond sales in 
the same period are $1,178 millions 
for 1947 compared with $848 mil- 
1946, more money 
will be available to finance construc- 


lions in Thus, 
tion. 

Che available 
applies, likewise, to a large block of 
“self liquidating” construction, high- 
Ways and 


increase 1n money 


bridges. Gasoline tax 
earmarked for 


financing construction are Way up. 


revenues, primarily 


The states are also running behind 
schedule in awarding contracts under 
There 
is thus an accumulating pressure to 


their federal aid programs. 


increase highway construction. Cal- 
fornia has adopted a $2-billion-10- 
program, and New York 1s 
talking in terms of the same volume 
its minimum California 
has already passed enabling legisla- 
tion to carry out 


year 


as its needs. 


and finance its 
program. 
Men, Materials, Machines 

Skilled labor continues tight ; ma- 
terials are in better supply, but steel, 
lumber, millwork, cast iron and clay 
pipe, while in better supply than a 
year ayo, are still lagging on prompt 
delivery and acting as a drag on 
volume upturn. 





Waterworks 
Sewerage 

Bridges, Public 
Bridges, Private 
Earthwork, Irrigation, Drainage 
Streets and Roads 
Buildings, Public 
Buildings, Commercial 
Buildings, Industrial 
Unclassified, Public 
Unclassified, Private 
Total 


Net increase in period covered 


Projects removed from Backlog as they Advanced to Active Status 


Table 3—Proposed Construction Backlog 


(Thousands of Dollars) 


1943 1944 1945 1946 1947 
$ 237,354 $ 575,800 $ 873,721 $ 1,131,173 $ 1,155,280 
388,199 947,455 1,549,055 1,995,649 2,186,385 
420,106 696,887 1,141,004 1,258,059 1,362,118 
100 150 3,174 5,856 22,837 
741,211 6,487,224 6,892,444 7,542,974 7,597,466 
1,256,898 2,352,951 3,727,677 4,153,519 4,235,280 
1,136,909 2,224,647 5,804,802 7,480,263 8,423,922 
129,855 790,149 1,901,289 3,544,976 4,644,561 
66,934 182,409 1,331,278 2,402,019 3,543,714 
648,306 1,993,115 3,968,239 4,290,892 4,779,173 
75,215 364,241 809,239 1,752,072 3,027,793 
$5,101,087 $16,615,208 $28,001,922 $35,557,452 $40,978,529 
$5,101,087 $11,513,941 $11,386,894 $ 7,555,530 $ 5,421,077 
$ 556,182 $ 1,302,371 $ 1,764,925 
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Institute of Steel Construction, were 
running 22 percent higher than in 
+9 = ee 
1946 for the 9 months, but contracts CHART E 


closed were running 14 percent be- 
low a year ago. There has been much 
talk of the steel supply being the 
critical bottleneck that would limit 
the volume of construction that 
could go ahead. This has been coun- 
tered by announcement this fall by 
the American Iron and Steel Insti- 
tute that the domestic ingot capacity 
will be increased in 1948 by 20 
percent with the completion of im- 
provements and additions now un- 
derway. 

According to latest Bureau of 
Labor Statistics estimates, 390,000 
carpenters were employed on new 
construction at the site in Septem- 
ber, 1947. This is exclusive of 
workers on maintenance and repairs, 
and in shops. By September, 1948, 
it is estimated that 425,000 carpen- 
ters will be employed. Correspond- 
ing employment for other trades is 
estimated at 90,000 bricklayers in 
September, 1947, 100,000 in 1948; 
75,000 painters and glaziers in 1947, 
80,000 in 1948 ; 50,000 plumbers and 
steam fitters in 1947, 55,000 in 
1948 ; 47,000 plasterers in 1947, and 
















































































52,000 estimated in 1948. 

The Apprentice Training Serv- 
ice, Department of Labor, has ap- 
pealed to the construction industry 
to help expedite the apprentice train- 
ing program. A record for construc- 
tion trades was reached in Novem- 
ber, 1947 with 109,700 apprentices 
and 61,061 establishments partici- 
pating in the program of which 5,125 
establishments have their own in- 
dividual plans and 55,936 are par- 
ticipating in group plans. M. M. 
Hanson, assistant director of Ap- 
prentice Training Service told the 
Construction Industry 
Council in November that “‘at least 
200,000 additional men should be 
getting the benefits of this program, 
if the industry is going to play the 
role expected of it.” In the five 
trades for which B.L.S. is budgeting 
employment for September 1948, an 
increase of only 60,000 is projected. 

Total construction employment 
projected for September, 1948 is 
2,150,000 workers at the site on 


Advisory 
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new construction compared with an 
estimated total of 1,900,000 in Sep- 
tember, 1947. These totals include 
unskilled and semi-skilled as well as 
the skilled construction trades. This 
will be below the employment levels 
reached at the height of the war 
construction program. 

Construction machines are still in 
short supply, notably cranes, shovels, 
tractors. 

Shipments of six classes of exca- 
vating and earthmoving construction 
equipment increased in the second 
quarter of 1947 to $113 millions 
from $102 millions in the first quar- 
ter. These figures exclude data for 
concrete mixers, pavers, and related 
equipment and for miscellaneous 
equipment valued at $18 millions in 
the first quarter. cur- 
tailed budget, the Bureau of Census 
is no longer collecting statistics for 
these two groups of construction 
equipment. Shipments of track lay- 
ing tractors increased from $32 mil- 
lions in the first quarter to $36 


Under its 
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CHART F 


millions in the second, power cranes 
and shovels increased from $30 mil 
lions to $33 millions. Road construc 
and maintenance machines 
shipped increased from $24 millions 
to $25.6 millions. 


On the other hand, labor produc 


tion 


tivity showed measurable improve- 
ment early in 1947 over 1946, espe- 
cially unskilled. Informal reports 
from the field indicate that further 
improvement has been experienced 
during the year. Roughly, job pro 
ductivity has been running 30-35 


percent below 1939 practice. This 
gives a wide area of possible im 
provement in the volume of work 


that could be handled with the pres 

ent labor supply. 
Another that 

prove job productivity within a rea 


factor should im 
sonable period is the large number 
of new tools and equipment that are 
now pouring into the market. These 
include 
mechanized 


new types, tor example, 


wheelbarrows, tractor 
loaders in a variety of forms, “stud 
guns” using an explosive for power, 
a ‘stud welder,” elevating endgates 
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for trucks to aid in loading. In- 


increased 
use of electric and air power tools, 


creased use of winches, 
new designs in form ties and clamps 
all are directed at utilizing man- 
power more efficiently. High wage 


rates and a diminishing labor re- 


serve create ideal conditions for 
further mechanization of construc- 
tion, and this mechanization can 


help in staffing an increased volume 
improving the 
the existing labor 


of construction by 
productivity of 


force. 


National Income 


National income in the United 
States for 1947 is estimated at $197 
billions. Past that 
the nation has been most prosperous 


records show 
when it was investing 10 percent of 
its income in new construction and 
maintenance 


another 5 percent in 


and repairs. This 10 percent con- 
struction ratio would put 1947 con- 
struction of all classes, engineering 
plus light construction, at $19.7 bil- 
lions. Actually it will run close to 
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$12 billions, or around 6 percent of 
the national income. 

Chart 
national income has been invested in 
new construction over a period of 
years and projects both to 1949. 


IF shows how much of the 


For the purpose of this chart it 1s 
assumed that a national income in 
the United States of $200 billions is 
needed for a stable economy of full 
employment. Under 
ditions construction is not expected 
to reach its “par” of 10 percent 
until 1950 at best. Here is another 
the pressure to in- 
construction, the 
that we are under-building at our 
present rate in relation to national 


present con- 


indication of 


crease evidence 


income. 

Thus all conditions except one are 
in the main favorable for a sound 
and substantial rise in construction 
volume. That one potential brake 
is the one that slowed down activity 
in 1947—-public and business temper 
with respect to costs. Who can read 
that correctly, or mould it, will have 
the answer to the construction out- 
look for 1948, 
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SIXTH OF A SERIES 


in SEATTLE 


Gateway to Alaska and chief port of the state of Washington, Seattle 
reports a booming electrical wholesaler business with much atten- 


tion being focused on sales training of the “ground up” variety 





By Ernest W. Fair 








66 HERE are no surpluses of 
anything in this territory,” 


a Seattle electrical whole- 
saler told us, “simply because Alas- 
ka buys practically everything we 
can’t sell in this area.”’ 

Alaska is the big story in Seattle 
today in every kind of business for 
this beautiful northwestern city is 
the gateway to a tabulous land in 
which big things are being done, 
territory is being developed and 
money is being spent. Most of the 
local jobbers have agents in the 
Alaska territory today and these 
men are raising a greater clamor for 
merchandise than are 
back home today. 

The Alaskan story is Seattle’s 


customers 


story. Here the materials are pur- 
chased or shipped, here the men are 
hired, adventurers today board the 
boats for the far north in quest of 
fortune in almost as great a number 
as they did in the famous gold rush 
days. The fever has entered the 
blood of all Seattle business and the 
activity it has created makes reces- 
sion and depression talk unheard 
of in this area. 

“What do you mean depression ?”’ 
one business man told us, “We 
never talk about a recession or de- 
pression out here .. . it’s never in 
our minds. All of the recession and 
depression talk you hear comes from 
either New York or Washington. 
It looks to us out here like the men 
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in those two cities want a depres- 
sion and are trying to talk the rest 
of the country into having one.” 
That’s Seattle’s frame of mind 
today; and it’s the frame of mind 
of the men who comprise its elec- 


trical wholesaling fraternity. But 
there are many unique problems 
that those doing business in_ this 


area must solve. Conditions are 
good but it is by no means an utopia. 
Before we go into those trade prob- 
lems of this Pacific Northwest area 
let’s take a look at some “Chamber 
of Commerce” background data for 
the city and the area it covers. 
Seattle, chief city of Washington, 
is situated on a series of hills (and 
we do mean most definitely 
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HILLS) above a fine harbor, and 
has a population of over 370,000. 
Extremes of temperature on record 
are 3 and 96 degrees F and the aver- 
age annual precipitation is 34 inches 
distributed through all 12 months. 

It is the leading commercial, in- 
dustrial and financial center of the 
Northwest with a_ traffic 
through its port in excess of 8,000,- 
000 valued at $360,- 


Pacific 


tons over 


000 O00. 
Seattle was founded in 1852 by 
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21 white settlers and faced a slow 
growth at first. Today it is expand- 
ing in every direction permitted by 
its peculiar location and its business 
life shows little anticipation of any 
trouble ahead; there are almost no 
empty business buildings in _ its 
downtown or wholesale districts. Its 
electrical wholesaling trade roster 
shows less than twenty firms. 
These firms are today doing an 
estimated $600,000 a month busi- 
ness together in the field of electrical 


Pood 


a 


SUPPLY -ORPORATION %i 





HARPER-MEGGEE, INC. 
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supplies and this volume of business 
is limited only by availability of 
merchandise for not only is the terri- 
tory itself a most active and prosper- 
ous one today but most of the local 
wholesalers operate in the Alaskan 
territory as well and there is also 
a great deal of other export business. 

The average house serves a radius 
of about 100 miles from the city of 
Seattle and where branches are not 
maintained at Spokane covers the 
entire state of Washington from 
Seattle. The state is divided in two 
by the Cascade Mountain range 
which forms quite a barrier only 
for a few days of the year and the 
rest of the year salesmen have no 
more difficult travel problems than 
those in other areas. 

The state consists of a rich wheat 
land in the east, a rather mild desert 
to the west, the Cascades and the 
rich plains country facing the Pa- 
cific Ocean. A greater part of the 
business activity centers on those 
plains, beginning at the Canadian 
border and right through to Oregon. 

lor salesmen who like to hunt or 
fish it is the most perfect of terri- 
tories in which to earn one’s living ; 
and many are the salesmen who set 
out to cover their territories with 
full outdoors gear in their cars for, 
taking off on a brief hunting or fish- 
ing week-end with an important 
customer, is most definitely good 
business and expert selling in these 
areas. And there are plenty of places 
to go! In truth this factor has long 
been termed a good ‘‘weeder-outer” 
for the prospective salesman who 
finds it impossible to resist the urge 
to first take rod and reel in hand 
instead of the catalog and thereby 
eliminates himself ! 

The sporting instinct is a close 
runner-up to the business instinct 
with almost every customer a sales- 
man contacts. Seattle jobber sales- 
men must know their fishing and 
hunting as well as they know their 
electrical supplies and other mer- 
chandise ! 

Susiness is becoming a great deal 
more competitive in the area as each 
month goes by, not so much because 
of well stocked warehouses and 
ample supplies, but because Seattle 
jobbers are much concerned with 
getting their institutions into the 
best possible cash position as quick- 
ly as possible. 

“No one can foretell what tomor- 
row’s price situation is going to be,” 
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one jobber declared, “so as we see 
it the quicker we get our businesses 
into good cash position the better 
we will be able to handle any abrupt 
trend with which we might be con- 
fronted.” 

The Seattle electrical 
field is pretty well established, and 
apparently in just about the right 
numbers to handle the business to be 
secured in normal times, and there 
seems to be little possibility of any 
new firms being added within the 


wholesale 


immediate future. 

The average salesman’s activities 
are being narrowed down this vear ; 
he is handling fewer accounts than 
he handled a year ago. By nature of 
the geographical layout of the state 
territory does not mean as much in 
this area as number of accounts be- 
ing handled and Seattle jobbers are 
strong believers in the policy of not 
giving their men too many accounts 
to handle. Merchandise is sold in 
the familiar western pattern here; 
a great deal of personal contact and 
“chin-chin” and it has been found 
that the salesman with a minimum 
account group does his job better, 
holds customers’ loyalty and makes 
more money for himself than if he 
were given a large territory and told 
to service outlet 
therein. 


every possible 

This area has shown an approxi- 
mate 40 percent increase in popula- 
tion since pre-war days and with 
that population increase has gone an 
equal percentage gain in the num- 
ber of electrical contractors. Appli- 
ance dealers are everywhere . . . one 
jobber estimated that there were 
3,600 appliance dealers trying to do 
business in the state today: The 
salesman who attempts to cover a 
given area in such expanding condi- 
tions finds himself wasting a great 
deal of time making useless con- 
tacts and running down new firms. 
Instead, where he seeks to serve a 
given group of accounts, no one is 
neglected. 

The average wholesaler is doing 
a great planning on the 
training of new salesmen and is con- 
ducting programs which start with 
warehousemen who are trained on 
their work during the day and then 
attend night school. ‘Educate them 
from the ground up,” is the univer- 
sal method of keeping a constant 


deal of 


supply of good salesmen available 
in this area and this educational 
work is chiefly a matter of person- 
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to-person instruction “on the job.” 

Both the neophytes and old line 
salesmen are being given a great 
deal more instruction in understand- 
ing human nature than they ever re- 
ceived in the past. 

Seattle’s jobbers feel that the day 
of “pressure” selling and the em- 
ployment of “selling tricks” is defi- 
nitely a thing the past and that 
the best electrical jobber’s salesmen 
of the future are 
men who will be as near a perfect 


going to be those 


combination of electrical engineer 
and psychologist as can be obtained. 
No effort is being spared to broaden 
the knowledge of electrical supply 
and equipment application salesmen 
can possess. 

Both salesmen and sales managers 
with whom we talked in this area 
felt that tomorrow’s salesman would 
have to know as much as possible 
about the “why and wherefore” of 
the goods he was selling and at the 
same time never let up on his ac- 
quisition of knowledge of human 
nature. 

There has been little price com- 
plaint from customers across the 
board; only complaints are being 
expressed with regard to a few se- 
lect items. The tremendous demand 
for electrical supplies, merchandise 
and appliances of every kind and 
description is still making the price 
problem a minor one in this area. 

On such items as floor lamps, for 
example, jobbers told us that there 
Was great price resistance from deal- 
ers and from their customers as 
well. They are urging their dealers 
resistance 
with greater selling and merchandis 
ing effort rather than any ‘“‘price- 
cutting’ and are following the same 
method of approach to the problem 
in their own selling. 


to combat such price 


Heating and cooking appliances, 
roasters and toasters and waffle 
irons are all very short in this north- 
western area but there is an abund- 
ance of almost everything else. 
Ranges are short, radios are ample 
and refrigerators are in fair supply. 
There has been a great deal of REA 
development in Washington with al- 
most every area having two or three 
electrical co-ops and this has been 
booming the demand not only for 
electrical appliances but for supplies 
as well. 

In addition gas prices are high in 
this area and there is some agita- 
tion now going on to boost these 
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rates ;» and all of this is of direct 
benefit to the electrical industry. 
General construction here was 
close to a standstill at the time of 
our visit; permits are about 25 per- 
cent ahead of last year on commer- 
cial work, however. Most of the 
latter is due to large industrial build- 
ing such as a $350,000 new whole- 
sale grocery house announced at the 
time of our visit. High labor and 
building materials costs are most 
definitely holding back the vast field 
of small construction both on resi- 


dential and commercial jobs and 
many business men told us that they 
had shelved all plans for new build- 
ings and major remodeling until the 
time came when labor and material 
costs “come out of the clouds and 
within reason and building labor 
was willing to give fair return for 
the wages paid it.’”” When this break 
does come here this section of the 
country will experience a tremend- 
ous building boom and the electrical 
trade will have all it can do if sup- 
plies are abundant. Jobbers are 
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hoping that when the boom does 
break it will find them able to sup- 
ply the demand; and that’s some- 
thing they cannot do even today. 
There’s a great deal of planning 
by jobbers in Seattle being devoted 
toward reduction of inventory in 
preparation for the arrival of that 
“golden age’ and 
working studiously toward 
control in purchasing as 
ridding his house of ‘“off-brand”’ 
merchandise. Brand names are im- 
portant throughout this territory in 


every jobber is 
more 


well as 








every walk of life as advertising 
plays an important role in the pur- 
chase of everything here in the Pa- 
cific Northwest. Most jobbers know 
only too well what will happen to 
their inventory dollars if they are 
caught with unknown merchandise 
when the demand-brand goods are 
fully field 


again. 


available in our once 

The subject of freight rates is one 
to be avoided when discussing busi 
ness conditions with jobbers in this 
area and the electrical trade is no 
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exception. Jobber after jobber told 
us that freight rates run from eight 
to eleven percent more on merchan- 
dise sold in this area than in the 
east and midwest. This percentage 
must in turn be applied to their own 
billing. 

“In 
doesn't complain because he never 
knows the difference,” one jobber 
pointed out, “but on major appli- 


most cases the consumer 


ances the problem is going to be 
serious one of these days. The con- 
sumer here reads all of the national 
advertising on such items listing 
specific prices and never bothers to 
look for that very small print which 
says ‘slightly higher west of the 
rockies.’ He therefore thinks we are 
trying to put something over on 
him.” 

Jobbers here feel that a 
many more electrical manufacturing 


great 


plants could well be established on 
the Pacific Coast area. They are to- 
day buying everything they can ob 
tain from Pacific Coast manufactur- 
ers, particularly those in Los An- 
geles. The average Seattle jobber, 
we understand, is spending about 20 
percent of his purchases in dollars 
and cents in Los Angeles today. 

factories built 
told, “so that 


we can receive the same freight pro 


*TLet’s see more 


out here,” we were 


and treatment from los 


\ngeles that eastern manufacturers 


position 


can give the eastern wholesalers.” 

Water heaters, evaporation cool 
ers, lighting fixtures, fluorescent 
lighting equipment and blower fans 
are chief items being made in Los 
\ngeles and merchandised here in 
preference to the importing of such 
eastern centers. 


items from. the 


freight rates make the difference 
and if they are allowed to continue 
as they are, Seattle jobbers will con- 
tinue to look for new sources with- 
in the area itself and will actively 
encourage such production in the 
future. 

Not only will their local markets 
force them to take such steps but 
the vast export market they have in 
which to do business will offer an 
additional lure. The export business 
within the trade is very good in 
Seattle, as mentioned in previous 
paragraphs, and some jobbers are 
handling the Alaskan business just 
as though the customer were an- 
other contractor-dealer even though 
he is 750-900 miles away instead of 
100 miles away. 
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With a wire recorder as his temporarily 
“silent partner,” a clerk takes inventory. 





After the stocks have been read into the record, the wire is played back and the 
inventory notes are transcribed onto master inventory sheets. 





Inventories Made Easy — 


The Wire Recorder Way 





i. KNTORIES made easy” 


s the phrase which sums up 
a new use of the magnetic 
wire recorder—-a_ potential labor 
saving device which offers to turn 
back hours on the electrical whole- 
saler’s clock on inventory days and 
make one of his stock clerks seem 
like two 

The idea of using a wire recorder 
in taking inventory originated at 
the Supply Department of the Naval 
Shipyard, Norfolk, Va. It calls for 
the checker to carry a hand micro 
inventories 


phone along as_ he 


shelves, reading his check into a 
record for later transcription. 

The old system used by Naval 
Supply Corps personnel at Norfolk 
for taking inventory employed a 
two-man team. The checker called 
off the 
manually entered the counts on in 
ventory sheets 


items to a recorder who 


Besides being slow, 
this system lead to frequent mis 
understandings and_ transpositions 
of stock numbers, which required 
time-consuming rechecks of shelves. 

Just how much a wire recorder 
can speed up inventory-taking was 
indicated by a recent speed test held 
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at Norfolk. Using a wire recorder, 
checkers there counted 100 items in 
15 minutes. This compares to a 
previous figure of about 400 items 
a day using the two-man team. 
This application of the wire re- 
corder probably will strike electrical 
wholesalers as being both unique 
even to the extent of 
suggesting a revolution in the art 


and practical 


of taking inventory. But there is 
nothing revolutionary about the wire 
recorder itself. Actually, it is sort 
of a hangover from horse and buggy 
days. In 1896 a Danish physicist 
named Valdemar Poulsen invented 
and demonstrated magnetic record- 
ings on a steel wire. 

Since that time the magnetic wire 
recorder was further developed and 
added to by others, but the instru- 
ment remained more or less im the 
shadows. It took World War II 
to bring the wire recorder out into 
the open. The armed forces des- 
perately needed recorders which 
would operate under a wide variety 
of conditions—in the tropics and 
the Arctic, in winter and summer, 
and on battleships, airplanes 


and trucks. 


jeeps 
Wire recorders were 


prescribed and they turned out to 
be the correct prescription. 
Advantages claimed for the 
peace-time use of wire recorders in 
clude: Long uninterrupted playing 
time on a relatively small record, 
simple recording procedure, repeat 
ed use of the same wire for new 
recordings, easy erasing of errors 
and insertion of corrections on the 
record, large number of playbacks 
with little deterioration of quality, 
good frequency response, low noise 
level, relative indestru-tibility of the 
record, and the resistance of the 
record to extremes 11 temperature 
Besides its use in taking inven- 
tory, wire recorders can be used 
(and in some cases are being used ) 
for: Home recording, radio broad- 
over-the- 
musical recordings, com 
mercial and public announcements, 


casting (transcriptions), 


counter 


record players on vehicles, juke 
boxes, automatic recordings (of 
court proceedings, for example) 


industrial uses (recordings otf 
stresses, for instance), and educa 
tional uses. And these are but a 
few of the instrument’s possible ap- 


plications. 
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A WISIT to a farmer after the installation of electrical equip- 
ment will probably uncover potential buyers among his friends 


for through a satisfied customer an aggressive salesman can 
secure good, live leads to new prospects. 


Phat Vast Rural Market 
Needs Fast Local Selling 


The rapidly expanding farm market for electrical equipment 


and appliances offers unprecedented sales opportunities to 


those salesmen carefully observing the principles outlined here 





NE of the most useless things 
in the world, taken by itself, 
kilowatt. If 
marooned on a desert island, prob- 
ably the last thing in the world that 
you would want or could use would 


is a you were 


be a distribution line feeding kilo- 
watts—unless you had the means to 
put them to work. 

A kilowatt is of use only when 
it is harnessed to a piece of electrical 
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PART Ill 


By D. C. Frederick 


equipment, an appliance or a lamp. 

That probably seems obvious, but 
it is important because it contains 
within it the 


basis for all sound 


selling. No one wants to buy a 


kilowatt, or make any purchase 
unless a real or fancied need for it 


exists. 


ELECTRICAL WHOLESALING 


Kilowatts are bought because they 


produce cold in the refrigerator, 
transform the radio from an inani 
mate furniture into an 


instrument that reaches out into the 


piece of 


ether and brings song and story into 
the home. We want the cold in the 
refrigerator and Danny Kaye sing- 
ing in our living room, so we buy 
refrigerators and radios and the kilo- 
watts that make them work. In the 
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ultimate, we are buying results; we 
are buying the product of the prod 
uct. 

Why is it then that the same sales 
story will cause one customer to 
say, “I'll buy it,” while the next one 
I want 
They were both 


shakes his head and replies, “ 
to think it over.” 
told the same story in the same way. 
The conclusion, then, is that the two 
customers were not alike. 

Perhaps they both wanted radios 
but for different 
wanted clarity of tone, fidelity of 


purposes (Jne 


reproduction. He wanted to hear 
the symphonies as faithfully as 
though he were seated before the 
living Toscanini. The other pros- 
pect wanted a radio cabinet. that 
would go with his hepplewhite liv 
ing room suite. He didn’t know 
much about music but he wanted to 
be able to tell his neighbors that his 
set was exactly the same as the one 
in the home of the president of his 
bank. 

This latter 
granted the excellence of the instru 


prospect took for 


ment’s performance but, through the 
failure to appeal to his ego, his 
pride of outward appearances, his 
desire to have his radio conform in 
cabinet craftsmanship to his cher 
ished living room suite, the sale was 
lost 

Demonstration Shows Fulfillment of Need 

\ good sales demonstration, there 
fore, is a fine, tailor-made proposi 
tion that cleaves directly to the 
heart of the propect’s interest. It 
tells the complete story of the prod- 
uct, 1t demonstrates all of its merits, 
but the accent inevitably is on those 
qualities which are most likely to 
win the prospect's approval. The 
mechanical approach cannot be used 
any more than you can expect to do 
your best hunting if you always use 
the same size of shot regardless of 
the game. 

It’s important, therefore, whether 
selling motors, ranges, toasters, elec- 
tric drills or refrigerators, to dis- 
cover what qualities each of your 
These can be 
ascertained by shrewdly phrasing 
the questions before selecting the 
model to be demonstrated ; by care 
fully appraising the prospect, or the 
prospect’s surroundings, if the dem- 
onstration takes place away from 


prospects is seeking. 


your showrooms. 

And, if the approach is right, you 
will not only find out why the pros- 
pect is interested in a deep freeze 


92 






















































































HELPING the farmer to make fuller use of electricity so that he can save time, 
effort and money builds for future sales of electrical equipment and appliances. 


cabinet, or in a quarter-horsepower 
motor, or whatever the product may 
be, but vou will have begun to con 
vince the prospect that you are in- 
terested in helping to meet his needs 
in the best possible way and not 
merely to close a sale. 

Before a man parts with his dol 
lars, and says, “I'll buy it,” he has 
to feel that his wants are satisfied. 
\nd he has many wants. For ex- 
ample, a refrigerator may satisfy all 
of his readily apparent needs, such 
as space for cream storage, hand 
some appearance, long-time guaran 
tee, sealed motor and yet, he will 
hold back. He won't buy the prod 
uct until he is satisfied that his wife 
won't reproach him for stinginess 
because the refrigerator costs twenty 
dollars less than a comparable com 
petitive product. That last need may 
be submerged, even unknown, per- 
haps, to the prospect. It must be 
uncovered and met before the sale 
can be concluded. 


Types of Wants Must Be Ascertained 


In general people have two types 
of wants. One type deals with en- 
joyment, the satisfaction of creature 
comforts, the intangibles. The other 
type relate to money or time or labor. 
They are very real, very tangible. 
Both groups as equally important. 
Neither can be ignored 

In the first category is the desire 
for comfort, ease and safety of op- 
eration. We want to be free of worry 
and inconvenience. We want the 


product we buy to live up to all om 
expectations. We want to be proud 
of our purchases and of ourselves 
for having had the keenness and 
good buying sense to make them 
\Ve want to be able to brag a bit 
about them. And we want ow 


family and our friends to think we 


were smart, farsighted and perhaps, 


generous. We want folks to think 
well of us as family men, as neigh 
bors and as citizens. We also want 
folks to think that we’re doing well 


that we can afford as many luxuries, 


as many conveniences and as many 
modern tools as the next fellow. 


Instinctively, too, we seek good 


quality, good design and the easiest 
solution to our problems. 

In the second category, howeve1 
we buy to make or to save money 
or to protect an investment. We buy 
to gain time, to save time or to spare 
ourselves labor. We like bargains 
We avoid spending more for an ob 
ject than our budget calls for and 
if all things are equal, we elect the 
best value, the cheaper. 

How can these fundamental qual 


ities of the human mind be applied 


to the sale of electrical appliance 
and equipment? It can be done onl 


if the application of these factors 


have been mastered and fitted int 
the demonstration, and only if the 
measure of the prospect has bee 
taken and the factors which coun 
most heavily in influencing his de 


termination to buy, are known. 
If making a country call, the pros 
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pect may have no conscious feeling 
of desire for anything you may have 


to sell. Your first job, therefore, 
will be to awaken desire, to create 
vants, to reveal a need. 


A good sales demonstration has 
been described as being very similar 
to quenching a fire. It must com- 
pletely blanket all the flames. If 
there is no desire, then, before you 
can get your sale moving you must 





create desire, you must start a fire 
burning under your prospect’s house 
of contentment. 
Make The Need Apparent 
Many farm families have no real 
knowledge that they need an electric 
water pump. 


They not un- 


happy without one and they never 


are 


will buy a pump until a feeling of 
need is awakened in them. 

You this 
need, you can light this fire, by re- 
ersing your normal sales talk. 

Your normal sales talk, if a pros- 
walked 
nto your store, would be to show 


can create feeling of 


ect for an electric pump 
ow serviceable your product was, 
WwW economical in operation, and 
w low-priced. You would assume 
e need for the pump not only 
<isted but was recognized. 

When you initiate the sale, how 
er, you must assume that although 
e need exists it goes unrecognized. 
our prospect is not consciously dis- 
itished with the labors of pumping 
ater daily into his kitchen and for 
is livestock. He is not aware that 
s hens will produce more eggs and 
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MANY SALES can be made by first selling the farmer’s wife. Frequent call-backs 
should be made for a satisfied user is the best source for new prospects. 


his cows will give more milk if they 
get all the fresh water that they can 
drink, 
is not dissatisfied at knowing, that 
his 


He either does not know, or 
labors of pumping water are 
worth only about five cents for each 
500 gallons of water he raises from 
his well and carries in pails to the 
house and barns. He does not fully 
appreciate the benefits of 
plumbing. 

Your job is to awaken that knowl- 
edge and to make him dissatisfied 


modern 


with his present position. You can 
do this in many ways. Appeal to his 
sense of thrift. What price does he 
put on his time? Is it a good in- 
vestment to realize only about one- 
fourth as much produce from _ his 
garden as he'd get if it had all the 
water it required during the hot 
months? Is he being a smart farmer 
his 
dairy cows with all the water they 
can drink and thus gets less milk 


when he neglects providing 


and smaller milk checks ? 

Then, when he becomes aware of 
his needs, your job is to fit your 
water pump to his needs in order to 
satisfy them. You must show how 
the purchase (a pump in this ex- 
ample) not only saves him time and 
labor, provides him with many con- 
veniences, but makes money for him 
as well. 

Summing up briefly, successful 


selling breaks down into two jobs. 
The first job is to create a feeling 
of want if it does not exist, or, if 
the prospect is already in the mar- 
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ket, of analyzing his reasons for 
buying, or discovering what his true 
wants The second step is to 
fit your product to that want. That 
step, as we have pointed out, is to 
demonstration, 


are. 


give a complete 
omitting nothing which is helpful 
to the sale, but stressing those fac- 
will farm 
prospect that your product will dove 


tors which convince the 


tail completely with his needs. 
Classify and Qualify Prospects 


You can't make a sale unless your 
prospect is a genuine one who 1s 
“ready, willing and able” to buy. 
Your principle commodity is time 
and you can’t afford to waste your 
time. You will find it important, 
therefore, to devise ways of sepa 
rating the sheep from the goats. You 
must learn to qualify your prospects. 

The farmer who wants a refriger- 
ator but has neither the money nor 
the likelihood of earning power to 
buy one is not a good prospect. The 
farmer who wants an electric milker 
but hasn’t got electricity is certainly 
not an immediate prospect. Neither 
is the farm wife who may want a 
vacuum cleaner but who is unable 
to make a purchase without her 
The daughter 
or son who has no earning power 


husband's approval. 


but who may wish a radio, is not a 
prime prospect unless parental ap 
proval can be obtained. 

Do not Many 
sales are made by selling the farm 
wife or the children, because they, 
in turn, will sell the head of the 
family for you; but always it is wise 
to remember that your prospect, or 
the family your prospect represents, 
must be ready, willing and able. 

Frequently you can help close the 
ready, willing and able sale circle. 


misunderstand. 


The farm wife wants an electric 
range, but you can’t make a sale 
without selling her husband. Don't 


wait for her to bring him in to town. 
Nail down her readiness to buy by 
securing her approval for you to 
call on husband at a definite 
time. If the article she is interested 
in is portable, and if the policy of 
your firm permits, arrange for an 
actual demonstration. The best place 
to make any demonstration is right 
on the farmer’s own premises. The 


her 


next best place is to show him a 
similar model working on the prem- 
ises of a farmer in whose judgment 
he has confidence. 

You may tell a that 


man your 
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radio will look well in his living 
room and that he will get splendid 
reception from it. But he’ll have 
less trouble visualizing himself as 
the owner of it if you place it in 
his living room. He'll enjoy it better, 
buy it more readily, if he listens to 
it while he’s sitting in a comfortable 
chair, with his slippered feet resting 
on a hassock. 

Cold water from a_ refrigerator 
tastes better in a farm kitchen than 
when it is tasted in the dealer's show 
room, 

Don’t let the appearance of your 
prospects or of their homes chill 
your sales talk. [arm folks don't 
wear their bankrolls on their backs 
nor do they go in for fancy estab 
lishments. Some of the wealthiest 
farmers in your community are just 
plain folks who live in simple homes 
Just because a woman is wearing a 
simple house dress, or because a 
farmer comes to town in overalls, 
don't assume he can’t afford the best 
or that he is unwilling to buy the 
best. It’s the old story of not judg 


ing a book by the cover. 


How to Locate Good Prospects 
lor the man who is selling ele 
tric appliances or electric equipment 


there are at least seven methods of 


locating prospects and only one cer 
tain way of eliminating them 





POTENTIAL CUSTOMERS can be found at the demonstra- 


tion meeting where electrical equipment is shown in operation. 
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got 


it or 


Only the farmer who hasn't 
electricity and doesn’t want 
intend to get it 1s not a prospect. 
Everyone else is until you, and only 
Naturally, 


however, all farmers are not pros 


you, disqualify them. 


pects for all kinds of equipment. 
The truck farmer won't want a milk 
cooler or an incubator. But he will 
certainly want good pump equip- 
ment, good refrigeration, and, if 
he makes his own crates, or has any 
sizeable establishment, he will be a 
capital prospect for all kinds of elec- 


tric tools. 
1. WAGON SELLING 


Perhaps the easiest and quickest 
way of locating good prospects 1s 
the classic type of selling known as 
wagon selling. It’s to load up a truck 
with a representative line of appli- 
ances and follow any road down 
which the electric high lines run. 
I-very farm that has electricity 1s 
a live prospect tor one or more ap- 
pliances or pieces of equipment. An 
easy way of determining what the 
farmer and his wife have a need for 
is to take a survey. As simple as 
that. Just ask them what electric im 
provements they are planning to 
make and to name a number of 
items. 


\nother quick way is to ask what 
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they have and then to mention items 
which will complement their present 
lor example, if they 
should want 


inventory. 
have a milker they 
milk cooler. If they have a chick 
brooder and if the farm is located 
in a northern climate, they will be 
If the 
house wife has an electric range she 


able to use a water warmer. 
will probably want a_ refrigerator 
If she has a washer, she will prob 
ably enjoy learning about the new 
automatic washers or about ironers 
If the policy of your firm permits 
as we have said before, encourags 
your prospect to accept a free, trial 
demonstration. Make it for a limited 
period, three days or so, after in 
stalling it, demonstrate your product 
thoroughly before you leave, and 
call back promptly at the appointe 
time. 
Treat 
Your prospect's respect for it wil 


your product carefully 


grow accordingly. One good sales 
man always carries a_ white silk 
Before he 
flicks 


away imaginary specks of dust witl 


handkerchief with him. 


demonstrates a product he 


it. That impresses the prospect witl 
the fact that it is a quality piece of 
merchandise and is to be valued. 


2. RADIATION SELLING 


the man who has just made 


THE FARMER who has installed an electric pump and water 
heater is a good prospect for other electrical equipment. 
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purchase from you will be proud 
of it and he will be proud of his 
judgment in selecting it. If you 
call back on him a week or so after 
it is in operation, chances are he will 
tell you how good it is and after a 
little conversation he will be happy 
to give you the names of friends or 
neighbors who might also be in the 
market for one like it. 

Those are good leads. You can 
take them to their friend’s home and 
demonstrate how well your product 
works and how satisfied he is with 
his. Your first 
much of your selling for you. 
Chances are he has talked up your 
product, 


customer will do 


resistance 
for you even before you asked him 
If you don’t ask 
for those names you are neglecting 


softened sales 


for some names. 


to cash in a dividend that is yours. 


3. NEWLY ELECTRIFIED FARMS 


farmers, immediately after they 
get electricity, are in the market for’ 
a reasonable number of items. They 
will add to this number as experi- 
ence justified the value of electrical 
equipment. Usually a farmer’s first 
buys are a complete wiring job for 
his farmstead, lights, a radio, an 
iron and a washer. Then he buys a 
refrigerator. His equipment will 
include a chick brooder, perhaps an 
emery wheel, a portable motor and 
a pump. If he has a dairy farm he 
may immediately buy a milker and 
a milk cooler. 

You can locate newly electrified 
farms from your electric 
systems ; the REA-financed coopera- 
tive and the private utility. They 
should be happy to cooperate with 
you. They want their consumers to 
make full use of electric power. 


nearest 


4. PROPOSED LINE EXTENSIONS 


You can often get the jump on 
competitors by calling on farmers 
even before they have electricity. 
Your local rural electric system will 
sually give you the names of farm- 
ers to whom they are going to bring 
electricity in a short length of time. 
‘ften, driving through the country 
ou will see their line crews build- 
ig new spans of line and the farms 
» which they are extending will be 
1 the market for your wares. It’s 
od business to call on them even 
efore they have power. They may 
ot know what they will want. They 
iay not fully understand how many 


ways electricity can serve them. But 
if you have a true understanding 
of farm needs and of the genuine 
help electricity can be to them in 
lifting labor loads off tired backs 
and of making farm life more en- 
joyable, you will be able to awaken 
these needs and create business even 
where it may not have existed be- 
fore you made your call. 

There is a genuine opportunity 
for you to do creative selling on 
this type of prospect. And both the 
farmer and you will benefit if you 
give him good advice. 
repeat, know what the farmers’ 
needs are and how your merchan- 


Again we 


dise will help to meet those needs. 
Be able to talk operating costs and 
results as well as prices and terms. 


5. DEMONSTRATION MEETINGS 


County Extension Agents, Home 
Demonstration Vocational 
Agriculture Teachers and managers 
of electric systems will often co- 


Agents, 


operate with you by calling meetings 
of farmers who have electricity, or 
who are about to get it, for the 
purpose of what 
modern appliances and 
equipment can do to raise farm liv- 
ing and working standards. 
requently they will not want to 
confine their demonstrations to your 
products alone. They may 


demonstrating 
electric 


insist 
on competitor's merchandise being 
demonstrated also. But that is good 
business for you just the same. You 
will get your fair share and more 
of the orders if you take the lead 
and initiate the idea and if you 
help them to bring folks to the 
demonstration. 

Sometimes giving away inexpen- 
sive gifts such as lamps or one 
toaster to the holder of the lucky 
ticket will fetch a really large crowd. 
6. 4-H AND FFA GROUPS 

Parents are influenced by their 
children. Work closely with lead- 
Offer to lend 
them equipment for demonstration 
purposes or even to make talks on 
how to use appliances. 
farm youth to turn to you and to 
your products by seeking actively 
to aid them. 


ers of these groups. 


Encourage 


7. ADVERTISING LEADS 


Manufacturers of your products 
advertise extensively. They  for- 
ward inquiries to you. Even though 
these inquiries may be eight or ten 
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miles from your shop it will pay 
you to drive out to see these families. 
Don't 
town and call on you. 


wait for them to come to 
Regard your 
trade area as your market. Go after 
business, up one road and 
the next. And when you make a ten 


mile drive, plan your trip so that 


down 


you will make a couple of calls go- 
ing and coming. Those extra calls 
will swell your earnings. 

Keep Adequate Call Records 
I'll be in the market 
fall.” They tell 


you that and what do you do? Too 


“Not now. 
for a radio next 


often you make a mental note to 
make a call after Labor Day and 
then do nothing about it. 

Salesmen who draw down the 
highest earnings make it a point 
to keep accurate call records on 
every prospect. These records show 
(1) What product or products you 
demonstrated. (2) The prospect's 
reaction. (3) What his probable 
needs are for the future. (4) When 
you should make your next call. 
(5) Any special features such as 
buying habits, which members of 
the family to see, likes and dis- 
likes, ete. 


Who Is Your Best Customer? 


Your best customer is the man 
who has just bought something 
from you. If he has bought a wash- 
ing machine, sooner or later you 
should be able to sell him an ironer 
range. If he has bought a 
chick brooder, a pump or a milker, 


Or a 


eventually he will want a new radio, 
a milk cooler or an electric drill. 
Make frequent call backs on your 
Add their 
your prospect list. Keep them happy 
Help them to make 
fuller use of electricity by suggest- 
ing new ways they can save time, 


customers. names to 


and _ satisfied. 


reduce their own labors or increase 
production or farm income by add- 
ing a new piece of equipment. 

Help the farm wife enjoy her 
home making tasks by showing her 
how she can benefit by using more 
electric appliances. She may 
come the suggestion of an electric 
time 
around and she has extra mouths to 
feed 

These people have confidence in 
If you don’t abuse that con- 
fidence by selling them the wrong 
goods, you will find they are your 
best customers. 


wel- 


broiler when harvest comes 


ye yu, 
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NEW home of Allied 
Electric Supply Co. is 
an interesting example 
of how the modern 
electrical wholesale 
house can be designed 
and equipped to back 
up a front line of hus- 
tling, energetic sales- 
men. The new building 
has a main entrance 
(bottom view) leading 
to the Lighting Fixture 
and Appliance Show- 
room and another en- 
trance on the other 
side of the building 
leading to the electric 
supply department (top 
view). There are facili- 
ties for shipping and 
receiving on both sides. 





ELECTRIC SUPPLY DEPARTMENT has 100 foot counter, sample boards, chairs 


catalogs and experienced salesmen always ready to give speedy, efficient service. 


Ample parking space is provided outside this side of the building. 





APPLIANCE AND LIGHTING fixture showrooms are 
inside the main entrance. Offices are also located in this sec- 
tion, Allied has found that attractive displays are a sales aid. 
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AMERA CLICKS 


at Pittsburgh 














FOR the fourth time in 28 years, A. Samuels, 
president of Allied Electric Supply Co., Pitts- 
burgh, Pa., has found it necessary to procure 
larger quarters in order for the firm to con- 
tinue to serve efficiently its evergrowing list of 
customers. The brand new building with 24,000 
square feet of space was carefully planned and 
is completely equipped to speed handling of 
the more than 40,000 different items, represent- 
ing the products of some 70 manufacturers, 
carried by Allied. Mr. Samuels founded the 
company in 1919 when the big market for the 
electrical wholesaler was the conversion from 
gas light to electric light. The new building 
faces on two streets and has two separate de- 
partments, one on each side of the building. 
Each department has its own sales rooms, ship- 
ping and receiving rooms. 
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LIGHTING showroom contains more than 500 electric outlets 
and has more than 300 fixtures on display. Every convenience is 
provided for Allied's dealer and contractor customers. 
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“Know-How” Builds Bigger Sales 
Lo Olid and New ( cutwacters 


Careful and complete analysis of job specifications leads to accurate 


estimating by the contractor and helps to keep his operation in the black 





——PART IV 





The contractor who does not know how to estimate a job accurately is easily spotted 
and needs the assistance of the wholesaler’s salesman. 


HEN talking to the 


trical contractor about vari- 


elec- 


ous phases of operating his 
business, you should always empha- 
size that the most important part 
of his whole job is a proper system 
ot estimating. 
It is that the requests for 
contract pri¢es from electrical con- 


true 


tractors have been much less than 


normal during the past few vears 


because the customer was in urgent 
need of having his work done and 
could not wait to have a complete 
layout of the work prepared, nor 
did he have the information so that 
the contractor could firm 
bid, resulting in the awarding ot 
the work on a 


offer a 
time and material 
basis. 

However, today you can tell con- 
tractors that this way of awarding 
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By Leo E. Mayer 


work is fast disappearing and there 
must be equipped, 
more, for preparing and submitting 
firm bids on specific jobs. 


fore he once 


In fact, the only way the contrac 
the demand for 
bids is to set up a complete system 


tor can meet firm 
of estimating and when once in- 
stalled, that procedure should be 
followed regardless of the size of 
the project. 

In starting this estimating system 
it is necessary for the contractor 
to make a complete review of all 
the work covered by the specifica 
which 
becomes a part of the estimate. In 


tions on a summary sheet 
this way he will be in a position to 
take up any part of the work with 
owners or others who award con- 
tracts and make such changes as 
they may require regardless of the 
fact that the estimate may or may 
not be completed when questions 
come up. Unless the estimate 1s 
prepared in such flexible form, it 
will be much more difficult to make 
changes in the bid. 

The other important reason for 
having a complete estimate is so that 
the contractor can turn over his esti 
mate sheets to the supervisor who 
should be in a position to start the 
without the help of the 
estimator. This will also be a time 
saver because then the estimator 
can spend his time on figuring more 
work. 

To prepare an estimate, the work 


project 


sheets should be written up in sec- 
tions setting up the different classes 
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that will keep the 


wiring in 


in a manner 


branch one group, the 
sub-feeds in one group, the main 
service in one group and a careful 
listing of lighting fixtures and other 
items that are not a part of the 
other group listings. In this manner 
each part of the job will be separat 
ed into the classes of work to be 
performed 

In my personal experience, covet 
have found the 


ing many years, | 


following system very satisfactory 


and easily followed 
SHEET +1 
On this page should be a 


plete detail of the job location with 


com 


the name of the owner, also the 


name of the architect or engineer 


or the general contractor as the 


case may be, and any other informa 
tion pertaining to job location 


\lso lis 


the difterent 


ted on this page would be 


kind of materials re 


quired, thereby providing a com 


plete record of what is in the spect 


t 


ncatwons 
his sheet should show the type 
of conduit, whether it is galvanized 


or enameled, heavy wall or. thin 


1 


wall, whether the boxes are gal 





TWO heads are better than one in estimating a job where 
accuracy is needed in drawing up specifications. 
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vanized or enameled, type of fit- 
tings, type and grade of wire and 
cable, whether panels are flush or 
surface mounting, whether branch 
fuse with or without branch switches 
or circuit breaker panels. The main 
service switchboard or panel should 
be detailed: 


ceptacles 


wall switches and re 


should) show type and 
grade; also, all fixtures should be 
listed and whether they are to be 
installed 


stems or 


mounted or on 
should 
how the main service is to enter the 


surface 


recessed. It show 


whether 


building, overhead or un- 
derground, and location. 
If the above job review is com 


plete and carefully prepared it will 


show all the information necessary 


to make a satisfactory installation. 


SHEET #2 


()n sheet number two should be 


listed all branch lighting material, 


itemized outlet boxes, conduit, wire, 
switches, receptacles, switch and re- 


ceptacle plates, whether they are to 


be plastic or metal finish brown or 


ivory, branch lighting panels and 


o.her material to make a complete 


lighting system 


SHEET #3 


number three the sub- 
should be 


()n_ sheet 
feeders listed consisting 
of conduit, wire, cable, sub-panels, 
and sundry items 


junction boxes 


required for installing sub-feeds. 
SHEET +4 


Sheet number four should list all 
the service 
conduit, 
cable size, and entrance connection, 


the material covering 


and indicating the size of 
also the main panel or switchboard 
with sundry material for final hook- 
up. 


SHEET +5 


Sheet number five should list all 
lighting fixtures and other types of 
material not shown on the other 
sheets consisting of special job re 
quirements, 

On sheets two to five inclusive 
which show the material require- 
ments also should be recorded the 
lengths or quantities of each kind 
of material so that the unit prices 
of material and the total cost of 
each item will be on the same line 
and the unit labor and total labor 
cost will always be together cov- 
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With today’s price changes, it would save time if the salesman 
asked his firm’s purchasing agent to figure cost of materials. 
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ering each style of material used. 
SHEET #6 
should be the 


recap of all the work sheets show- 
ing the totals of labor and material 


Page number six 


taken from each page in figures only 
and then the sum total of the entire 
job can be set up. 

Added to these, the following job 
costs that must be included in the 
figures are: insurance 
and 
damage 


covering 
liability ; 
employee 


compensation 
pre d| erty 
benefit 


public 
and 
insurance; social security 
and unemployment insurance; en- 
gineering expense and drawings, 
supervision, 


tools and the 


cartage, expendable 
allowance for other 
tools, inspection fees and travel ex- 
pense if any. 

This group of items represents 
the average job expense and should 
always be included in the estimate 
and then to all the above must be 
added the overhead and profit. 

Should it 


submit 


become necessary to 
there are 
no plans or specifications, the con- 
tractor should make a layout him- 
self as a 


estimates where 


safeguard against mis 


understandings; and in making up 
any bid he should always follow 
the same system of estimating re- 
gardless of the size of the job. 

t may appear that the system, 
as outlined, will work a hardship 
on the average electrical contractor 
but I can assure you that this plan 
of estimating will prove very valua- 
ble after he once gets the plan well 
organized and has followed it a few 
times. 

The accurate reading and inter- 
preting of a set of specifications is 
very important, because it is easy 
to make mistakes and overlook 
things or put items in the bid that 
were not called for in the specifica- 
tions. Such oversights may often 
mean the difference between getting 
or losing a piece of work. 

When I was in the contracting 
business, we had a job to figure for 
which we had received a complete 
set of plans and specifications pre- 
pared by a prominent architect. 
Wanting to get the job we went 
through the job requirements with 
a fine tooth comb and were making 
with our estimate 
when the estimator came to me and 


good progress 


said that there was semething in 























It is necessary to keep all estimating forms to facilitate the work involved in reaching 


the final bid and making it accurate. 
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the specifications he was not sure 


how to figure. That part of the 
specifications which puzzled him 
read as follows: “The contractor 
shall furnish Benjamin #205 


Rosettes on each lighting outlet to 
take a 200 Watt Reflector.” 

We awarded the contract 
without delay, but when our com- 
petition learned that we had _ the 
job some of them informed us that 
our price was too low and that we 
had better check the estimate over 
to see had 
take. 

It was true that our bid was lower 
by several hundreds of dollars, but 
we were not worried about the price 
because we were sure that we knew 
just what the specifications called 
tor. 


were 


where we made a mis- 


Obviously, when we figured the 
job we omitted the reflectors from 
our cost and we did not hear any- 
thing about the job requirements 
until our work was completed. At 
this time the architect phoned that 
our work was not completed be- 
we had not installed the re- 
flectors. 

We informed the architect that 
there were no reflectors required in 


cause 


the specifications and therefore we 
would not them. At the 
request of the architect we went to 
his office and checked the part of 
the specifications referring to retlec 


furnish 


tors and explained why we did not 
furnish them. They admitted that 
they had made a mistake and that 
they could not furnish 
Thus our careful reading of 
the specifications 


make us 
them. 
was responsible 
for us getting the job and enabled 
us to make our usual profit on it. 

This experience is just one of 
many we have had with errors in 
specifications and should prove how 
important it is to study each job 
and all the specifications andre 
quirements very carefully. 

You as a jobber salesman will 
gain a great deal if you will study 
all the needs and conditions which 
make up a contractor’s estimate and 
thereby place yourself in a position 
to help him to the fullest extent. 

Such assistance to your customer 
will help you build bigger sales and 
promote good will, and you should 
remember always, that a contractor 
who has a complete estimating sys- 
tem is always a good competitor and 
generally gets a good share of avail- 
able work. 
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In any fluorescent lighting installation there’s a tangible economy 
in CERTIFIED Starters. Lighting performance is better... main- 
tenance is simplified. 

CERTIFIED Starters are made to exacting specifications, then tested, 
checked and certified by famous Electrical Testing Laboratories, 


Inc. That assures more light, longer lamp life, longer starter life. 





Fleur-O-Lier fixtures are equipped with Certified 


Starters... extra assurance of dependable service. 
-—<——— Address inquiries to any of the following manufacturers of —--——-—-—————— 
Certified Starters 
The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 
Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 
General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 
Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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LIGHT—the most controllable factor in seeing—is an invalu- and installed to serve the basic merchandising functions of 
able and indispensable merchandising aid, but must be designed attraction, appraisal and atmosphere. All photos by G. E. 


Store Lighting Must Be Planned 


To Sett Merchandise Profitably 


By C. M. Cutler* 








Nay IGH TING .. . Well Planned — fronts and windows, with packaging 

“ee ft ...1S an ever-on-the-job competing in design for eve appeal ; 
NEGA salesman that moves Merchan- and store layout, fixtures, decora 
v dise...and does so profitably. tion and display facilities all condi 


Lighting, properly applied, is a tioned by the knowledge that “the 
dynamic sales force because “Seeing more your customers see, the more 
is the Biggest Thing in Selling.” It they buy.” 

- vis | is an accepted fact that most—in Lighting is the most controllable 
l:xcerpts from a_ talk lelivered by es 3 ; . Z : : 

C. M. Cather: Iluminating Encinees.G.! deed, about 87 per cent of our im- factor in seeing. Its influence is 
Lamp Department, Nela Park, Cleveland, pressions reach us through our unportant in many directions 


at the Modernized Store Lighting Clink T . . . 

_ the Modernized rs Pare. 5am eves. The emphasis today is on With light, the brightness of the 
of the First Store Modernization Show, J seg - : . ; ; 
New York visual merchandising — with store display may be made as high as 
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you choose in order to make it 
stand out from its surroundings. 
With the same amount of light all 
over the display, the contrasts are 
limited to the brightness of the 
lightest and darkest objects or sur- 
faces as white and black stripes on 
a card. If the white reflects 80 
percent and the black 2 percent, the 
range of contrast is 40 to 1. If 10 
times as much light is put on the 
white stripes, the range is increased 
10 times or 400 to 1. So light gives 
us greater rance of contrast. 

On the other hand, light may be 
applied to give dark objects bright 
ness equal to that of lighter ones. 
For example, dark gray reflects 20 
percent whereas the white reflects 
80 percent. If we put four times 
as much light on the gray, it will 
have the same brightness as_ the 
white. 

Yes, light is the most controllable 
factor in seeing—further, it may be 
directed to create soft shadow or 
sparkle or dramatic highlight. Col- 
ored light provides an additional 
dimension in contrast and appeal. 

To realize such lighting values 
fully in stores requires more than 
new lamps and novel lighting fix- 
tures. For real lighting moderni- 
zation you need an_ installation 
designed to serve the basic mer- 
chandising functions, which are: 

1. Attraction. To arrest the at- 
tention of passing traffic; leave an 
identifying impression; pull shop- 
pers into the store; make them no- 
tice more things; influence circula- 
tion, giving full sales value to the 
entire store area; accent featured 
items and thus achieve larger sales- 
per-customer. 

2. Appraisal. Yo allow customers 
to examine the merchandise with 
ease, to see quickly and accurately 
for faster buying decisions; to cre- 
ate conditions which allow faster, 
easier identification of stock, fewer 
errors by salespeople. 

3. Atmosphere. Yo help make the 
perimeter and entire space appear 
to the best advantage; to impart a 
pleasant, distinctive atmosphere so 
that the store will be remembered 
and customer preference established. 

Lighting specifically for these pur- 
poses means more. sales-per-cus- 
tomer, more sales-per-square foot of 
space, more sales-per-staff. member, 
per dollar of expense and invest 
ment—and, therefore, greater net 
profit. This is what happens when 
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LIGHTING in the store of the right kind and in the right quantity a'lows the 
customer to examine merchandise quickly, and promotes faster buying decisions. 


lighting is employed as a dynamic 
sales force, rather than as a general 
utility or merely as an item of oper- 
ating or janitor expense. Why 
should lighting be classed with such 
things as water supply when it is 
actually the factor that determines 
what your customers see, and to a 
considerable extent, what they buy ? 

Application. of light for these pur- 
poses involves not only illumination 
as such, but the creation of a pattern 
of significant steps of brightness 
and color—in ratios to control at- 
tention and introduce the change- 
of-pace and variety that is the basis 
of interesting atmosphere. 

Representative of modern practice 
for most stores, is the following 
scale of values as expressed in the 
1-3-5-10 formula which serves as a 
practical guide for planning modern 
sales lighting. 


Maintained Illumination 
STEPS in Footcandles 


1. 20 (15-30) 





Circulation areas, 
wide aisles, elevator 
lobbies, escalators, 
spaces not primarily 
for merchandising. 


3.. 50 (30-70) For merchandising 
areas, where goods 
are examined and 
purchased. 


5 .100 (70-150) For wall case and 
counter displays of 
impulse items. 


10. 200 (150 and up).For featured dis- 
plays to be given 
special emphasis. 


To describe the way in which 
lighting can be adapted to the needs 
of modern retail merchandising, 
let's consider brietly here Lowry's 
Store in La Grange, Illinois. The 
objective of the lighting plan for 
this store, as it should be for every 
store, is the most effective utiliza- 
tion of light as a merchandising 
force. Hence, not only was illumi- 
nation adequate in quantity and 
appropriate in quality required for 
accurate appraisal and quick-buying 
decisions, but an attention-compel- 
ling and stimulating brightness pat- 
tern had to be developed. 

One element of the foundation 
system is the diffused general light- 
ing produced by a continuous row 
of fluorescent luminaires. The av- 
erage illumination therefrom meas- 
ured about 25 footcandles at counter 
level. With this two other results 
are secured: (1) Light from the 
open sides of the luminaire adds 
desirable brightness of the side 
walls, (2) When this system is 
used alone, the light is so uniformly 
distributed as to result in a monot 
onous, uninteresting room appear- 
ance—a_ result typical of many 
exclusively general lighting systems 
even at higher illuminations. It’s 
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LIGHTING systems for store windows must be designed so that they can be adapted 
with a minimum of effort to displays that vary greatly in design and arrangement. 


the same kind of lifeless effect found 
outdoors on an overcast day 

The foundation  svstem 
(the incandescent system) produces 


other 


about 15 footcandles, average, with 
entirely different quality character- 
istics. A warmer color quality and 
the shadows, relief and highlights 
that produce modeling and interest, 
better revealing form and texture of 
goods and materials. 

Used jointly the two foundation 
lighting systems furnish about 40 
footeandles of a color quality favor 
able for examination of goods. To 
cool, diffused illumination is added 
the punch, snap, relief of directed 
light—more nearly the stimulating 
quality of a sunny day. 

But the foundation lighting, ap- 
pealing though it is, provides none 
of the 
brightness 


significant variations of 


necessary to catch the 


shopper’s eye and focus attention 
on featured merchandise. For this 
purpose here the higher steps of 
illumination are introduced with 


cases at 100 footcandles and up to 
200 or 


at the rear. 


more on the featured item 

The perimeter lighting unit is a 
simple shield for a continuous row 
of fluorescent lamps. It illuminates 
goods in the wall cases, makes the 
room more cheerful by reason of the 


brighter walls and ceiling edges and 
s ~ ; 


adds something to the illumination 


of vertical surfaces in the space 
generally. 

When foundation and supplemen 
tary well 


rounded lighting for selling results, 


systems are combined, 
making every part of the store and 
its appointments fully effective for 
moving the merchandise. Here the 
important steps “3-5-10" of the “‘1- 
3-5-10 Store Lighting Formula” are 
employed; since aisles are narrow 
circulation space, they do not come 
in for separate treatment. 

When open for business, the use 
of all interior lighting with its dis 
tinctive pattern reveals through the 
glass front not only the specific dis 
plays, but the whole atmosphere and 
individuality of the store. The abun 
dant illumination in the show win 


dows is available for minimizing 
daytime reflections. 

For outstanding display at the 
small windows 
are brilliantly lighted 


footcandles. 


sidewalk, the two 
to some 750 
In these about 13 kw. 
thirty-two 40-watt fluor 
escent lamps and seventy-three 150 
watt 


are used 
reflector louver 
more 40- 


watt fluorescent lamps transillumi- 


spots, above 


grid ceilings, and eight 


nating the background panels of cor 
rugated glass. The sign is lighted by 
four rows of cold cathode fluores 
cent tubing and the luminous soffit 
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element of fluted glass contains a 


dozen 40-watt fluorescent lamps. 
\fter store hours, the effect may be 
augmented by keeping on also the 
varied, colorful display elements of 
the lighting system. 

The bulk of foundation illumina 
tion will be provided most efficiently 
and comfortably by fluorescent 
lamps in arrangements of luminaires 
fitted to the 


In a narrow 


or lighting fixtures 


particular store store 


with high ceiling, these luminaires 


might consist of the simpler types 


with exposed lamps of moderate 


brightness, arranged lengthwise to 
from 
merchandise and provide good il 
lumination for vertical wall displays 


Hlowever, in 


present the least distraction 


most stores, higher 
brightnesses on the displayed stock 
with lighting for floor-and wall-case 
direct attention to merchandise. 

But in most cases, some re-direc 
tion of the light and some form of 
shielding—by reflectors, translucent 
shades or louvers are indicated for 
most effective utilization.of the light 
and for concentrating attention on 
merchandise instead of an obtrusive 
The 


patterns of 


lighting equipment. trend is 
lumi- 


naires, recessed in, mounted on, or 


towards lines or 
suspended close to the ceiling as the 
particular conditions indicate, with 
luminaires designed to be efficient 
and simple to clean and relamp. In 
many individual 
form the 


shops, suspended 


luminaires pattern and 
provide adequate quantities of sell 
ing light. In addition, feature dis 
plays can be accented with reflector 
lamps with 2% or 3 times as much 
light to give attraction value. 

rhe 


lighting 


entire ceiling may be the 
louverall 
installation. Fluorescent lamps above 


louvers 


system as in a 


can provide the general 
Hlumination with relatively low 
brightness on the louvers. Such a 


system may be increased in illumina- 
tion by adding more rows of fluores- 
cent lamps and _ still maintain the 
This is often a 
good solution when ceilings are clut 
tered with ducts, pipes, etc. Reflector 
lamps above can be aimed through 
louvers to accent wall displays. The 
louvers are arranged in sections to 


same appearance. 


provide access to lamps above. 
Fluorescent lamps have expanded 
In variety to satisfy their widening 
application in such general lighting 
as well as in display lighting. There 


is now a wide range in lengths, 
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shapes, tints and colors, and light 
output. Newest are the long, thin, 
lamps —longer, thinner,  instant- 
starting, with a range of brightness 
highly adaptable to modern stream- 
lined luminaires. hey have the 
highest efficiency of all fluorescent 
sources. One section in the new 
General Electric Institute at Nela 
Park, Cleveland, illustrates a high 
ceiling area, typical of a department 
store where difficult patterns and 
level of lighting may be demon- 
strated with several types of fluo- 
rescent lamps alone or combined 
with filament. 

Lighting equipment manufactur- 
ers are working to keep in step with 
the many new developments in light 
sources, developing luminaires that 
capitalize the particular properties 
of both fluorescent and filament 
lamps for real store lighting mod 
ernization. 

Louvered spotlights mounted in 
adjustable-angle gimbals may be 1n 
tegrated in the lines or patterns of 
fluorescent luminaires to form a 
highly functional ceiling system 
combining general and “punch” 1l 
lumination. 

Shelf-displays need special atten- 
tion for what they can contribute 
to a livelier, more interesting pe 
rimeter, as well as for easy visibility 
of detail. Here, various means for 
vertical lighting may be employed 
without glare. For example, the 
overhanging valance concealing a 
row of fluorescent lamps is em- 
ployed by many stores. 

With the smaller-diameter fluo- 
rescent lamp in a small reflector 
serving as the nose of the shelf, 
brightness for the merchandise is 
provided on the individual shelves. 
Illumination in glass-covered cases 
reduces the obscuring effect of re- 
flections in the glass and, in effect, 
brings the goods closer to the 
customer, 

Combining several lighting com- 
ponents in one display case, this 
hat bar illustrates functional applica- 
tion of light. 

General _ basic 
provided by fluorescent small diam- 
eter lamp in a reflector behind the 


illumination is 


valance. 

Attraction lighting comes from a 
a spotlight which directs attention 
to a particular hat. 

To facilitate Appraisal, another 
reflector is built in to light the top 
of the hat as the shopper tries it on 
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WHAT customers see and to an extent 
what they buy is determined by lighting. 
before the mirror. Since she con- 
centrates her appraisal first upon 
her face and judges the hat by its 
relation to her own looks, illumina- 
tion flattering to the complexion is 
directed to her face from a pris- 
matic glass panel. Supplementary 
light emanating from a_ circular 
lamp behind the mirror helps to 
make the experience of trying on 
hats both comfortable and pleasant. 

\ touch of pink at the right cre- 
Atmosphere of femininity. 
Show window or feature displays 


ates an 


occupy valuable space in a_ store 
and are designed to sell, by pre- 
senting merchandising ideas con- 
vincingly. The display artist con- 
stantly strives to create new, strik- 
ing, and distinctive displays. To do 
this, he needs to have at his com- 
mand a flexible lighting system, so 
responsive to his creative talents, 
that he can adapt it with a minimum 
of effort to displays that vary in 
design and arrangement. 

Lighting planned to move mer- 
chandise is demonstrated in the 
Specialty Shop at Nela Park. The 
basic general Appraisal illumina- 
tion may be set at any one of several 
steps from 30 to 120 footcandles 
from fluorescent sources, or at 35 
footcandles with filament lamps; or 
combinations may be made of the 
two. 

In the illustration, the area is 
lighted to 60 footcandles with fluor- 
escent. There is opportunity to 
judge the effect on store appearance 
of three luminaire positions: re- 
cessed in the ceiling, attached close 
to the ceiling, or suspended from it. 
The lamps may be exposed or 
shielded to 35° crosswise to study 


effect on level and distribution of 
illumination, on store appearance, 
and on relative attention to mer- 
chandise. 

Emphasis—Attraction — display 
lighting, is presented in a number 
of forms, at levels two to five times 
that of the general illumination ; and 
in the same or different colors. 
There is opportunity to compare 
fluorescent and filament lighting in 
the floor-and-wall cases. Supple- 
mentary downlighting from PAR- 
38 spots in the ceiling imparts 
sparkle to the costume jewelry in 
the shallow cases. One may ob- 
serve the effect of the factor of rela- 
tive position and of reflector form 
in achieving a desirable distribu- 
tion in the wardrobe case, and for 
making labels easier to read on 
stacked boxes and to see merchan- 
dise in drawers. A feature display 
lighted to several hundred footcan- 
dles from reflector lamps above il- 
lustrates how attention can be car- 
ried to the far side or to the end of 
a Store. 

Accents of brightness in form, 
value and arrangement all help to 
create the display pattern. Thought 
must be given to the creation of a 
satisfactory overall composition both 
as to pattern and color. Blue, gold, 
pink, daylight and 4500° white fluo- 
rescent lamps are housed in the 
wall-case tops. These give opportu- 
nity to control Atmosphere through 
a wide range of combinations. Soft 
white, gold and daylight may be 
combined or tried separately with 
respect to the natural wood walls 
and other appointments. Building 
up the brightness above the cases 
and at the end of the store, along 
with the bright vertical displays, 
illustrates the effect of perimeter 
lighting in creating a feeling of 
greater spaciousness and a stimulat- 
ing interior. In open-front stores, 
bright vertical areas assume a spe- 
cial importance in assuring an at- 
tractive ensemble and minimizing 
veiling reflections in the glass front. 

Many stores are using light profit- 
ably in these ways, finding that the 
ditference in overall cost of owning 
and operating between an_ inade- 
quate present system and_ really 
functional lighting for merchandis- 
ing, is quickly over-balanced by 
increased sales - per - customer, per 
salespers« mn, per-square foot of 


space to produce — substantially 


greater overall profits. 
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FANNING STRIP - a 





From one to twenty wires from the cable 
lead-in can be anchored to proper terminals 
and quickly soldered with this unit. Brass ter- 
minals are cadmium-plated and riveted on a 
heavy plastic mounting base. Length of strip 
is determined by the number of terminals 
used. Howard B. Jones Division, Cinch Mfg. 
Corp., 2460 W. George Street, Chicago 18, 
il. 
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ELECTRIC LANTERN— 





Of molded plastic this electric lantern is 
suspended on a metal base and has a range 
of 360 degrees of positive adjustment for 
light. It will pick up objects 500 to 800 
feet away and at the same time illuminate 
objects close by. Delta Electric Co., Marion, 
Ohio. 


ACOUSTICAL BOARC——__—____- 


An acoustical board for use with recessed- 
type fluorescent light troffers to form a 
low-cost suspended ceiling with high-sound- 
absorbing properties, is announced by 
Owens-Corning Fiberglas Corporation, To- 
ledo, Ohio. The new fiberglas board is sim- 
ply laid between continuous troffer rows and 
is designed for use in both new construction 
and in remodeling present interiors. Com- 
posed of specially processed glass fibers 
treated with a thermosetting resin, the 
board is available in sizes 25!/2 by 48 inches 
and 24 by 48 inches. Thickness is one inch. 
To provide attractive appearance and high 
light reflection, the board is beveled and 
cross-grooved to simulate tile, and is painted 
white at the factory. The light reflection 
coefficient is 0.75 to 0.80. The board is 


noncombustible. It will span 25 inches with- 
out sag and without cross support. Weight 
is 0.75 pounds per square foot. 
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HEATER BRICKS 


These heater bricks, for use in electric 
stoves, grills and hot plates, are available 
in four lustrous colors with all exposed sur- 
faces highly glazed. The finish makes it 
practically impossible for food, grease or 
dirt to adhere to the surface, thus pro- 
moting sanitation and adding measurably 
to the appearance of the appliance 
throughout its life. All corners are smoothly 
rounded. Grooves and nubs allow ample 
play for expansion and contraction of the 
heater coil. General Ceramics and Steatite 
Corporation, Keasbey, N. J. 
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POWER SHAFT - - 





A flexible shaft machine with '/ hp. ca- 
pacitor-type motor and armored casing pro- 
vides power for such uses as removing spot 
welds, general cleaning, sanding, and wire 
brushing of all metals. Design permits lift- 
ing motor assembly from the stand on which 
it is mounted. Aristo Power Tools, Inc., 601! 
West Washington Blvd., Chicago 6, Ill. 
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PLUG 





Inserting the wires of an electric cord in the 
base of this plug and using a coin to turn 
the slot in the top a quarter turn makes the 
required connections. In brown, black or 
ivory. White-Merrill-Jones Co., 403 W. Bal- 
timore St., Detroit 2, Mich. 
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BLOWER AND CLEANER. 


HOLUS INDUSTRIES fc 
SYCAMORE , tht 





This blower and cleaner can be used in 
cleaning many kinds of equipment such as 
motors and generators, ventilating equip- 
ment, stock bins, business machines, etc. 
Features: One horse-power sealed ball-bear- 
ing motor; streamlined design; baked enamel 
finish, two speed switch; 100 to 275 volts; 
heavy duty three conductor cord. It is guar- 
anteed for one year and is approved by the 
Underwriters’ Laboratories. Holub Industries, 
Inc., Sycamore, Ill. 
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INDUSTRIAL LOUDSPEAKER 








This industrial paging speaker is equipped 
with a reflex air column and built-in hermeti- 
cally sealed PM dynamic driver unit and 
has special features of construction and cor- 
rosion proof finishes to make it immune to 
moisture, salt spray, wind and vibration. It 
is designed for continuous duty on ship- 
board, docks, loading platforms, terminals, 
yards and industrial plants. It has a con- 
tinuous power capacity of 5 watts. The unit 
can be used in talk-back circuits and is 
suited for replacement of obsolete speakers 
in modernizing old sound systems. An ad- 
justable bracket simplifies mounting and 
orientation of the speaker. Additional char- 
acteristics: Impedance, 8 or 45 ohms; dis- 
persion angle, 120 degrees; frequency, 400- 
9000 cycles; diameter, 6 inches; height, 7 
inches; weight, 3!'/2 pounds. University 
Loudspeakers, Inc., 225 Varick St., New 
York 14, N. Y. 
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HEAT SEALER— 


A hand heat sealer designed for use with 
heat sealing films, foils and papers. Made 
of brown moulded plastic, the sealer weighs 
only 14 ounces and can be held in the palm 
of the hand. Automatic temperature control 
holds the heat at approximately 260 degrees 
while connected and requires 150 watts to 
operate. Sealing jaws are of cast aluminum 
covered with tough, heat-resisting, white 
plastic. The Dobeckmun Company, P. O. 
Box 6417, Cleveland |, Ohio. 
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SWITCHBOARD: 


Main service protection and sub-feeder 
units in one compact switchboard, for elec- 
trical distribution, with provisions for utility's 
meter, current transformers and test facili- 
ties. Totally enclosed in 30 inches by 90 
inches by 1I4 inches standard die-formed 
gusset welded 12 gauge stock enclosure. 
Standardized units may be either fusible 
type Vacu-Break switch unit or industrial 
type air circuit breaker unit, or combination, 
in 15—400 ampere sizes, quantity and am- 
perage of units determined by installations 
particular needs. Mullenback Electrical 
Manufacturing Co., 2300 East 27th Street, 
Los Angeles |, Calif. 
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VOLTAGE REGULATORS 


This line of voltage regulators are available 
in six standard models. They operate on a 
95-125 volt. a.c. source of 50 to 60 cycles 
and provide amperages of 5, 10 or 15 with 
output voltages of 6, 12 or 28 respectively. 
Regulation accuracy of one-half of one per- 
cent, maximum ripple voltage (rms) of one 
percent and recovery time of one-fifth of a 
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second are claimed. Control features of the 
line include an “on-off" switch, a voltage 
adjustment, a control circuit fuse and a pilot 
light. They are available for panel mounting 
or encased in a cabinet with a gray wrinkle 
finish. Sorensen & Company, 375 Fairfield 
Ave., Stamford, Conn, 
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CONTAINERS 





Sturdy metal cans with transparent lid in- 
serts of clear plastic are available in ten 
convenient sizes. These containers need no 
labels for the contents can be readily seen 
at a glance and have been primarily de- 
signed for the storage of small parts of all 
kinds. The Buckeye Stamping Company, 555 
Marion Road, Columbus 7, Ohio. 
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FM ANTENNA 





A dipole model with swivel mounting bracket 
for installation on flat or peaked roof or on 
the side of a building, this antenna has 
aluminum mast and elements for all-weather 
service. It can be used with all frequency 
modulation receiver sets using the 88 to 106 
megacycle band. Westinghouse Electric 


Corp., 306 Fourth Ave., Pittsburgh 30, Pa. 
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FLUORESCENT LAMP STARTERS - 





Fluorescent lamp starters are available in 
two types: Instant start for 15 and 20 watt 
lamps, and 30 and 40 watt lamps; and glow- 
type for 15 and 20 watt lamps, 30 and 40 
watt lamps, and 100 watt lamps. Under- 
writers’ Laboratories approved. Solar Elec- 
tric Corporation, Warren, Pa. 
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TREE HOLDER anita 


A rotating Christmas tree holder that re- 
volves three times a minute and has a built- 
in two-way outlet for the tree lights. Will 
carry a load up to 200 pounds and has a 
cast aluminum holder that is water-proof. 
Powered by a small a.c. motor enclosed in 
an all-steel housing. Steel base is 18 inches 
in diameter and the over-all height is 10 
inches; finished in green. General Die and 
Stamping Co., 262-272 Mott St., New York 
iz, &.. ¥. 
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ELECTRIC OVEN AND BROILER 





This thermostatically controlled portable elec- 
tric oven and broiler is designed in baked 
white enamel and chromium with gray acid- 
resisting inset pan and three-piece acid-re- 
sisting black enamel pan set. Its capacity is 
18 quarts liquid measure. It will roast meats 
and fowl up to and including a 20 pound 
turkey. The broiler in the lid operates on 
both alternating and direct current. Specifi- 
cations are as follows: Oven, 1320 watts; 
1500 watts: 110-120 volts, a. c. in 
oven and a.c. and d.c. in broiler. The roaster 
lid is self-basting and the broiler is self-clean- 
ing. Proctor Electric Company, Philadelphia, 
Pa. 


broiler, 
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FLUORESCENT DIFFUSERS 


Tulox fluorescent diffusers, installed merely 
by slipping them over fluorescent lamps, are 
available in yellow, orange, rose, green, red, 
blue and clear. The inner wall of the diffuser 
consists of longitudinal prisms, which diffuse 
the light, and spacer splines which support 
the tube on the lamp. The outer wall is 
smooth. All diameters and lengths of Tulox 
diffusers are available to fit standard T-5, 
T-6, T-8 and T-1I2 fluorescent lamps with no 
special fixtures or 
Tubes are shatterproof. 
Inc., Norwalk, Conn. 


attachments required. 
Extruded Plastics, 
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MOTOR CONTROL —— 





nee 


Magnetic cross-the-line motor control avail- 
able in three sizes: 3, 5 and 7!/2 hp. for 230 
volt service to handle all single phase farm 
applications. The 3 and 5 hp. sizes have 
dual voltage coils and will handle a I'/2 
and a 3 hp. motor respectively when con- 
nected for 115 volt service. Solderless con- 
nectors will handle up to #4 stranded cop- 
per wire. Remote control is possible with 
a separately mounted pushbutton or snap 
switch. Westinghouse Electric Corp., P. O. 
Box 868, Pittsburgh 30, Pa. 
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REMOTE CONTROL UNIT _ —— 





A remote control unit designed to control 
lights, small motors, etc., 
any number of remote points. It 
structed with enclosure of 
heavy gauge rustproof metal with straps for 
pole or wall mounting in outdoor use. Dead 
front type with removable interior and sol- 
derless lugs on the terminal strip to sim- 
plify wiring. Box equipped with conduit hub 
in top and two !/2 inch knockouts in bottom. 
Model made for indoor use has two !/2 inch 
knockouts in top and two in bottom instead 
of hub. Midwest Electric Products Co., Man- 
kato, Minnesota. 
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machines, from 
is con- 


weatherproof 





IVORY ond BROWN 


AN ALITY a TOGGLE SWITCH Hou 
EQUIPMENT , _ 


designed for 
easier wiring 
quicker installation 


Sy 
hw 
E “3 


—S 


IVORY ond BROWN & © Pees = IVORY ond BROWN 
“T” Slot 3. i] Parallel Slot 


DUPLEX OUTLET Witter pes) DUPLEX OUTLET 


No.132 10A-250V 15A-125V 
LIST PRICES: No.112 10A-250V 15A-125V 


Brown, $340 per 1,000 LIST PRICES: 

Ivory, $380 per 1,000 Brown, $300 per 1,000 

(Shipping weight approx. Ivory, $340 per 1,000 
170 Ibs. per 1,000) 


Strong, heavy molded plastic 
Double-sided contacts with secure grip ORDERS 
Wide plaster ears permit easy alignment SHIPPED 


Large, well recessed terminal screws IMMEDIATELY 
amply large for No. 10 wire WRITE FOR 
Guiding grooves on outlets for easy plug insertion SAMPLES AND 


. : PRICE LI . TS 
Triple tested — during assembly, on U.L. We: sopeiecil 


approved equipment, and before packing pretteatorsaay 
Guaranteed 


112-AP 


ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street ¢ Phone TRinity 0851 © Los Angeles 12, California 





Address all correspondence to P.O. Box 2135, Terminal Annex, los Angeles 54, California 
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. IVORY and BROWN 


FLUSH PLATES 


FOR EVERY NEED! 





























No. 140 


First quality heavy plastic — will 
not warp. 

Engineered to prevent 
when installing. 


a) 


‘splits 


Each plate packaged in an indi- 
vidual envelope complete with 
METAL screws. 


One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 

LIST PRICES PER 1,000: 


Singles: Brown $ 84; Ivory $100 
Doubles: Brown $168; Ivory $200 
Triples: Brown $252; Ivory $300 


112-AP 
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FLUORESCENT DESK LAMP . — 





This fluorescent desk lamp is streamlined in 
design and has a handy removable recep- 
tacle which can be used as an ashtray or 
utility tray for clips, rubber bands, etc. The 
shade is 19 inches by 3 inches by 13/4 inches. 
Over-all height is 12'/, inches. Base measures 
7% inches by 2 inches. The lamp is finished 
in electroplated statuary bronze and satin 
chrome. It is wired with a turn-button switch 
in the base and comes complete with 10 feet 
of rubber covered cord and unbreakable 
plug. Faries Manufacturing Co., Decatur, 
Illinois. 
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ELECTRIC GRILL 


A compact, lightweight electric stove with 
two six-inch burners, each with reciprocating 
rotary switches that give selection of three 
heats depending upon cooking temperature 
required. Black enamel finish. National 
Stamping and Electric Works, Chicago, Illi- 
nois, a subsidiary of Eureka Williams Corp. 
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ELECTRIC DRILL-— 


A portable electric drill that has a pistol 
grip handle with trigger switch control and 
air-cooled Universal a.c. or d.c. motor. 
Other features include: lightweight stator 





















tubing; 
screw on drill chuck; oil retaining bronze 
bearing and 6 foot heavy-duty flexible rub- 


housing of seamless aluminum 


ber-covered cord and plug. Specifications: 
1700 r.p.m. no-load speed; 900 r.p.m. full- 
load speed; capacity, '/4 inch drill in mild 
steel or hard wood; over-all length, II 
inches; body diameter, 2!/, inches. Portable 
Electric Tools, Inc., 255-59 West 79th St., 
Chicago 20, Ill. 
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SOLDERING IRON ATTACHMENT — —- 


Clamped on to any standard electric solder- 
ing iron, this solder feeding attachment 
feeds solder at the touch of the finger-tip. 
Solder in short lengths, in small coils, or 
fed from a spool as large as 25 pounds 
can be handled by the attachment. It takes 
the solder from 1/16 inch to 3/16 inches in 
diameter, and feeds up to 3/16 inches per 
stroke. Screw adjustment of the stainless 
steel nozzle guides solder exactly where 
needed. Nelpin Manufacturing Company, 
45-17 Davis St., Long Island City |, N. Y. 
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ELECTRIC GRINDER 


A portable electric bench grinder weighing 
only 7!/2 pounds complete has a light, one- 
piece cast aluminum case which houses 
motor, shaft and bearings and provides in- 
tegral wheel guards and tool rests. Specifi- 
cations: speed 3400 r.p.m.; rating, 1/15 hp. 
intermittent duty; motor shaded pole a.c.; 
grinding wheels 4!/2 inches by % inches by 
3% inches; voltage [10-120 a.c.; length 8 
inches, height 6 inches. Speedway Manu- 
facturing Co., Cicero, Ill. 





That is what little Willie said he was learning at school. Mother 
didn’t understand, so Willie explained: 


“You see, mother, 2 goesinta 4 two times, 5 goesinta 20 four times 
and 6 goesinta 42 seven times.” 


We have “goesinta’” problems here at Steel City, too, but they 
are not as simple as Willie's, because the ‘‘goesinta’’ numbers are 
usually larger than the numbers they are supposed to “gointa.” 


For instance: Orders for switch and outlet boxes received in one 
day often total more than a week's production, and it takes a lot of 
headachy figuring to reduce those totals to ““goesinta” figures. 


However, our customers have given us an “A” on every problem 
of this kind that we have worked. 


Typical of the hundreds of “A’s” we have received, is this 
excerpt from a Wholesaler’s letter: 


“. .. While we feel that no one is getting all the boxes 
they need, it does create a friendly feeling when we go 
into our receiving department every so often and see a 
small shipment of boxes from Steel City. While the quanti- 
ties are small, it is very apparent that the intentions of 
your company are the best, and as materials come off the 
lines, you are dividing them with your distributors to the 
best of your ability. 


“We wish to thank you for your fine cooperation, and 
we feel sure that other distributors as well as us will re- 
member for a long time to come, the efforts you are 
putting forth to supply the demand.” 





It is good to know that our “goesinta” figuring is 
HOLDING the friends who recommerd the products 

















STEEL CITY ELECTRIC COMPANY 


1207 COLUMBUS AVENUE, PITTSBURGH (12), PENNA. 
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INTERCOMMUNICATION SYSTEM—_— 





A "two-station” intercommunication system 
designed with amplifier and speaker in 
separate units to permit off-the-desk loca- 
tion of the amplifier at any out-of-the-way 
point and reducing speaker station size to 
a minimum. Speaker stations are newly 
styled and housed in streamlined black 
plastic cabinets with satin-chrome speaker 
grills. The system consists of two speaker 
stations, separate amplifier and 100 feet of 
interconnecting wire. It is easily installed 
and plugs into any 1|10-volt a.c. or duc. 
outlet. Additional stations up to five can 
be connected to the amplifier. Radio Cor- 
poration of America, Victor Division, Cam- 
den, New Jersey. 
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TIMER 





A compact industrial reset timer for con 
trol of electrical circuits starts at the touch 
of a button and resets automatically wher 
the time cycle is complete. It Is designed 
to be installed on a panel and comes jn 
time cycle ranges of 1§, 30, and 40 secends 
5, 15 and 30 minutes, With internal part: 
of brass or cadmium plated steel and ex 
ternal parts of polished chrome plate, the 


| timer weighs approximately one pound anc 


measures 3x3x2!/2 inches. American Tim: 


| Corp., Springfield |, Mass. 
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NewsN otesHromN AD W.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 








“MR. ELECTRICAL WHOLESALER” 
PERFORMS TWO NEW JOBS 


N.E.W.A.’s) graphic chart of 
“Mr. \Vholesaler,” por- 


traying pictorially the indispensable 


lectrical 


services the electrical wholesaler 
renders his suppliers and his cus- 
tomers, has been put to two new 
uses by members recently 

In one case this chart forms the 
inside front cover illustration in a 
new general catalog being published 
by a member. 

Another member is arranging to 
use the chart as a feature illustration 
in special sales promotion releases 
he is preparing for publication. 

We feel that “Mr. Electrical 
Wholesaler” will bring additional 
credit to himself and his new em 
ployers on both of his new jobs. 

The more of these jobs he does, 
the better the industry will be. Can 
anyone suggest more Jobs for him? 
a 


PFMA AD FEATURES N.E.W.A. 
FAN AND VENTILATING COMMITTEE 
“How National Electrical Whole 
salers Association Feels About Cer 
tified Ratings’ is the theme of an 
advertisement to appear next month 
in a number of electrical trade 
papers. This is one of a series of 
advertisements being sponsored by 
the Propeiler Fan Manufacturers 
\ssociation, 


N.E.W.A.’s 


ratings are 


certified 
given through the ex- 


views on 


pressions of the Fan and Ventilating 
Committee, J. P. Hamblen, chair 
man. The committee has endeavored 
for some time to promote the pub- 
lic’s reliance upon certification as a 
guide in selecting fans of depend- 


able quality and performance. On 
that account it welcomed the invi- 
tation of the PIMA to cooperate in 
that Association’s current publicity 
campaign on certified ratings. 


PERSONNEL AND LABOR RELATIONS 
COM. HOLDS FIRST MEETING 


rhe first meeting of the Person 
nel and Labor Relations Committee 
of N.E.W.A. was held last month 
with Chairman Tom Joyce, Ray 
mond Rosen Company, Philadelphia, 
presiding. 

Considerable progress was made 
at this meeting in organizing the 
committee’s sizeable task. The na 
ture of the work is such as to re 
quire meetings of the committee 
from time to time to correlate its 
efforts before publication of its re 
ports. Suggestions for improving 
employer-employee relations and re- 
ports on union contracts are among 
the principal subjects to which the 
committee's attention will be given 

Chairman Joyce emphasized the 
great value to every employer in a 
relations pro 


praciical personnel 


gram. The members of the com- 
mittee, each of whom is personally 
familiar with such programs from 
his own experiences, concurred in 
that view. 

It was the unanimous view that 
this activity can, and probably will 
prove to be, the most important ever 
undertaken by the Association from 
the standpoint of direct, practical 
benefit to members and their em 
ployees—and the industry as a 
whole. 


Managing Director Pyle was espe- 
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cially enthusiastic about the commit- 
tee’s potentialities. He stated the 
membership needed this service and 
that N.E.W.A. was. the 


means through which to supply it. 


logical 


N.E.W.A. AREA MEETINGS FOR 
FLORIDA AND TENNESSEE MEMBERS 

our more area meetings are be- 
ing arranged for N.E.W.A. mem- 
bers in areas of Tampa, Ila.; and 
Memphis, Nashville and Knoxville, 
Tennessee 

The Tampa meeting will be held 
on February 27 with Managing Di 
Pyle and Secretary 


rector Byers 


representing headquarters. Mr. 
Byers will conduct the meetings in 
the three Tennessee cities. 

The same type of program will be 
followed at each of these meetings as 
was so successfully carried out in 
the series of 20 area meetings of 


N.E.W.A. members last fall. 


N.E.W.A. SALES BOOSTERS 

Definite progress is being made 
with the N.E.W-.A. Sales Booster 
program. 
porting 


Many members are re- 
encouraging results from 
their salesmen’s use of these care- 
fully prepared selling aids. 

“Motor Control” and ‘Demon 
strate to Sell” are the latest topics 
to be covered. In each of these 
fields there is a real need to stimu- 
late the wholesalers’ salesmen to take 
advantage of the opportunities open 
to aggressive and informed sales- 
men. ‘These boosters go far in sup- 
plying that enthusiasm and stimulus. 
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ELECTRIC HEAT AT ITS FINEST... 


Kadia WALL INSERT 
lectriic Heaters 





a 
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Auxiliary heat for as low as I¢ per 
half hour. 


The many outstanding features offered by Radia 
Heaters make them the choice of contractors, 
owners and tenants alike. Of highest quality con- 
struction, they afford years of trouble-free service 
and unsurpassed performance produce no 
fumes and eliminate the hazards of an open flame 
. . . are easy to install, inexpensive to operate, 
distinctively designed and attractively finished. 

These modern units provide clean, safe heat 
when and where it’s needed . . . instantly flood 
any room with extra comforting warmth. For 
example, a Radia Heater raises the temperature 
of the average bathroom from ten to fifteen de- 
grees in only a few minutes time. 

The economy of Radia Wall Heaters is of spe- 
cial interest. Their reasonable price permits in- 
stallation in even the most modest priced homes. 
On the average, they cost only about 2c per hour 
to operate—often result in savings up to 15% on 
operation of the main heating plant. 

All Radia Wall Heaters are precision built of 
the finest materials. Frames and _ removable 
guards are cast iron or steel, finished in porce- 
lain enamel or chromium. All heating compart- 
ments are chromium plated, have built-in switches 
and Globar Heating Elements. 


SERIES 1300, Porcelain Finish. 
a three-way contro! to give low, 
and high heat. 
all weather. 
3,000 watt sizes. 


® Odorless 
® Clean— Safe 
® Economical 





Features 
medium 
insures ample warmth in 
In white or colors; 2,000 and 
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SERIES 1100, Chromium 
Only. Desirable for small 
wall space Has stamped 
steel face plate. 600, 1,000 
watts 
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SERIES 1000, Porcelain Finish. 
Has cast iron frame, removable 
guard In white or colors. 660, 
1,000, 1,500 watts. 








SHEPLER Electric Ventilating FANS 


Durable, economical to operate, easy to install and attractive in 
design, Shepler Fans are a modern home necessity. They are avail- 
requirement. All 
models are equipped with a Redmond 48 watt motor, have a !0"' 
(froe air delivery) 
10-C Wall 


able in types and capacities to meet every 
fan blade and are rated at 650 C. F. M. 
Weathertight seal prevents back drafts. 
Type is illustrated. 


Mode! No. 





Approved by Underwriters’ Laboratories. 


Write Dept. A-1 today for literature and complete details! f| 








Speed Control. 
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1312-14 SHEFFIELD STREET « 
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It pays to feature the complete SHEPLER line! 
e Radia Wall and Portable Heaters @ Shepler Wall, Ceiling, Door 
h Operated and Chimney Ventilating Fans @ Model "'S" 


Switch and 


PA. 


PITTSBURGH 12, 
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(Continued from page 61) 


reported J. Clark Chamberlain, secretary- 
manager of the bureau, in characterizing 
the attitude of the persons who flocked 
to the show. Admitting the impossibility 
of estimating the total amount of busi- 
ness produced by the show, Mr. Cham- 
berlain stated that “it could not run less 
than a million dollars in orders and de- 
liveries made in December alone.” 

Heading the committee responsible for 
the show was O. G. Thompson, president 
of the bureau and manager of the 
GESCO San Diego branch. The com- 
mittee included: Bob Redfield, manager 
of the Graybar Electric Company’s San 
Diego branch; Archie Marsden; E. W 
Meise; and Gene Cramer. 


NEMA Members Urged To 
Cooperate In New Census 

NEW YORK—W. C. 
dent of the National 
turers Association, recently called upon 


Johnson, presi- 
Electric Manufac- 


the electrical manufacturing industry to 
meet promptly and accurately all the re- 
quirements of the 1947 Census of Manu- 
factures, which was initiated last month 

The electrical manufacturing industry, 
as well as other industries, Mr. Johnson 
pointed out, has an important stake in 
this new census—the first one undertaken 
1939. He directed the attention of 
all members of the industry to a recent 
entitled the New 
Manufactures, prepared and 


since 


statement, You and 
Census of 
distributed by the Chamber of Commerce 
of the United States. 

The 1947 Census of Manufactures, ac 
the 


for 


Commerce 
in eight 


Chamber of 
the first 
years will provide manufacturers, adver 


cording to 
statement, time 
tisers, marketing organizations, trade as 


sociations, and chambers of commerce 
with an up-to-date body of detailed infor- 
mation on which to base intelligent busi- 
ness planning. How soon this information 
will become available and how accurate 
it will be depends entirely upon industry 
itself and its response to this inquiry, the 
statement pointed out. 

First taken in 1810 by the federal gov- 
ernment, the Census of Manufactures has 
taken at 
During the present century, the frequency 


since been varying intervals 
has been at least every five years, and for 
a considerable period it was taken every 
The gap of 


years in the data is the longest in recent 


two years. present eight 


history. 
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THAT’S the 
Trophy that the Fife Electrical Sup- 
ply Company bowling team is looking 

The team won the trophy at the 


World Championship 


at. 

1939 A.B.C. Tournament and every 
member of the 1948 team is hoping to 
win another this year when the tour- 
nament is held in their home city, De- 
troit. Reading from right to left, the 
bowlers are: Charles Kotarski, Charlie 
Davison, Eddie Lubanshi, Bobby Briar- 
ton and Sylvester Thiel. 








Great Strides Predicted 
For Television This Year 


“The television industry, favored by 
the American competitive system of pri- 
vate leads 
the world in every phase of its develop- 
ment,” Brig. David Sarnoff, 


president and chairman of the board of 


initiative and free enterprise, 
General 
the Radio Corporation of America, de- 
clared recently. 

“So strong will be television’s impact 
as a major economic and social force in 
1948 that I believe it will make this new 
year one of the greatest in the history of 
radio, as a science, an art and an indus- 
try,” General Sarnoff said. 


He pointed out that the following fac- 
tors create a promising outlook: An in- 
creasing number of television stations 


throughout the country ; 
audience ; 


a vastly enlarged 
the establishment of cable and 
radio relay facilities linking stations into 
inter-city networks; the general improve- 
ment of programs; 
support; 
General 


increased advertising 
vigorous competition. 

Sarnoff that the 
number of television stations now on the 
air with 


estimated 
regular programs will increase 
in 1948 from eighteen to 
50 stations. 

3etween 150,000 and 175,000 television 
receivers are in use,” he said. “By the 
end of 1948, a total of approximately 
750,000 is foreseen, and it may 
1,000,000. By that time, it is estimated 
that the New York area will have 400,000 
sets; figuring six 


approximately 


reach 


viewers to each re- 
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UL) Approved 


JACKETED CORDS IN COLOR 
another PWC first 





Such appliances as vacuum cleaners, 
food mixers, office machines and floor 
polishers may now have the salesappeal 
of jacketed c -ords gleaming in matching 
or harmonizing colors... thanks to 
PWC engineering and veseeedls. 


PWC light, medium and heavy duty 
(SVT, SJT and ST) flexible cords are 
here with sheaths of gray, ivory, brown, 
red, green, blue, and other shades, as 
well as black . and theyre UL 
approve -d. Thus, ail r first for PWC, 
world’s largest exclusive manufacturer 
of plastic insulate d wire and cable, 
el manufacturers using even 600 
volt No. 10 AWG four-conductor cords 


(larger on special order) to join the 











PWC 


PLASTIC WIRE 
& CABLE CORP. | —= 


406 East Main St. 
Jewett City 
Connecticut 











WHOLESALING 







ete 


THERMOSTAT WIRE 










hosts of PWC lampcord buyers giving 
produc ts the final eye- appealing t toue h 
of color. 


These colorful new cords have the same 
phenomenal electrical and mechanical 
properties as PWC _ black-sheathed 
cords. Their resistance to age keeps 
them resiliently good-as-new practic lhe 
forever. Add to that: extreme fle xi bility, 
high moisture and abrasion resistance, 
immunity to vegetable, mineral and 
lubricating oils as well as acids, alkalis 
and other chemicals. And they won't 
support combustion. 

May we talk PWC performance on 
these or other wires or cables in terms 
of your specific needs? 





BUILDING WIRE 


POWER CABLES 


HEAVY DUTY FLEXIBLE CORDS 
PARALLEL LAMP comps 


” Sean WIRE 


WELDING ances 


CORD SETS 
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ceiver, the New York audience will be 
about 2,400,000. 
“Based upon the progress to date, with- 
urn oO in a year television measured in consumer 


prices will approach the status of a 
$500,000,000-a-year industry, and it will 
grow in size with the years. For the first 


For Smart Ways 
Out of 
Tough Spots 


two years of commercial television, 1947 
and 1948, it is estimated that the Amer- 






ican public will spend approximately four 
times as much for television receivers as 
it did for broadcasting receivers during 
the first two years of sound broadcasting, 
1921 and 1922.” 

General Sarnoff foresees opportunities 
for television to extend into many fields 
aside from the home—for example, thea- 
ter television, industrial television, de- 
partment store television, and educational 
television. 





The KNIGHT Stud 
attached to Bar Hanger 


Shefler Adds To Staff, 


Moves To Larger Quarters 


PHOENIX—H. George Shefler, man- 

The KNIGHT ufacturers’ representative in Arizona, 
New Mexico, southern Nevada and west 

B k St d ern Texas, recently announced the addi- 

ar anger u tion of Herbert S. Kahn to his. staff. 

Mr. Kahn, a former air force captain 


in charge of communications, will spe- 


Another KNIGHT Time Saver! cialize in contacts from the jobber out 
s 


to the dealer and consumer. 

This unique Knight development saves man- Mr. Shefler also announced that he 
hours on the job. Electricians, builders and has moved to larger quarters at 240 
contractors find this new Knight development TO FER Ae, es ore. Fae 
pays off in money-saving results. Supplied as- 
sembled to the bar, the Knight One-Piece Stud 
permits attaching of box without removing stud 
from bar. A center set screw, already in place 
in the Knight Bar Hanger Stud, can be tightened 
to bar at any desired point. Box is held firmly 
to stud which will not turn or loosen. This adds 
up to sound, trouble-free box installations. 


new office and warehouse is in the whole 


sale district near the trade 





Other outstanding Knight products are: CONCRETE OUTLET 
BOXES, HUNG CEILING BOXES, VERTICAL AND HORIZONTAL 
I-BEAM CLAMPS with Box or Pipe Supports, STEEL DOOR 
BUCK BOX SUPPORTS, SQUARE AND OCTAGON BOXES, THIN WALL 
PARTITION BOXES, GANG BOXES, BAR 
HANGERS, ETC 


Attention Wholesalers, Jobbers, Con- 
tractors: Write to us on your letterhead 
for New Catalog and reduced price list. 


More than 40 YEARS of Service A DOUBLE PURPOSE is served by 
to the Electrical Trades this entrance to the recently-modern- 
PE AERP. ized Chicago sales offices of the Pitts- 


burgh Reflector Co. Combining the 
i? LEC TR | A L ob ~ oO D U Cc TS Cc oO « P. functions of a doorway and a show 
window, the visual glass front affords 
1361 Atlantic Ave., Brooklyn 16, N. 7. | @ full view of a variety of the firm's 
incandescent and fluorescent equtp- 
ment in operation. 
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Four New Appointments 
Announced By WESCO 


NEW YORK The Westinghouse 
Electric Supply Co., with headquarters in 
this city, recently announced the follow- 
ing four appointments : 

Gerald M. Scalone was named east 
central district stores manager, operating 





F. G. Johnston 


T. O. Flynn 


out of Pittsburgh. Mr. Scalone was for- 
merly assistant to John Kaske, WESCO’s 
general stores manager. 

Succeeding Mr. Scalone as assistant to 
the general stores manager, with head- 
quarters in this city, is T. O. Flynn. Pre- 
viously, Mr. Flynn was northern Calif. 
district stores manager. 

Earle G. Alexander has been appointed 
northern Calif. district stores manager. 
He succeeds Mr. Flynn. Prior to this ap- 


pointment, Mr. Alexander was WESCO’s | 


northern Calif. district supervisor at San 
Francisco. 

Appointed as branch manager of the 
Duluth, Minn., house was F. G. Johnston. 
Succeeding O. A. Bruneau, who has been 
assigned special sales work at Duluth, 
Mr. Johnston was formerly zone appliance 
sales manager, operating out of Duluth. 


Peak Electricity Demands 
Met By Power Industry 


NEW YORK—This_ winter’s peak 
power demands—the greatest in history 

were successfully met by the electric 
light and power industry, the Edison 
Electric Institute recently reported. 

An aggregate nationwide demand of 
approximately 49% million kilowatts was 


carried by the electric industry with a | 
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KNIFE- 
BLADE 
250 VOLTS 
600 VOLTS 
70 t0 600 AMPS. 





FERRULE 
250 VOLTS 
600 VOLTS 
3 to 60 AMPS. 





Wide Double Contact Surfaces — 
Spring Tension Locking of Links 
WARE HI-LAG Fuses provide 


extra wide contact surfaces on both 
sides of links and stronger connec- 
tions. Link connections are held 
firm and tight at all times by large 
arched spring steel washers and 
heavy studded bolt, which locks the 
links into the circuit. 


Expansion and contraction of 
metals during Off and On periods 
compress links. This fluctuation 
causes loose contacts and oxidiza- 
tion in other fuses, which finally 
result in excessive heating and un- 
necessary blows. WARE HI-LAG 
construction keeps contacts per- 
manently tight, thus insuring low 
resistance and longer fuse life. 


WARE HI-LAG has many exclu- 
sive features in addition to the above; 
including the Link Design-Double 
Bridge Knife-Blade Assembly-Gas 
Vents and Simplified Construction, 
only 3 Parts. That is why it is known 
as the World’s Best and Coolest 
Operating Fuse made. 


We manufacture all of our own parts 
and are making prompt deliveries. 


APPROVED BY UNDERWRITERS’ LABORATORIES 


Write for Fuse Booklet No. 4420 
giving all features, sizes and details. 


AY TANR E. Brothews 445 W.LAKE $7. CHICACC 
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HERE’S HOW TO 


SELL MORE WIRE... 


ROYAL _— APPLIANCES DESERVE THE GEST WIRE | 















NEW ALL-STEEL 
DISPLAY RACK 





DEAL INCLUDES 
1250 FEET 
UL APPROVED WIRE , 





TYPES OF WIRE TO 
SERVE ALL NEEDS 4 





A COMPLETE WIRE 
DEPARTMENT 
IN ONLY 
2 FEET OF COUNTER SPACE 


| 


GET BEHIND THE NEW ROYAL WIRE DEAL 


Put ROYAL quality WIRE right out where the customers can see it... 
with this new, modern, all-steel display rack! No more juggling with 
loose spools. It’s a valuable permanent store fixture that will sell 


more wire with less sales effort. Write for complete details! 


THROUGH YOUR 
WHOLESALER 


WIRE + CORD SETS 
CARTRIDGE and PLUG FUSES * FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 
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5 percent margin of reserve capability. 
This compares with a margin of 12 per- 
cent in 1946 and 21 percent in 1944. The 
Institute stated that the rate of install- 
ing new capacity, however, has already 
overtaken the growth of power consump- 
tion and an 8 percent reserve margin is 
1948. 

Reports covering some 50 million kilo- 
the total of 
million kilowatts showed that at the time 
of peak demand only a handful out of 


estimated for December, 


watts out of 52.3 


national 


37 million customers, by voluntary agree 
had their service 
shifted to offpeak hours. 

A year-end check with equipment man- 
ufacturers by the EEI showed orders for 
17 kilowatts of generating ca- 
pacity to be delivered in the next four 
There 800,000 kilowatts of 
generating capacity delivered late in 1947 
but not in operation 


ment, interrupted or 


million 
years. were 
at the year’s end. 


favorable 
margin of reserves practically everywhere 


The industry expects a more 


in the country by early 1949 and normal 


reserves by the end of 1951 


Edward F. Hale Company 
Adds To Sales Staff 
SAN FRANCISCO 


the staff the 
an electrical wholesaling 


Two additions to 
Edward F. Hale 


establish- 


sales of 
Ce, 
ment in this city, have been announced 
Dick Moulthrop has been 


pointed to cover the north coast territory 


recently ap- 
from Solano to the Oregon border. A. C 
White the 


Sacramento north 


will handle inland area from 








MEMBERS of the electrical industry 
in the Pacific Northwest attended a 
recent party given by Gilbert Broth- 
ers, Inc., electrical wholesaling firm in 
the Portland, Ore., area, under the 
auspices of Globe Lighting Products, 
Inc. Among those present were (left 
to right): Joe Grossman, manager of 
lighting fixture division, Gilbert 
Brothers, Inc.; L. Jerry Collins, chair- 
man of Oregon Chapter, I. E. S.; and 
Murray Rosenbloom, West Coast man- 
ager of Globe Lighting Products, Inc. 
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THE WIRE AND CABLE depart- 
ment of the United States Rubber Co. 
recently appointed Frederick P. Com- 
bier as manager of branch sales. 
Widely known in the electrical indus- 
try, Mr. Combier has served as vice 
president and sa'es manager of the 
Fibre Conduit Co., the Hunter Doug- 
las Corp., the Circle F Mfg. Co., and 
the Robeson-Rochester Corp. 





1947 Set Output Breaks | 
All Records, RMA Reports | 


WASHINGTON—Production of tele- 
vision and radio receivers, including FM, 


broke all industry records in 1947, the | ae i ? (Cat. 2275-4) 
A! 
Ivory Bakelite—660W -250V. For 31%4 


for installa- 


' (Cat. 275-3) and 4” 


Radio Manufacturers Association — re ermits safety margin 


ported recently. ce Meal round boxes. Extra Var oversiading head screws will a hte alee. 

A year-end tabulation showed a total of i . Light weight; asym percelain. Minimum ee oa 
of 17,695,677 sets produced by RMA- q Not subject to mechanicn Hed for quick mounting. Listed and App 
member compaaies in 1947. Preliminary be tr nade Laboratories, Inc 


estimates indicated that total production 
by all radio set manufacturers may exceed 
18,500,000 compared with 15,000,000 in 
1946—the previous industry record. 
Television sets produced during 1947 Housing programs, both private and government, are assuming 
numbered 178,571 against 6,476 manu- . “hae . . 
acetal ts 1008 Se WMA cect, A the immense proportions long predicted and vitally needed. 
total of 1,175,104 FM-AM receivers were 
produced in 1947 compared with 181,485 





Millions of ceiling fixtures will be required now and for the 


in 1946. In addition to radio and tele next few years to satisfy this immense market. 

vision receivers, RMA members _pro- ’ : . ‘ . 

duced 291,410 phonographs and 224.945 Slater’s one-piece ivory bakelite keyless lamp holder is another 
record players with radio attachments development in wiring-device engineering typical of Slater’s 


during last year. foresight in design and engineering. 


Electrical contractors will find in its unique features complete 
: ‘ justification for specifying this Slater Lifetime product. 
Charles Meyer Appointed 

J. W. Marsh, president of the J. W. 
Marsh Co. of Los Angeles and San 
Francisco, has appointed Charles N. 
Meyer as representative in the northern 
California area for the company. Mr. 





Meyer has been manager of the elec- 
tronics division of the Leo J. Meyberg 


ELECTRIC 


Co. of San Francisco for the past nine | NE 


years. 
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THE APPOINTMENT of Leo E. 

Leavers as sales promotion manager 

of Bickford Brothers Co., wholesale 

distributor of radios and appliance 

lines in the Buffalo and Rochester 

areas, was announced recent!y by Paul 
| Wolk, president. 





t Que oe ~ ‘ . ‘ 
UWE satan on ar ae eon FG Sykes Electric Mfg. Co. 
aar % YY 4 ¢ - ‘ 
Moves To Chicago Suburb 
No. 1812 SCHILLER PARK, ILL.—The Sykes 
for Built-in” (wall Electric Mfg. Co., manufacturer of fluor- 


type) models 


VENTILATION 


escent lamp ballasts, recently moved from 


its old Chicago location to new and 
larger quarters at 3905 Wesley Terrace 


in this city, a suburb of Chicago. In- 
creased demands for the company’s prod- 
ucts necessitated the change, according 
to George Sykes, president. 

The firm’s new building offers far 


@elielaitl new displays complete with greater space and more efficient produc- 


tion facilities. The transfer of machin- 


Pa t-Yaiats NT -Tatiitehiel a Plate. selling helps! ery and equipment was accomplished with 


little loss in output, it was reported. 





Get into the booming fan business with Le 
. ; enidal A: Vee o 
these two potent sales-making display 
deals. Multi-color, compact disploys = | * opens ° 
¢ ce ma Electric Utilities Indicate 


can be used in your window, on aisle 

tables, counters, or flat-topped appli- ; j $8-10 Billion Expansion 
ances. Each display factory-packed | NEW YORK—Results of an annual 
with two electric ventilators and com- survey of the electric power industry, 
plete set of selling helps—when deal Meth released recently by Electrical World, 
arrives, you are ready for business! wo 1725 for plug-in “Portable” 
Hurry—get complete information by (window frame) models. 


McGraw-Hill publication, indicated a 
total expansion of 23,000,000 kw. at a cost 
calling your wholesaler, sending cou- of eight to ten billion dollars, planned for 
pon, or phoning ILG Branch Office the next four years by that industry. This 
is in addition to the 2,000,000 kw. added 
in 1947. 

These figures represent a further step- 
up from the $6,000,000,000 about which 
the industry has spoken matter-of-factly 
for months. The 25,000,000 kw. are about 


(consult classified directory). 





LG ELECTRIC VENTILATING CO., CHICAGO 41, ILLINOIS 
2822 tl. Crawford Ave., Offices in more than 40 Principal Cities 


(_] Rush information on new display deals in “ILGMAN” 


50 percent of today’s central station ca- 
Firm Name pacity, in contrast to a 40 percent expan- 
Individual , a. sion previously accepted as a probability. 
The magazine pointed out that 1947 
Address . retteee | was a dramatic year for the electric 
utilities with a total output in kilowatt 


hours of 25 billion above 1944, the great- 
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est previous year, and that the industry 
will spend $1,940,000,000 for new con- 
struction and maintenance during 1948. 
“The potential 50 percent expansion of 
generating capacity includes federal plants, 
beth under construction and authorized. 
Whether Congress actually appropriates 
for the latter will govérn the size of the 
expansion, but indications from adminis- 
trative circles are that every effort will 
be made to obtain construction funds for 
this authorized capacity,” the report said. 
“The potential $10,000,000,000 cost as- 
sumes a full continuation of today’s price 
levels for at least several years more. 
The $8,000,000,000 figure contemplates 
the traditional decline from postwar infla- 
tion peaks. Both figures assume that 
utilities will install the transmission and 
listribution equipment required to dis- 
tribute the vaster output of an over-all 
generating capacity that would be 50 


percent greater than now exists.” 


Wholesalers Consolidate 
To Form New Company 


The Joslyn Co. of California and the 
Jobbers Supply Co. of Seattle have con 
solidated under the new corporate name 
of Joslyn Pacific Co. Sales offices and 
warehouses will be maintained in San 
Francisco, Portland, Ore., and Seattle. 
General offices and western plant will be 
located in Los Angeles. J. B. Naugle 
has been appointed San Francisco district 
manager 








THE JOB of introducing electrical 
wholesalers to the 1948 line of Kahn 
VUfg. Co. fluorescent lighting equip- 
ment will be spearheaded by Edwin A. 
Nickel, the recently appointed general 
sales manager of the Milwaxkee con- 
cern. A veteran of 20 years’ experience 
in the lighting and electrical fields, Mr. 
Nickel served the Mitchell Mfg. Co. 
as sales manager for seven years prior 
to his joining the Kahn organization. 


} 
| 
} 
| 


YOU SELL 


DH tN 


WHEN YOU SELL 
.. Paragon ~ 


TIME CONTROLS J 





e a eh ee 
~ a ee 


ot ee ~ 


° . , ty - a 
43 Years of “Know-how in manufacturing electric : mt TRE f.. 
- _ : o 7 tee OS 
time controls exclusively is your assurance that rs eee 4 


Paragon Time Switches and Timers are depend 
able products Theres a Paragon designed tor 
any job—anywhere Write for details and new 
liberal discount schedules 


AF rimer. oe. 2... 


Welcomed by home owners everywhere for auto- 
matic control of attic and window ventilation fans 
Accurately controls all types of fans up to % HP 
115 Volt AC. All electric no springs to wind 
Quiet Telechron motor Choice of two time rang- 
es: 0 to 10 or 0 to 20 hours. In handsome ano 
dized aluminum case 


300 SERIES . . - e eo @ 


The accurate, dependable straight ‘‘on and off’ 
Time Switch for controlling signs, commercial 
lights, apartment hall lights, oi! burners, stokers, 
valves, blowers, etc. Features snap-action switch 
with heavy silver contacts, new shockproof termin- 
al blocks, self-starting Telechron motor  3000- 
watt capacity, single or double pole 








700 SERIES . 2.2. we we @ 


7-day calendar Time Switch designed for control 
of automatic heating, ventilating and air-condi- 
tioning in public buildings, schools, churches, fac- 
tories, etc. Ideal for control of machine tool 
warmup, glue pots, linotype machines, etc. on a 
weekly working schedule. An entire week's pro- 
gram easily set in advance on large 7-day dial 





Dependable Time Controls for Any Job--Anywhere } 








1630 12th St. 
TWO RIVERS, WISCONSIN 


LDERS OF ELECTRICAL EQUIPMENT SINCE 1905 
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Y™ | O. Z. Electrical Mfg. Co. 
Opens New Chicago Office 


BROOKLYN—The O. Z. Electrical 


i 1 r licity Mfg. Co. here recently announced tae 
y Qj al handling simp i. opening of its new Chicago office at 20 





North Wacker Drive. The new office 
4 | will be the headquarters for all O. Z. 
oe information, customer service and dis- 
tribution of the complete O. Z. line of 













f ef ‘ee! | electrical fittings throughout the Mid- 
, tf) | west. In charge will be George Muenow, 
. a | Ci; d 

ree \ il formerly associated with the Dayton, 





He Se Ohio, sales office of Harvey Hubbell, Inc. 


7 


Electric Range Promotion 


Booklet Offered By NEMA 


NEW YORK—To promote the sales 
of electric ranges—production of which 
is estimated at over one million in 1947— 
the National Electrical Manufacturers 


ne Ag 


- 


ee ee Rie eee ea ee ee 
Fane he Fe et Rit at te = : 


Association is offering revised reprints 


it stands : 
costs la. Ei ds tite tevoe coats shore 
3 Rasied they pay era ‘efficiency and economy. ti. 

/\IMustrated above: ‘is. the id: Mor Knife Blade fuse showing its three onal agen 


Be Directed primarily at the housewife, 
Cli ce snehil: partil ikem tel siigle: one-piece renewable link, an sets Nail aed - 


the 12-page points out the ad- 


G ‘outstanding | feature with: all la Mar fuses. Heavy hard horn | : vantages of cooking by electricity. Time 


of Cooking Electrically, its electric range 








booklet for consumers which first ap- 








op fibre ‘case: pr $ life, and extra heavy hard horn fibre sUp- ' and temperature charts for cooking and } 
“augpertig bar. a asi ‘easy, replacement. 7” metal parts » : baking, menu suggestions and color illus- 

Sz 3 e heavy srass or copper. Dy es ro. ah E trations are included I 
Bee, ne ESE ¥ + & According to NEMA, Cooking Elec- 
7 ees trically can be used as a direct mail piece 

. : to all electric range prospects and electric Ci 

t . : service customers, as a hand-out in ap- lit 

; he <3 | pliance stores and utility showrooms and ti 

na | as a radio offer, and for distribution by m 
appliance salesmen and home economists 

‘ on consumer calls A 

5 The La Mar Ferrule Type fuse is constructed with hard horn ' 5) 

ie, fibre case and heavy brass contact ferrules. Secondary ; m. 

r ferrules are “screw-riveted” to fibre case to prevent ( 

loosening under excessive temperature conditions. La Mar er 

ferrule type renewal links are measured and bent to proper ; eV 

: length at one end. Thus, there is always the proper amount ad 

of link at each end for perfect contact. - 

() 

el 

| pe 

ne 

tne 

. 

lisl 

MN 

; Re ii ‘ er 

= Le Mar fuses ond lag links ore | dit ‘ tr 

manufactured by the Great Ir 

Western Fuse Company, o pioneer in Mesveebld ye itt 

ss There is a complete line of Great Western and La Mar oe 





Knife Blade and Ferrule type fuses . . . sold only through : : P . ( 
recognized electrical wholesalers. Send for free samples > | JIT PROBABLY couldn't be done in a 


and descriptive literature. nutshell, but the California Electric ra 
Supply Co., of San Francisco, accom- 


; plishes the job of getting out its local 

direct advertising in a 12x15 ft. “press- 

. GREAT WESTERN FUSE COMPANY room,” equipped with a varityper, an 
7633 Susquehanna Street Pittsburgh 21, Pa, addressograph and other machines— 


“ : | all operated by Miss Constance Chow. ar 
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R. B. WILKINSON recently was 


e 
elected treasurer of the Graybar Elec- ° ects P Clal 
tric Co., Inc. He steps into office n Coat; Stee/ 
March 1, when E. W. Shepard, Gray- il 7 y . No 
bar’s treasurer since 1926, retires on a 


service pension. Mr. Wilkinson started 





: . ay b 
with Graybar in 1915 as an errand boy t le ; 
and has been with the company ever ° eet 
since. Fabian Bachrach photo. Q 
'Celain 
= 2 ” a iw ~~ — 
REA Brings Electricity ' 


To 2,000.000th Consumer 


2. 000. 000th 


WASHINGTON 


consumer has been connected to power 


> 


lines financed by the Rural Electrifica 


ILLINOIS 
GUY STRAIN 
INSULATORS 


STANDARD TUBES ; 
Glazed, unglazed, split, floor, split For best results use Guy Strain 


floor, headless, curved, crossover 


split, and crossover. Uniform inside Insulators made by Illinois. 
and outside diameters. Sizes 1/2 
to 48°" long, 5/16 to 3°" diameter 


am _—'tured under rigid production 
' gf control standards, from the 
™ careful selection of materials, 
IN 4 through all steps leading to a 
‘ xwogs 7 —s«tP._- quality finished product. 
, | Uniform firing at constant 


tion Administration, the U. S. Depart- 
ment of Agriculture announced recently. 
This number doubles that achieved in 
August 1942 when REA-financed power 
systems passed the 1,000,000 consumer | 
mark. To reach the 2,000,000th consumer | 
(odds are three to one that he is a farm- 


er), REA borrowers added one consumer 


; 


every 21 seconds during every work-week 
so far this fiscal year 
When the Rural Electrification Admin- 


istration was created in 1935, about 750,- 


These insulators are manufac- 


000 farms had central station electric 
service, which was little more than 10 
percent of the total number of farms in 
the country. Now almost 3,500,000, more 


than 60 percent, are served by REA bor- 





rowers and commercial utility companies 
With more than 4,000,000 rural estab 
lishments, including approximately 2,280, 





Knobs that don't 


’ ' : : ¥ 7. = chip when in- 
sie hug we pig Py ~— yarn “a stalled. Cement cooted, temperatures eliminates in- 
ervice 1e Tatt oO Ar inanced co 
: , extra length nail—genu- ° 
truction is expected to show a still CLEATS seer nether ecukay. ternal stress. Available from 


irther gain next vear if the materials Standard cleats of code standard. Wide large stocks of standard sizes. 


ituation continues to improve during the all sizes and types. variety of sizes. 
ext few months. 
Commenting on the progress of the pro- 


progt : I ; ‘ 
ram to date. REA Administrator Claude \ | LL L q N @ | ~ 


X. Wickard said 


“Passing of so conspicuous a mileston C___s’ Shae ee) ae 


n the path to our ultimate goal of ade 


uate, low-cost power for every possibl MACOMB, ILLINOIS 


arm in this country is a mark of prog- 


eee weweee ee ew ew we ww ew ew ew ew ew ew ew we ew ew eww ee eee ew eee eee eee 


“ee ee ee eeewaeewewm eee eee ee e@ eww ew ew ee wee eww eS eee eee eee ee 


. 
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ress for rural America. We commemorate 
this milestone knowing that there are 
many others who still want and need elec- 


F U L 1M A N tric power for modern living. 
iniaianmet “The fact that we have applications for 
about $300,000,000 in loans with new ap- 


x nlications being received at the rate of 

| R O D U T S | $20,000,000 a month speaks for the desire 

of the remaining unserved farmers for 

service and the great amount of unfin 
ished work still ahead of us 

“In reaching 2,000,000 consumers, no 

zrants or subsidies have been used. REA 


does not own or operate any power lines 












We have made loans to more than 1,00) 


independent local business groups, mostly 


“LATROBE” PRODUCTS 
ARE TRIED AND TRUE 


cooperatives. They have built their own 





facilities with money borrowed from the 
government. So far the total payments 
of all our borrowers have amounted to 
$143,372,769.” 

REA loans to date total $1,152,507,489, 
of which $788, 845,218 has been advanced ( 


Year in and year out, electrical contractors specify “Latrobe” 
when ordering Floor Boxes and Wiring Specialties. 


This is the most powerful testimony we can offer as to the 
economical and efficient performance of “Latrobe” Products. 


I 


to the borrowers. Almost 95 percent of 


the money advanced has been used to ( 
finance power lines, a little less than 4 ‘ 
percent tor generating plants, and about r 
1 percent for wiring, plumbing and ap- £ 
pliance installation loans f 

1 



































. . ° Dp 
Representative Appointed : 
I 
’ . 7. 
can em BODE ocr Oem By Chicago Electric Mfg. 
. his ependable wo Gang Adjustable > 4 
No. 284 Nozzle with Box has No. 208 Recepiacle in one section. ’ ° : , - 
No. 200 Cover Plate One Cover plate has '2” Flush Brass Plug; Ben P. Davis has been appointed West 
h h Fiush B PI PI 
the other, 2” Flus rass Plug. ‘ : . 
+ oy Duplex “Geneelaste name on te |} Coast representative tor the Chicago Elec fa 
eng MF with 1/2” or 34” | tric Mfg. Co., with headquarters in Los 
r d : . : . 
(Angeles. He will direct the company’s i : 
| a , 
| activities in that area on both the Handy- 
| hot and Sterling lines of appliances and al 
| fans. Mr. Davis was formerly with Gen- R 
| eral Electric Credit Corp. as manager of 
the Los Angeles office 
| 
| 
No. 110 “Latrobe” | 
Watertight Box | 
No. 470 “Latrobe” Using 32” diameter Cover Plate and 
: . No. 208 Receptacle, this No. 110 Box is 
Pipe or Conduit Hanger so simple and easy to install that it saves 
Made of highest grade malleable iron, 15 to 20 minutes installation time on each 
this sturdy hanger is quickly and box. Safe and dependable, with plenty of 
easily installed and hangs pipe or wire space inside box. 
conduit '2”, 44” and 1” to steel beams ; 
4%” thick. Nal 
Lam 
| had 
nsiv 
sel! 
t <€ 
Sold Only Through rh 
Wholesalers 
aa ® aa 
Keystone Fish Wire Bull Dog” Insulator 
Finest grade flat steel wire, expertly Supports 
tempered. Comes in ten sizes to suit Safe and sure for fastening porcelain or 
the lightest work up to the heaviest class insulators to exposed steel frame- 
power wiring. work, Four sizes i” to 2'/2”. 


EMPLOYEES of the Noma Electric 
Corp., New York, recently presented 
their boss, Henri Sadacca, president of 


the firm, with a bronze plaque “in 
U [ [ M A N A N U FA '¢ T U R | N G 0 recognition of his sincere and fair 


dealings and who through his under- 


LAT ROBE « eee PENNSYLVANIA : standing of present day problems has 


made himself a friend of labor and an 
example of progressive management.” 
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Frank Adam Electric Co. 
Merges Two Districts 


ST. LOUIS—The Frank Adam Elec- 


tric Co. of this city, manufacturer of 
panelboards, cabinets and distribution 
equipment, recently announced the con- 
solidation of two districts, Toledo and 
Cleveland, into one district under the 
direct supervision of Gordon F. Stofer, 
801 Caxton Blds , Cleve land, Ohio 

\lso announced by the company was 
the appointment of Charles F. Kraut as 
electrical engineer in its New York office 


Expansion of RMA’s Sales 
Plan Asked by Committee 
WASHINGTON — The Adve 


Committee of the Radio Manufacturers 


Association will recommend that the “Ra 


rtising 


dio-in-Every-Room Radio-for-Every 
one” campaign be carried to the “grass- 
roots” in 1948 when industry leaders 
gather for the RMA Mid-Wiunter Con 
ference Jan. 20-22 at the Stevens Hotel 
in Chicago, it was learned recentl 

The idea to expand the radio set sales 
promotion program of the RMA _ orig- 
inated in a proposal of the Fred Eldean 


for Dependable 
INSTALLATIONS 
and Dependable 
REPEAT BUSINESS 


NALCO 


>) INFRA-RED 


)/ LAMPS 


Designed especially for in- 






dustrial use, time tested 
and job tried — NALCO 
Nal Infra-Red ° 
aa mac a Infra-red Lamps and their 
had in either lop lastin arbon fila- 
nside silvered — 5. ae ; 
self reflecting) 
r clear glass 
type (for use) 
with reflectors). 


ment and sealed, reinforced 
base give installations that 
are enduring and depend- 
able. This in turn assures 
the dealer that he can de- 
pend on a steady stream 
of reorders from satisfied 
users. Stock NALCO Infra- 
Red Dritherm Lamps for 


more industrial business. 





FOR SMOOTH, 


ACCURATE BENDS}. 


RIGHT ON 


THE JOB 





O 


= 
* 


GREENLEE HYDRAULIC BENDER 


Whatever the job location, the port- 
able GREENLEE Hydraulic Bender can 
be taken right to the spot where the work 
is to be done. 

Bends are quickly made exactly 
where and when wanted . . . tailored 
to the exact requirements of the in- 
stallation. For example, the GREENLEE 
Bender owned by Griffin Electric Com- 
pany of Owensboro, Kentucky, is 
shown above on job location where 
it was used to bend various sizes of 


conduit from %” to 41%". 


No time was lost waiting for fittings, 
job moved swiftly, efficiently with 


big savings of labor and materials. 
Today your customers are vitally 
interested in this kind of equipment 
that speeds their jobs, cuts labor and 
material costs. Tell them about the 
GREENLEE . . . one-man operated . . . 
quickly and accurately bends pipe up 
to 4%", rigid and thin-wall conduit, 
tubing, bus-bars. Compact, portable. 
Get complete sales facts 
now. Write Greenlee ogee 
Tool Co., Division of Se ae 
Greenlee Bros. & Co., a ey gone 
1842 Columbia Ave- $22 os 
nue, Rockford, Illinois. 








pfole] RB ie) Ba 7 las) 13, | 


GREENLEE 


YOUR SALES OPPORTUNITIES WITH THE 





GREENLEE LINE 





Nationally Advertised 


NORTH AMERICAN 






Hydraulic Conduit, Pipe and Bus-Bar Benders * Steel and Copper Tube Benders ¢ Hydraulic 


Pipe Pushers * Knockout Punches and Cutters * Radio Chassis Punches ¢ Joist Borers 


Cable Pullers « 
St. Louis 6, Mo. | Bits * Bit Extensions + 


Spiral Screw Drivers * Automatic Push Drills * Auger Bits «¢ Expansive 


‘034 Tyler St. 


Draw Knives * Chisels and Gouges »* And Many More 
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ug? 
BRIEGEL 


ALL-STEEL 
INDENTER-TYPE 


fitting? 


"TAPPROVEDe 


3 


x 
a 





Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 


Cross Section Show- 
ing Indentations. 


indenter Fittings are easier 
and faster to use, but also 
make neater, stronger con- 
nections. Two Easy Squeezes 
and they’re set. Start using 


Briegel Fittings today. Have 4 R I k G t [ 
more satisfied customers— 
DISTRIBUTED BY : 
The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, Ill. e 


Clifton Conduit Co., Jersey City, N. J. 
GALVA, ILLINOIS 


more profits from each job! 


Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 
Pittsburgh, Pa. 


Tost Sit, 
(if . * 
4 * All B-M Fittings Carry the {> ) 
Ces Sas Underwriters Seal of Approval wir 


MEATEReFASTEReSTRONGERe 


—_ 
te 
= 


Organization which the Advertising Com- 
mittee, under Chairman Stanley H. Man- 


| son, of Rochester, approved at a recent 


meeting in New York. The _ proposal 
must be submitted to the RMA Set Divi 
sion Executive Committee and the RMA 
Board of Directors for approval and ap 
propriation before it can be put into 
operation 

\mong the proposals for enlisting 


greater participation of radio dealers and 


| distributors in the campaign is one to 





hold dealer-distributor meetings in about 
fifty cities throughout the United States 

\s a test for the national dealer parti 
cipation program, the Advertising Com 
mittee proposes to conduct a two-week 
“saturation campaign” in Hartford, Conn., 
early this year. Local distributors and 
dealers will be invited to cooperate with 
manufacturer representatives in prepar 
ing and carrying out this experimental 


campaign 


G. E. Making Available 
Old-Style Radio Tubes 


SCHENECTADY—The General Ele 


tric Co. is making available 52 additional 
types of electronic tubes—which wert 


designed as long ago as the early ‘30's 


ELECTRICAL 
SPECIALTIES EN 


FOR HEAVY | eR 


INDUSTRIAL SERVICE 








3-Conductor Single 
Soldering Angle Conductor 
Lug Pothead Pothead 


Write for a complete selection of 


RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS © INSULATING COMPOUNDS 


a 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 
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manufacture 
servicemen’s 


and are not in wide use or 


to help solve the radio 


problem of incomplete radio set repair 
because of the lack of key tubes, 


W. Metzner, 


ment tubes for the company’s Tube Divi 


Russell 
sales manager of replace 
sion, announced here recently. 

“The 52 types are included in the group 
than 20 
of the replacement demand,” 
Metzner. The 


for the repair of a 


which represents less percent 
stated Mr. 
tubes, which are needed 
wide range of 
dating back to 1933 or 1934, are 
shipped to Ken-Rad and G. E 
tors throughout the country It is ex- 
that additional 


be added this 


sets 
being 
distribu- 
such will 


pected types 


month. 


Lenk Appoints Nelson Co. 
As Sales Representative 


BOSTON 
this 


torches, electric soldering 


The 


city, 


Lenk Manufacturing 


Co. of manufacturer of blow 
irons and sol 


Nel- 


son Co. as its sales representative in Ari 


ders, recently appointed The A. J. 





NNON 
PLUGS 


in the “XL” Type Series are 





4 ---- >) 


already passing the half-million mark, 
a notable record for a new product. 
Acceptance is assured everywhere. 





ZINC PLUGS 


ID 


XL-3-12 Cord Plug 
$1.20 List 


— 


TP 


XL-3-11 Cord Plug 
$1.25 List 





CANNON 
ELECTRIC ~ 


} 
(Quen "a by 


ps 


5 


NEW DISPLAY AID 


for 


CANNON JOBBERS 


THE ABOVE COMPACT DISPLAY 
holds one of each XL plug or recep- 
tacle type with the exception of the 
single gang wall receptacles XL-3+35 


zona and New Mexico. In addition to STEEL XL PLUGS and XL-3-36, and is printed in 3 colors 
these two states, The A. J. Nelson Co with all prices listed, making this dis- 
covers Colorado, Utah, Idaho, Montana, play a real “self-service” aid. 


and Wyoming for the Lenk Manufactur 


ing Co 








SPECIAL XL DISTRIBUTORSHIPS OPEN 


Contact a Cannon Electric Kepresen- 


| XL-3-11SC (steel) XL-3-12SC tative located in principal cities of 
—, $2.80 List $2.75 List the USA or write factory for details 
on this type of distributorship. 
RECEPTACLES 











XL-3-14 Recep. XL-3-13N Recep 


$1.25 List 





The latest Bulletin on the XL Series, XL-347, 
is yours for the asking. Address Dept. B-362 





KNOW CANNON ELECTRIC 
SALES PERSONNEL 


| $1.00 List = 
| a 
_ 
ee 
\ 
"| g 
&) 
J 
' XL-3-14N Recep. XL-3-13 Recep 
- $1.15 List $1.25 List 


Dustproog! 


@ And so are the close-fitting attach- 
ments on enclosed types of LIGHT-IN- 
LINE Commercial Fluorescent Fixtures. 
ALL the dustproof and dust-free styles 


save you money on maintenance! Find 


ADAPTER RECEPTACLES 
Made in three types to fit most popular 
microphones. Standard Pin Inserts. 








: | XL-3-50T XL-3-50 
out why. $1.15 List $1.05 List 
pp , : P M. F. GILLERN 
his carefully engineered line is : ’ ; ; 
: : $1.30 Manager, Electrical Specialty Sales 
available in open, louvered, and glass- ist : 
XL-3-50N For more than 9 years a member of the Cannon 


or-plastic enclosed types for offices, 


stores, schools. 2-light and 4-light; 40- 
watt and 100-watt (which may be 
combined in same line for area intensi- 


fication). Union made. U/L approved. 


WRITE TODAY FOR DETAILS 


Get complete information and revealing 


Electrical Testing Laboratory data sheets 





' 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Electric Sales staff, ‘‘Gil” is well known for his 
experience and abilities as an engineer in the 
signal, telephone and wholesaling fields and 


r is constantly at the service of Cannon clients. 


~GANRION BLICTRUG 


Oy 


CANNON 


ELECTRIC 





SINCE 1915 


NOW. MOE-BRIDGES CORP., Department 
202, Sheboygan, Wisconsin. 


MOE 


Leavelgmninl Comat 
IN CANADA & BRITISH EMPIRE: 
CANNON ELECTRIC COMPANY, LTD. e 
TORONTO 13, ONTARIO 


REPRESENTATIVES 


3209 HUMBOLDT ST., LOS ANGELES 31, CALIF. 


WORLD EXPORT (excepting British Empire): 
FRAZAR & HANSEN, 301 CLAY STREET 

SAN FRANCISCO 11, CALIFORNIA 

IN PRINCIPAL CITIES 


BRIDGES 
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HOW BURGESS BUILDS 
BATTERY SALES FOR YOU! 


Famous National Magazines Sell BURGESS 
To 40,000,000 Battery Buyers! 














BURGESS 


BATTERY COMPANY, FREEPORT, ILL. 
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New Research Center 
Started By Sylvania 


Ground was broken recently at Bay 
side, Long Island, by Sylvania Electri 
Products, Inc., for the construction o 
the first building of its Sylvania Center 
an electronic research project designe 
for the development of electronic, light 
ing, television, FM and radar equipment 

Reported to be one of the first campus 
type research developments to be built i: 
corporate New York City, Sylvania Cer 
ter will cover 28% acres of a 57-acre sit 


facing Long Island Sound. The Center’ 


initial building will house the physics 
| laboratory of the company and is ex 
pects d to cost nearly $1,000,000 fully 


} 


equipped. It will be a two-story brick 


structure with a penthouse and 38,000 


Sq. ft. Oo! floor space. 

Don G. Mitchell, president of Sylvania 
states that the Bayside location had beer 
selected after an extensive survey 


sites suitable for a group of moder 


research laboratories and _ scientifically 


trained personnel He cited the New 


York city location, nearness to LaGuardi 
and Idlewild airports and transcontinenta 
rail terminals as important advantages. 

Eventually, it is planned to coordinat 
all of the company’s research activitie 
at Bayside under the direction of D1 


BALLASTS 


--»-4 TO 40 WATTS... 
STANDARD LINE & 
PLUG-IN TYPES 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 


Quiet... Quality...long Life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


SYKES 


ELECTRIC MANUFACTURING CO. 
3905 WESLEY TERRACE 
SCHILLER PARK, ILLINOIS 











February, 19/8 





3ennett S. Ellefson. At present there are 
five Sylvania research and development 
laboratories, employing about 500 per- 
sons, in temporary quarters in the Long 
Island area. 










CUMMINS 
MODEL 
200 


Y2"" Electric Drill 








THE NEW PRESIDENT of the Chi- 
cago Lighting Institute is A. H 

Meyer, manager of the General Elec- | 
tric Co.'s midland sales district for 


more than 30 years. Mr. Meyer has_ | 
served as vice president of the Insti- | 
tute for the past several years. In his | 
new position, he succeeds Ralph 


— FOR ACTUALLY 


Use SPREADERS Unprecedented Profits 











for Rigid m 
Outdoor Wiring Compare CUMMINS 200 with any other 12 inch drill 
Wy at any price! 
( —_s7=— It looks and performs like tools listing from $10.00 to 
enn $15.00 higher — yet carries greater discounts to Jobbers 


2 wire pigtail circuit for pigtail outlets 


and Dealers. 


Styled to match the finest 
Priced for volume sales 
Engineered for quality and stamina 


by acompany with 60 years experience in precision manu- 


facturing. 
° Full Size ® Modern stub nose 
© Balanced for users ease © Additional handle included 


© Preferred horizontal handle *© Jacobs 33B geared chuck 
Covered by Cummins’ Perpetual Guarantee 





CUMMINS PORTABLE TOOLS 

Division of Cummins Business Machines Corp. EW-2 
4764 Ravenswood Avenue 

Chicago 40, Illinois; U. S. A. 


Please send me additional details on the 


3 wire circuit to be used with weatherproof socket SINCE 1887 


| 

I 

{ 

| 

| 

Dolco Spreaders make outdoor wiring most r 
rigid. Made of special Sillicon Aluminum ! 
| 

| 

! 

! 














Sold through wholesalers ony. Write for fll Insure place on O Cummins 44 inch Drill | 
a delivery sched- a nn i hn 
DOLCO ~—oo ge ule by returning ; Compeny—______ ee 
Cherry & Curry Sts. coupon NOW! | Address vom ~~ 
North Long Beach 5, Calif. laos Oe emcee Nii a 
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ditions 
100 Ml ae line 


of reasonably priced door chimes 





Double sales appeal in a striking 
new thrift chime. . . Eye appeal 
in the smart ivory plastic case 
with polished. brass medallion 
Price appeal in the amazingly low 
list. Sounds two notes for the 
front door, one for the rear— 
operates from any 10-volt bell 
transformer. 


moved nee $4.95 


PLENTY OF FORCEFUL SALES HELP, TOO! 


National advertising campaign in exactly the right 
trade and consumer magazines to carry the Liberty 
sales message every month to your customers and your 
customers customers Chime in with Liberty and 
ring up extra profits. 


SEND FOR NEW 1948 CATALOG BROCHURE NOW 


, 
MANUFACTURING COMPANY 


MINERVA, OHIO 


A new sales feature in a com- 
pletely redesigned two-tube 
chime . . . Comes complete 
with unique new medallion 
push button that matches 
polished brass medallion on 
the chime itself . . . Case 
finished in soft ivory, two 
l-inch brushed and lacquered 
tubes. Sounds two notes for 
the front door, one for the 
rear. Complete with chime 
transformer. 


No. 56, LIST PRICE te 


$7.50 


















ASSURE... 





2 circuit 
3 amp. 


POSITIVE ACTION 125 volt 
FROM ANY ANGLE 





The patented universal pull lever action of LEVOLIER Switches 


a 
£6.44 provides instantaneous control from any angle. Their high 3 il 
=" quality, watch-like construction guarantees dependability and ade i 
longer service. Specially designed sizes and types are easily 3 amp. 


applied to motors, fans, electrical appliances and lighting fixtures. 125 volt 

Model Number 41, shown here, is the most compact 6 amp. 
switch on the market today — only %6” thick. Particularly adapt- 
able for canopy mounting. Qualifying for aT” Rating by Under- 
writers’ Laboratories, through many years service, it will safely 
take an initial surge of 48 amps. eight times its rated capacity. 









: Me>/ No. 1020-8 
ONLY McGILL MAKES Py No 


A complete description of the 2 circuit 
° many types and sizes of ~ 10 amp. 
ee LEVOLIER Switches is found 125 volt 


in McGILL Catalog No. 43. 
Send for your free copy 


SWITCHES nel 


MGILL MANUFACTURING CO., INC. 6 amp... 125 vel 


Electrical Division Double pole 


350°N. CAMPBELL STREET VALPARAISO, INDIANA Double throw 





No. 265 
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SALESMANSHIP was the theme of 
all sessions for those factory represen- 
tatives and members of the sales staff 
of Thurow Distributors, Inc., of Tampa, 


Jacksonville, Miami, West Palm 
Beach, Orlando, Tallahassee, and Pen- 
sacola, who attended that electrical 
wholesaling firm’s recent three-day 
general sales meeting in Tampa. 








Plymouth Rubber Co. 
Honored With Award 


BOSTON—The Perfect” 


brand name of the Plymouth Rubber C 


“Plymouth 


Inc., was awarded the Certificate of Pub- 
Service by the Brand Names Founda- 


tion at a recent dinner held here at the 
Hotel Statler. 

The award was presented to J. J. Mc- 
Donough, sales manager of Plymouth’s 
Sundries Division, by Henry E. Abt, 
president of the Brand Names Founda- 
tion. The Certificate of Public Service 
was created by the Foundation to recog- 
nize the proven value to consumers of 
brand names which have been in con- 


tinuous use for 50 years or more. 


The Plymouth Rubber Co., Inc., manu- 
facturer of plastic and rubber products, 
operates two plants in Massachusetts— 
one at Canton and the other at Rockland. 
The Canton plant, which also serves as 
the 


founded 51 years ago on the site of Paul 


firm’s executive headquarters, was 


Revere’s copper foundry. 





‘mn behalf of the Plymouth Rubber 
o., J. J. McDonough (right), accepts 
he Certificate of Public Service from 
Tenry E, Abt. (left). 
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COMBINATION 
COUPLINGS 





EMT SERVICE CAPS 





THREADED BODIES 





GROUND FITTINGS 





SQUEEZE CONNECTORS 





EMT 90° 
ELBOW CONNECTORS 





REVERSIBLE 
CLAMP CONNECTORS 
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THEY FIT! THAT'S 
WHY CONTRACTORS 





ANGLE A 
CONDUIT INSULETS 


“GO” FOR THEM 
IN A BIG WAY! 


5) 
2 


= 


eve 
A complete line that 
Sells on its reputation 


ASK THE CONTRACTOR— 
the man on the job can only 
be sold one way — fittings 
must fit . . . must do a good 
job faster! That’s why GED- 
NEY Fittings—made of high 
grade malleable iron — are 
called for in greater quantities 
than ever before. 


GEDNEY Fittings represent 
a complete line manufactured 
to exacting standards of de- 
sign, fabrication, inspection 
and packaging. 


Consistent advertising to the 
trade . . . complete, easy-to- 
use manuals . compiled 
with modern merchandising 
methods—all help to move 
GEDNEY Fittings with little, 
if any, sales effort. Packaging 
permits instant identification 
of contents for the conveni- 
ence of user and jobber. 


GEDNEY 
ELECTRIC CO. 


RKO BLDG., RADIO CITY 
NEW YORK 20, N. Y. 


Factory, Foundry & Shipping 
Point: Terrvville, Connecticut 
NEW 62-PAGE CATALOG — 


WRITE FOR YOUR COPY! 


The new GEDNEY man- 
val — concise, factual 
and indexed — com- 
pletely and il- 
lustrates the wide 
range of sizes and 
types of GEDNEY Con- 
duit Bodies and Fit- 
tings. Please write for 
your copy on com- 4 
/ pany letterhead. 


lists 
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BUSHED ELBOWS 


1946 CODE 
| PYX CONNECTORS 


oeeeeeeee ee ee 





| CONDUIT COUPLINGS 


J 





EMT BODIES 
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CONDUIT NIPPLES 


eeeeeeeeeee? 





CORD GRIPS & 
PVX CONNECTORS 





EMT BODIES 


WATERTIGHT 
BOX CONNECTORS 
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if 1 you WANT TO KNOW 










| 
| 
| RECENTLY APPOINTED as New 
York representative for the Toast- 
| master Products Division of the Mc- 
Graw Electric Company, Elgin, Iil., 
| qwas (right) B. F. Parker, Jr. As the 
new southeastern representative of 
the division, with headquarters in At- 
lanta, the company named (left) 
Grant W. Hoel. 






Ww 
in this s Talos 


108 page RES es 


ELECTRICAL PRODUCTS 
for HAZARDOUS LOCATIONS 








Anderson Brass Works 


You'll find this catalog invaluable as a time saving, 

quick-ref erence medium for your present or future Names New Sales Manager 
explosior 1-proof v duct requirements. A copy will be 7 : 
aaiead to you gladly WHEN REQUESTED ON YOUR BIRMINGHAM—tThe Anderson Brass 
BUSINESS LETTE RHE SAD. Ask for Catalog H47-5. Works, Inc., of this city, manufacturer 


of electrical power connectors and fit- 

aan : ; is pe tings, recently announced the appoint- 

TDN tS UA AD A De | ment of J. L. Howarth as general sales | 
Precision-Built Electrical Equipment manager. 

125 BARCLAY STREET, NEW YORK 7, N. Y. Mr. Howarth, an electrical engineering 











UGNIVERSAL 
PORCELAIN | 





















Handles Heavy Reels Quickly 
. Safely . . . Economically 


Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or rope 
and does an easier, better job in 
every way. 

In two sizes . . . 2000 Ibs. capac- 
ity — $37.50 and 4000 Ibs. capac- 
ity — $75.00 F.O.B. Cincinnati. 


Send for descriptive pamphlet. 


. - QOALITY 


backs up a 
Good Got 








THE UNIVERSAL CLAY PRODUCTS CO. 


1549 EAST FIRST STREET SANDUSKY, OHIO 
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graduate, started his career in the En- 
gineering Department of the General 
Electric Co. in 1924. Since then he has 
been actively engaged in the electrical 
industry. During the past several years 
he has acted as general sales manager of 
Roller Smith, Bethlehem, Pa., and Elec- 
: tric Power Equipment Corp., Philadel- 
phia. 


| want you to know 


our profitable line 





because you'll see the chance to make real 
money with Wm. Penn fixtures. 









Three Cutler-Hammer Men | 
Elected To NEMA Posts 


MILWAUKEE—At a recent meeting | 
) of the National Electrical Manufacturers 
Association, three executives of Cutler- 
Hammer, Inc., of this city, were elected 
_ to NEMA chairmanships for 1948. For consumers—even distribution of maximum 
F. A. Wright, assistant general sales | light at low cost. 
manager, was elected chairman of the 
Advisory Committee, Industrial Control 
Section. Mr. Wright has been active in | Write us for catalog descriptions. 


You'll like the rugged lightness, the beautiful 
finish, and simple installation features of 
this quality line — made in units for individual 
or continuous mounting (low inventory to 
you) and you'll like the prices! 


For you—faster sales and more profit. 


er NEMA for a number of years, having | ' 
3 Latest item: profitable 
ass served previously as both chairman and 8-ft. Slimline fixture WILLIAM RANIERI 
rer vice chairman of the Industrial Control | President 
fit Section. 


nt- Elected as chairman of the Knife and 


|) maoed Sete ooten was A Ja | Wm. PENN rivorescewr ucur mrRs. 


son, manager of merchandising sales. He 
, 


— i 1633 South Broad Street, PHILADELPHIA 48, PA. 


eR 
Insulating and Cable- Pulling 


COMPOUNDS WIRE AND CORDAGE 


of Record-Breaking Performance 























MEASURE THE MODERN WAY 


| Wire Cordage * Air Hose + Cable, BX and other 
| FLEXIBLE MATERIAL up to 1” Diameter 


Minerallac gives you a complete assortment for every, Quickly pays for itself many times over. Cuts 
need: dense, viscous and fluid consistencies for high and | 
low voltages in cable-joints, pot-heads, terminal a, | losses of... .time, labor, money, accuracy, efficiency, 


distribution cables, street lighting, telephone work. 
. «Insoluble in oil or water, for all temperatures. | carelessness and excess allowances. 


Clean, safe, economical — outranks all others in quality. 
Send for new literature and prices. Write for pamphlet and prices on other 


MINERALLAC FLECTRIC COMPANY ne nee 
25 North Peoria Street—Chicago 7, Illinois 


MINERALLAC CSE COMPANY 


2718 ELLIOTT AVENUE e SEATTLE 1,WASHINGTON 


ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS 
RECORDS by 3 IN. to 
999 FT. 
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previously served as vice-chairman ot 
this section and as chairman of the Ad- 
visory Committee, Knife and Enclosed 
Switch Section. 

R. A. Millermaster, assistant manager 


T ran Ss f foes mer Si of development, was elected chairman 


of the General Engineering Committee 


ewer Circuit 





of the Knife and Enclosed Switch Sec- 

e tion. He also has been appointed chair- 

The most economical way of pro- man of the General Engineering Com- 

viding low voltage circuits for the | mittee, Small Air Circuit Breaker Sec- 
lighting and operating of machine tion. 


tools is to run a branch line from 
the power line, using a transformer 
to step down the voltage. Westinch Lichti 
Dongan Transformers are being estinghouse Lig ating 


used for this purpose in industrial Course Material Offered 
plants throughout the nation, re- PITTSBURGH 
ducing installation time and also 
conserving critical materials. 


Films and_ records 
comprising the Westinghouse lighting 





educational course for the training of 


Capacities up to & lighting sales personnel can be purchased 
372 KVA, single individually, it was learned recently. The 
and 3 phase. DONGAN ELECTRIC MFG. CO. course includes 18 subjects, each of which 
2989 Franklin Detroit 7, Mich. is covered by a separate sound slide film 


that takes 12 to 15 minutes running time 
The cost of the complete kit, 18 sound 


slide films and recordings, one instruc 


lesson books, and 
one lighting handbook is $225. The cost 





tor’s manual, 10 sets of 


We Invite of any individual film is $12; of any indi- 
Inquiries vidual record is $5; of each lesson book, 
20c: of the instructor’s manual, $1; and 




















gat THE GREATEST 
INNOVATION IN ‘ 
3G tong iley.\ Miote), |, itengio), b) 


ILSCO 


Aluminized 
REFLECTOR LAMPS 


NEUTRAL BARS 


E Ge \ SHELDON 
sHeLDON | to} INFRA-RED 
spot LAMPS | ) 7 HEAT LAMPS Hf 





NEATER 


es 


125-250-375 watts MORE COMPACT 
am 


ON Red, Amber, and 'L. 1, Frosted 
sHELD s Available in 110 and 220 Volts 
a BETTER CONNECTIONS 


NEXT TIME. ECONOMICAL 


40 to 300 w atts 


300, warrproot — SPECIFY 


Regular, ye 1 Colors 220 Volts 
Me in 


APPROVED 


Availabl 


\ ae ae Write today for details and 48-page 
ATURE illustrated catalog. 


SHELDON ELECTRIC CO. Tiles 


68-98 COIT STREET, IRVINGTON 11, N. J. 





COPPER TUBI 
& PRODUCTS, Inc 


CINCINNATI, OHIO 
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of the lighting handbook, $2. These are 





available from Westinghouse Lamp Divi- 
sion offices located in New York, Phila- 
delphia, At'anta, Pittsburgh, Chicago, St 
Louis, and San Francisco. 

















EVERYBODY GOES FOR “Glsce’— AND HOW! 


“Elsie,” one of the newest arrivals at the home of Talk-A-Phone, has a lot 
of Everything ... smartest looking, smoothest operating two-station inter- 
communication system you ever met. Yes, “Elsie’’ has what it takes to 
make sales and to render thoroughly satisfactory service. 


MASTER AND SUB-STATION COMPLETE 


WITH TUBES AND 50 FEET OF CABLE 
READY TO INSTALL 


Write for literature describing “Elsie’’ and the other two new members 
of the World’s Most Complete Line of Intercommunication. Talk-A- 
Phone 5-station ‘Master Selective’ system, and Talk-A-Phone 5-station 
wa : . “All-master” system ... also Talk-A-Phone “Deluxe,” ‘Special Deluxe’”’ 
and “Chief’’ systems. Address Dept. IA, 





THE APPOINTMENT of Harry B. 


Davis, Jr., as assistant sales manager 


Products "Corp, Bridgeport, Comm, TALK-A-PHONE CO 
Products Corp., Bridgeport, Conn., a a . 
was announced recently by John J. ' 


Reidy, sales manager of the division. 1512 S. PULASKI ROAD 0} = 8 (o7-Cele) 23, TI.3,. 














Cords and 
Cord Sets 


Selected by 
leading manufacturers 
... why not by you! 











“PREFERRED FOR QUALITY’’ 


Quality sales are always remembered when 
further purchases are considered ... TRICO’s 
positive guarantee of satisfaction has proven to 
be an outstanding factor in the complete confi- 
dence, preference and ready acceptance shown 
TRICO products . . . Sell the line that offers 
QUICK turnover and steady, REPEAT sales. 


® POWDER-PACKED RENEWABLE FUSES 
© ONE-TIME “KANTARK” FUSES 

® “KLIPLOK”’ AND TEST CLAMPS 

® TRICO AUTOMATIC OILERS 

® SAFETY FUSE PULLERS 


A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 
able through jobbers | 

and distributors j 


TRICO’s 100% 
Wholesaler policy, 
extensive National 
Advertising and di- 
rect mail inquiry 
follow-up, make 
handling TRICO a 
truly Profitable In- 
vestment. 


WRITE FOR OUR 
COMPLETE CAT- 
ALOG. It’s yours 
for the asking. In- 
vestigate the many 
plus-values of TRI- 
co Products, 
There's no obliga- 
tion involved. 











Approved by 
Underwriters’ 
Laboratories 








ORDER ... STOCK ,.. SELL THE TRICO LINE 
TRICO FUSE MFG. CO. 


























- CORNISH WIRE CO., tnc. 
15 Park Row, New York 7, N.Y. 


MILWAUKEE 12, WISCONSIN 
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Shp doun main ceult volages 


—with CHICAGO 
Power Circuci PCB SERIES 


TRANSFORMERS 





















































e Convenience In Wiring — : 
Attached outlet boxes provide 
large, easily accessible wiring 
compartments for lead connec- 
tions, take conduit or flexible 
cable from all 4 sides. 
@ Flexibility In Mounting — 
Units can be mounted as shown 
at right, up-side-down, or in any E. GEORGE HARTMANN recently 
other position; rugged frames was named as general sales manager 
and mounting feet provide of John A. Roebling’s Sons Co., Tren- | 
strong, rigid support. ton, N. J., by E. C. Low, vice presi- 
” , dent in charge of sales. Mr. Hartmann, 
e Dependability In Operation Pri : who brings to his new position over 29 
— Quality construction, with 7 nT oes years of experience in the wire field, 
more - than - adequate insulation 230/460 or S25 Volts : has been associated with Roebling 
and vacuum impregnation of (50/60 Cycle) since 1940. 
core and coil, assures long. 
service-free operating life. Secondaries 
Write for prices and further details. 1 15 or L 15/230 Volts 
| %y to 10 KVA : 
<R AN OWES ak Fe : 
CHICAGO TRANSFORMER fe eng a eee 
Division of Essex Wire Corporation To Act As Coordinator 
oie came = . : 
ais 3501 ADDISON STREET + CHICAGO 18, ILLINOIS AU RORA, ILL.—Bob Kempton is now Bi 
alee et eae associated with All-Steel Equipment, Inc., i 


of this city and his job will be that of 
more closely coordinating field distribu- 
tion with the home office policies, accord- 
ing to a recent announcement by F. R. 
McQuown, vice president. Mr. Kempton 
has been identified with the electrical in- 
dustry in various capacities for a con- 
siderable period, and for the past seven 
years he was with Edwards & Company. 








+A an Eaten 
»-— 


Moe-Bridges Corp. Holds 
National Sales Meeting 


SHEBOYGAN, WIS.—The national 
sales meeting of Moe-Bridges Corp., fac- 
tory representatives recently held at the 
company’s headquarters here set the scene 
for the inauguration of a national ad- 
vertising and promotional campaign on 





new “Yriction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


the firm’s fluorescent pin-ups. | 

Factory representatives present at the | 
meeting included: H. A. Kahn of H. | | 
George Shefler, Phoenix, Ariz.; T. M. 
Gage of Theo. M. Gage Co., Cleveland, 
Ohio; D. L. Calmes of Dallas L. 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box, 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 344” or 4” outlet boxes, no other Calmes, Heuston, Tex.; M. J. Cleary of 
fastening necessary. Furnished complete with re- oe oe eae ee ta ae 

ceptacle, two 5’ chains, hooks and cord clips. M. J. Cleary Co., St. Louis, Mo.; M. M. 


Friction-Set K100 . . . List Price $1.10 Ger ony Eater positon ee ee ee 
Write fer Bellesia E25 leans, La.: V. H. Branham of Branham 


and Lumpkin, Atlanta and Charlotte, 

SIMPLET ELECTRIC COMPANY N. C.; and C. E. Moffet of E. R. Palm- : ¢ 
3600 West Potomac Avenue e Chicago 51, Ill. 

112 Cheriton Street @ New York 14, N.Y. 





tag Co., San Francisco and Los Angeles, 
Calif. 
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National Electric Assigns 
J. Tagg To Seattle Office 


PITTSBURGH—Jay Tagg has been 


the National Electric Products Corp. of 
He will assist N. L. Bost, who represents 
ional Electric for many years at the 


ttings. 


New Ingersoll Division 
Created By Borg-Warner 
CHICAGO—For the purpose of inten- 
sifying the manufacturing and selling of 
the Ingersoll Utility Unit, the Borg- 
Warner Corp., of this city recently cre- 
ated a new division—the Ingersoll Utility 


six-story building at 321 Plymouth Court 


assigned to the Seattle sales office of | 


this city, according to a recent announce- | 
ment by H. J. Newton, sales manager. | 


the company in the Pacific Northwest. | 
: Mr. Tagg has been associated with Na- 


Ambridge, Pa., plant, specializing in pro- 
juction control of electrical raceways and 


Unit Division—with headquarters in a | 












IN THE FIELD OF SPORTS... 
Sell 








FLOODLIGHTS 






BASEBALL HORSE RACING 
FOOTBALL PLAYGROUNDS 
HOCKEY SWIMMING POOLS 
TENNIS WBRATHING BEACHES 
BOXING ‘HORSE SHOE COURTS 


GOLF PRACTICE MIDGET AUTO RACING 


@® QUAD FLOODLIGHTS are made in 
various types so as to cover the field of 
sports lighting. These units all produce 
quantity and quality illumination. They 
place you in a position to cover the field 
in sales. 


Among the features are individual light 
control and multiple mounting which pro- 
vide flexibility. This makes them adapt- 
able to any type of sports lighting. 








here where the division’s management, 
sales and engineering functions will be 
consolidated. 

Organizer and president of the new 


QUADRANGLE MFG. CO. 


3253.PEORIA ST. CHICAGO7, ILL. 














THE LIFETIME 
HANDLE 


DOUGLAS 
Aluminum 
Compass Saw 
Handles al- 
low easy ac- 
cess to hard- 
to-reach 
Pat. Pending places. TWO 
convenient 
wing nuts permit quick rever- 
sal of the blade, and hold it 
perfectly rigid. Handle is 
made in one piece. 


DOUGLAS BLADES 
LAST LONGER 
DOUGLAS Compass Saw 
Blades are made from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 
tooth double sharpened. 


Send for Price Sheets 


DOUGLAS CO. 


P. ©. Bex 1964 Chariette, N.C. 









@ 30 or 50 Amps. 





@ Standard or 2-Circuit 
@ Plain or Astronomic 


@ Indoor or Outdoor Cases 


@ Reliance Time Switches—our customers 








tell us—are well-named. Many say our stand- eee 
ard electric time switches meet practically all sietestabrtaieciaine 
of their automatic control requirements. Some 50% 
users have enjoyed dependable Reliance serv- LONGER 
ice for more than 35 years. You, too, can rely eee 
on the Reliance line. Ask your distributor or 

write—Reliance Automatic Lighting Co., Specialists in time con- 
1911 Mead St., Racine, Wisconsin. trol devices since 1909. 


RELIANCE TIME SWITCHES 
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Soy 


—A_A_A_XAX) 























{ne WORLD'S FINES, 






COMPASS SAWS 
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HANG CHAIN 


IN A FEW MINUTES 














trical supply 
In Canada: 


*Patent No. D-141024, 
others pending. 
Underwriters approved 


SUSPENSION FIXTURES 


with JslWDISs MANGER 


Just connect wires — screw to outlet box. No 
centering, punching, drilling. No tools except 
a screwdriver. 

Complete with receptacle, two 5-foot chains, 
“S” hooks and cord clips. Self-grounding — you 
can use 2-wire cord and plug. Fits 
standard 4” 
plaster ring. each list 


Day-Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis 
7, Mo. Nationally distributed through leading elec- 








. 


0 
* 


or 314” outlet box or $65 


houses. 
address all inquiries to Amalgamated 


Electric Corp., Led., Toronto 6, Ontario. 





































‘Sell ALL Your Customers 


THE CLIPPER 
KITCHEN CEILING VENTILATOR 


You can recommend the Clipper for proper 
kitchen ventilation, and you can quickly install 
it and forget about it! 


EXTRA PROFITS FOR YOU 


Cash in on this nationally advertised ceiling | 
blower. Guaranteed for 5 years because of-the | 
exclusive, patented partition which keeps the 
motor out of the grease-laden air stream. 

GET THE 
COMPLETE STORY 
Mail the coupon or 
write us today for 
details of the Clipper 

Dealer Plan. 
The Clipper is easily 
installed in the ceiling 
and vented through a 
side wall or.roof as 
shown at left 














Trade-Wind Motorfans, Inc. 

5721S. Main St., Los Angeles 37, Calif. 
Send complete information on the Clipper 
Name . 





Address 


Knockouts Don't 
Line Up? 


USE OFFSET NIPPLES! 








The Dolco Offset Utility Nipple makes 
possible mounting of switches, gutter 
outlet boxes and other equipment where 
knockouts do not line up. All nipples 
are same length. Underwriters Ap- 
proved, Sizes 42”, %”, 1", 1%", 142”, 
2”. Sold through wholesalers only. 
Write for full information. 

Also manufacture Entrance Elbows, 
Meter Loop Boxes, Sequence Meter 
Troughs, Ground Clamps, -.U Bolts, 
Ground Bushings. 


DOLC MANUFACTURING 
COMPANY 
Cherry & Curry Sts. 
North Long Beach 5, Calif. 
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division is Roy C, Ingersoll, vice presi 
dent of Borg-Warner and president « 
the Ingersoll Steel Division. Direct mar 
agement of the division is in the han 
of Robert S. Ingersoll, a vice preside: 
of the Ingersoll Steel Division. 

The newly-created division will be ful 
implemented to carry on manufacturing 
sales and service operations for Inger 
soll-centrolled products classified as cor 
sumer goods while the parent divisio 
will retain its contract manufacturin 
business. 

The separation of activities was de 
cided upon as a result of a year of ex 
perience in dealing with the complicate: 
factors in the home building field wher 
the Ingersoll Utility Unit is pioneerin 
a factory assembly of household utilities 
fixtures and appliances engineered f 
mass production. 


OBITUARIES 





Louis Wittenberg 


Louis Wittenberg, purchasing agent of 
the Efengee Electrical Supply Co., In 
of Chicago, Ill., died in St. Elizabeth’s 
Hospital on Dec. 10, 1947, of injuries 
sustained in an automobile accident that 
took place in the near North Side of 
Chicago on Dec. 7, 1947. He was 49 
years old. 

Mr. Wittenberg spent 30 years of his 
life in the electrical wholesaling indus 
try. For the last 13 years he was asso 
ciated with the Efengee Electrical Sup 
ply Co., Inc. He was very well known 
in the lighting fixture field as well as 
the electrical supply field in the Chicag: 
area. 

Surviving him are hts widow, Mrs 
Ruth Wittenberg, and a son, Wilford 
Melvin. 


ASSOCIATION NEWS 





CHARLESTON—At a recent dinné 
meeting, members of the Electrical 
League of Charleston appointed com 
mittees, heard the secretary and trea 

urer’s report, the financial statement, 
and a report on the Christmas Light 
ing contest. Also three new members 
of the League were introduced. 

.A’ sound film entitled, “The Wa 
Out,” was presented at this meeting 
Produced by the Goodyear Tire and 
Rubber Company, it. treated with the 
progress made in conveyor mining. 


ok 


* 


CHATTANOOGA—New slate of off 
cers for the Electrical League of -Chat- 
tanooga are Kyle Holley, 1947-48 pre.- 
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ident; L. L. Ragon, first vice president; 
Morgan Smith, second vice president; e ’ 
Paul McMillan, _ secretary; Craig 
Schmidt, treasurer; and Hassel Qualls, 

FASTER MOUNTING! 


Bell engineers bring you 
another first with their 
new Speedmount “500” 
duplex receptacle equip- 
ertification plan in an all-out capacity ped with adjustable 
\ ind today can boast of 772 certificates threaded clamps for fast 


assistant secretary. 
Adequate Wiring 


The Electrical League since 1939 has 
een plugging the adequate wiring 




















. a and accurate flush 
ssued, ¢ xr 10,97( ts. | ‘ 1 
ued, adding 10,970 outlet cnamtinds tania. 
Many homes have been adequately | 
wired and would have received a cer- | MOUNTING DIRECTIONS: 
tificate of adequacy except they per- 1 Drive screws all the way 
ee - Micelle Aegina Aa hich | into threaded clamps 
aps lack one or two items which 2 Set screws against thread- 
would have allowed a certificate to be | ed openings in outlet box 
> There were 25 ce ¢ 3 Back screws off until re- 
ssued. There were 1,250 houses of pce ag ye he ethos 
this type. 4 Drive screws solidly home 
Clamps adjustable for lateral 
movement 
as Phea P ‘day | 
CHICAGO Che Annual Holiday “u u 
Party of the West Suburban Electric | THE SPEEDM UN § 
Lez > rs > . » G ae > . 
atest te basing held at the ieee No more fuss with washers or broken plates — 
Hotel in Chicago. | the Speedmount “500”, with its ingenious clamps, 
j Dinner was served at 7:00 P. M. and | enables a jiffy-quick installation tailor-made to 
was followed by entertainment, danc- | isure mounting of receptacles flush with wall 
Sia -aaellt eaeiin Meas gailiads or baseboard, when outlet boxes are installed too 
Bnei go-yepiad en : deeply or not lined up properly. 
Miss Keller entertained during din- Speedmount “500” will practically pay for itself > ; 
ner with piano accordion and “Private” | in the time saved by faster mounting and the 
August Schultz reminisced about the | elimination of service calls. ELECTRIC 
of exciting experiences of a Dough Boy | @@# y Avaitahte tn Grown or tery COMPANY 
( back in World War I. P ‘ 
Ws ae | il Listed as Standard by Underwriters’ Laboratories, Inc. SmNCAge 5. 
es 
at - ——$—_—_ — —_—__—_ —_—_—__——— — - 
ot 
49 
11s 







VULCAN 












Pp 

VN 

as 

ed 

™ @ Insure against power 
rd * failures 


@ Eliminate grounds 
and shorts 


@ Meet requirements 


Counterpoised of 1947 Code 







Electric Soldering Tool ® Accurately machined 


—not molded 








ALL PARTS REPLACEABLE 


sername 
ae 
































wai Fi STANDARD HEATING HEAD ‘ 
aa UL APPROVED ® Strong, tough, 
as So expertly counterpoised that resilient - f 
i = tip seems 7 be ——_ | 
nt e a magnet to the point to be | : 
ht soldered. © Complete range 
ers Tip is clear of all interference, of S1zes 
so - easily ening — } 
at places, always in clear view 
ie of the operator. @ All types—male, = 
ne Aluminum fins dissipate the heat. female, threadless 
an 4 
tt VULCAN ELECTRIC CO. If you are not already ¢ 
y. Danvers 9, Mass. using SALI Bushings, 
Electric Soldering Tools ask for free sample. 
Electric Solder Pots 
o ffi - Electric Heating Units T4300 LORAIN AVE. 
hat- CLEVELAND 11, OHIO 
res- 
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Perfect-Line Door Switches 


AN IDEAL SWITCH FOR CLOSET, PANTRY 
DARK ROOM AND REFRIGERATOR LIGHTS. 
Furnished ty ner earn aay | for Installation. Consists of Metal 

) 


Box with '/2'' Knockouts in Both Ends and Back, Cover, Necessary 
Screws, Striking Plate and Switch, U-L Approved. 








Cat. No. Description Carton ‘Std., d., Pkg. Wi wt. Std. Pkg. ss 
DN 415 “On’’ When Door Is Open 10 50 25 Lbs. 
DF 415 “Off’’ When Door Is Open io ~—_—sS50 25 Lbs. He ‘90 





SWITCH HAS WIRE LEADS AND ADJUSTABLE PLUNGER. 
} + tefl aie cae. DIMENSIONS: 2-11/16" x 1%” x 12” DEEP. 
: 2 





Weatherproof Flush Switch 


DESIGNED FOR OUTDOOR RESIDENTIAL 
AND INDUSTRIAL INSTALLATIONS AND FOR 
INTERIOR USE WHERE EXCESSIVE MOISTURE 

1S PRESENT 


PACKING: Boxed Individually: Standard Packing as Shown: All 
Mounting Screws and Weatherproof Gasket Included. 
MATERIAL: .040"' Brass, Aluminum Finish. 





Switch | Rating ne 


Cat. No. Description ‘125V_ 250V Std. Pkg. Wt. Std. Pkg. 
sw-!t Single Pole Switch 10 5 25 20 Lbs. 
SW-2 Double Pole Switch 10 610 10 8 Lbs. 
SWw-3 3-Way Switeh 10 5 10 8 Lbs. 
Sw.-4 4-Way Switch 5 2 5 5 Lbs. 











Available for immediate delivery to Elec. Wholesalers 


PERFECT-LINE MFG. CORP. 


Hicksville, L. 1., New York 











What makes one man worth $40,000— 
and another only $4,000? . 
This book tells 
| HOW TO CULTIVATE 
YOUR EXECUTIVE QUALITIES 


—and win success faster 
in the upper brackets 











TOP EXECUTIVES aren’t born—They’re made 

- . . Self-made mostly. Though they rise along 

different routes, the steps are similar. They 

follow a definite course of action .. and 

arrive at the top as planned. Now, here is a practical teak 
brings you this amazing success formula. 


This book provides a blueprint that shows 
you how to win executive success. It shows 

DEVELOPI NG you R that executive genius is not an inborn quality, 
but the result of concentrated, directed effort. 

It explains how you can guide the same effort 

EX ECUTIV E AB | LITY you expend daily toward improving your exec- 
utive ability. Packed with helpful pointers, it 


tells how the up-and-coming executive can 
By HOWARD SMITH make the most of his capabilities, and qualify 


for the upper bracket rewards. 
Personnel Consultant, Noted Lecturer, 


and ae Dale Carnegie SEE THIS BOOK TEN DAYS FREE— 


MAIL COUPON (SBSSSSSSSBSSEEESEEESEESSEeeeeeer 










. 
* 
225 onl $3 00 ® McGraw-Hill Book Co., Inc., 330 W. 42 St, N.Y. 18s 
pages y ° Send me Smith’s Developing Your Executive Ability for 10 § 
core ar on approval. In 10 days I will send « 
Some facts this book gives you: § {Postage witivc—£TS °° ieee 
@ how to plan advancement ‘ EE son ss bana bbdaendpadinr mabe dediemadeees nee . 
e@ the secret of executive ability . - 
© 3 best methods for improving personality = Address 00ewe eed eeses b0ences en cenceeseeeesesneeeseeseseeee - 
ett ways to put over your personality e . 
24 guideposts to productive thinking ie CaM iid uc sk sucka gcaaundeaeeiuuanesminae * 
ett alds for making decisions - . 
@ if steps for handling worries UE i. inct000dsre06sedeteddsnrsbéesediatessouesenesees 
e how to budget time most efficiently eee .-. 4 
@ 12 tested techniques for giving Instructions BOOMER ooo ccccoscccsssccccosesenccsecccccccess EWS-2-48 © 
e how to talk to groups effectively (For Canadian price write McGraw-Hill ag « Canada Lid., , 
e how to handle responsibility i 12 Richmond St. E., Torento s 
e how to give yourself publicity RITE, tee ks ~ 











CLEVELAND—More than 750 per- 
sons crowded the Hotel Statler Ball- 
room recently at a joint meeting of 
the Cleveland Advertising Club and 
the Electrical League of Cleveland for 
the first showing to any organization 
of a dramatic new documentary mo- 
tion picture starring the ‘‘Cleveland- 
Northwest Ohio” area. 

Produced by the March of Time and 
presented by the Illuminating Com- 
pany, the picture is titled, “Opportun- 
ity, The Story of the Best Location 
in the Nation.” 

Chester W. Ruth, Advertising Club 
president and director of advertising 
for the Republic Steel Corp., presided 
at the meeting, and Frank J. Ryan, as- 
sistant to the president of the Illum- 
inating Company, was the principal 
speaker. 

“Population is increasing, industry is 
expanding, and levels of business and 
employment, of profits and payrolls, 
are at new all-time highs,’ Mr. Ryan 
pointed out. 

“But we must not become compla- 
cent... To upbuild the Cleveland area 
we must build tens of thousands of 
new dwelling units for Clevelanders. 
We will need at least 10,000 new dwell- 
ing units a year, for the next five 
years.” 


1948 Election of Officers 


J. E. North, general sales manager 
of the Cleveland Electric Illuminating 
Co., has been elected by directors of 
the League to his 26th consecutive 
term as its president. 

New vice presidents of the League 
are Willard E. Henges, district man- 
ager, Graybar Electric Co., and C. B 
Gray, manager of the lamp department, 
Buckeye Div., General Electric Co. 

Stanley E. Strunk, secretary of the 
League since 1944, was elected secre- 
tary-treasurer. He is also manager of 
the League’s Industrial Div., manager 
of the EMEA of Cleveland, and presi- 
dent of the International Association 
of Electrical Leagues. 


INDIANAPOLIS — At the Annual 
meeting of the Electric League of this 
city a special business session from 
4:00 to 5:30 P. M. was held for mem- 
bers only. Those present were urged to 
give their views on the many problems 
ahead and to make suggestions for 
improvements in League operation. 
The social hour was from 5:30 to 
6:30, followed by the Annual Banquet 


MILWAUKEE—An annual meeting 
and stag party of the Electrical Asso- 
ciation of Milwaukee was held at the 
Elks Club on January 15. A piping hot 
delicious steak dinner was served fol- 
lowed by a short business meeting. 
After the business meeting, every- 
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1¢ enjoyed an entertaining floor show. 


A seven course dinner, music by | 
ark Steger’s orchestra, floor show, | 
id prizes were enjoyed by those metm- 
rs and guests of the Electrical 
eague attending the Annual Dinner 
ance, held in the Crystal Ballroom 
the Hotel Schroeder on January 31. 


MINNEAPOLIS—The North Central 
Electrical Industries reports that plans 
for handling an estimated attendance 
of 2,000 people at the Electrical Con- 
vention and Trade Show in St. Paul 
on February 29th to March 4th are 
already in the making. 

Reports from all sections of the Up- 
per Midwest, according to the Asso- 
ciation, indicate that the registration 
will top by several hundred, that of 
any previous convention and _ trade 
show in the area. 


NEW ORLEANS—At the election of 
officers’ meeting, the Electrical Asso- 
ciation of New Orleans elected for its 
1948 president, Streuby L. Drumm, 
general sales manager of New Orleans 
Public Service Inc. 

Other officers elected are: C. C. | 
Walther, executive vice president; R. 
A. Mackenroth, vice president, whole- 
salers, utilities, and manufacturers; W. | 
E. Hobson, vice president, refrigera- | 
tion; W. C. Ellis, vice president, elec- 
trical contractors; E. W. Schneider, | 
vice president, air conditioning and 
ventilation; Walter Leonard, vice pres- | 
ident, radio; W. E. Clement, director 
of publicity; J. R. Guidroz, secretary; 
and I. W. Tufts, treasurer. 

The executive committee elected for 
1948 is composed of A. B. Lindauer; 
James N. Roose; E. N. Avegno; C. 
Espy Reed; Hutson Colcock; Paul 
Hogan; Charles E. Corrigan, Jr.; C. 
W. Nussbaum; and Wayne B. Wands 
(ex-officio). 





NEW YORK CITY—Vernon E. 
(Sam) Vining, merchandising consult- 
ant of the Westinghouse Electric Ap- 
pliance Division, addressed the mem- 
bers of the Electrical Women’s Round | 
Table, Inc., at a recent meeting on | 
the subject of Merchandising and what 
it means to a company to have a good 
Sales program. 


MAHA—At a recent Board of Di- 
rectors’ meeting of the Nebraska- 
Iowa Electrical Council, it was brought 
that all members of the Council 
are invited to participate in discussions 
at Board meetings. 

ny member wishing to attend in- 
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PLANNED 
LIGHTING 


@eoeoe © @eeeeeeeese#2ee8es°® 


Adequate lighting for any area requires the tools with 
which to work. ABolite offers you a complete line of re- 
flectors to meet every illumination problem. They are 
finished in a special new porcelain enamel that gives 
higher reflective quality. A few typical shapes are illus- 
trated above. Other types, including special DUO-MOVE 
and easy-detachable units, are shown in our specification 
sheets. Plan now to meet future lighting problems with 
ABolite—the "Old Reliable" reflectors. 


Sold only through wholesalers. 





eee eeoeeeee8e8e808 8 @®e3ee2e 
THE JONES 
METAL PRODUCTS CO., 
West Lafayette, Ohio 
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Inexpensive to buy—inexpensive to install— This compact fan, float-mounted on 
unit-packaged 


IT’S HERE! THE NEW CHELSEA 


PACKAGE UNIT 





for co 1 to attic floor or from the rafters, — 

< jlo ibration. The complete, low- 
attics of. low headroobm—available in 24"- —< Th 

“ . pockage unit includes... a 

30”-36" and 42” sizes for any home, sturdy, efficient Chelsea fon, an 















: 7 automatic ceiling shutter, mounting 
INSIST ON THIS SEAL As with alt brackets, vibration dampening springs, 


seb ose Sse canvas boot for anti-vibration. seal 
ost between floor and fan, and a pull- 


chain switch for convenient control. 


CHELSEA FAN & BLOWER C0. 4 


INCORPORATED Cs 
1206 GROVE ST., IRVINGTON 11, N. J. 
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WHETHER YOU USE... 


P&S 1815-D (for one-to-a-gang instal- 
lations) 


OR Pas 1311 (for combination wiring) 
YOU GET THESE IMPORTANT FEATURES: 
Totally enclosed bakelite body. 


Simple yoke oscillating in circular 


bearings to minimize friction. 


Kick-off thot assures positive mechan- 
ism performance. 


Full size, one-piece handle with plainly 
visible T-roting. 


Bakelite cover securely anchored to 
body in four places. 


Switch blade assembly which includes 
positive aligning guides, functioning 


also os arc suppressors. 


Binding screws capable of handling 
No. 10 wire. 







Send for P&S Catalog for complete 
listings of P&S switches. 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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a reservation for lunch can be made. | 


The Board meets regularly at noon on 
the second Monday of each month. 


PHILADELPHIA—Henry B. Bry- 
ans, president of the Philadelphia Elec- 
tric Company, was re-elected president 
of The Electrical Association of Phila- 


delphia at a recent meeting of the 
Board of Governors of that organi- 
zation. 

Other officers re-elected were: vice 


president, E. W. Loomis, district man- 
Westinghouse Electric Corpora- 
tion; Philip H. Ward, Jr., 
president of the Ward Electric Com- 
pany; and secretary, Robert J. Moran, 
Middle De- 


partment Rating Association. 


ager, 
treasurer, 


chief of electrical district, 


PITTSBURGH—The Planned Light- 
ing Exposition and Conferences, spon- 
Indus- 
trial section of the Electric League of 
Western Pennsylvania, will be held on 
March 1-4 at the William Penn Hotel. 

The 


manufacturers’ 


sored by the Commercial and 


feature 
displays, a 


show will prominent 
conference 
program on the latest developments in 
art and science of illumination, a 


kick-off banquet and preview for the 


| electric industry, special entertainment, 


and door prizes 
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S AVAILABLE 
Lt Nt THRU ELECTRICAL 
| WHOLESALERS 


Electric Wiring Parts, 
including Portable 
Guards, Rubber Sock- 
ets, Plugs Extensions, 
Lamp Guards, Vapor- 
proof Portables, In- 
spection Lights, etc. 





Manufactured by 


THE ERICSON rc. co. 


CLEVELAND 3, OHIO 














LINE WANTED 


Established manufacturers’ repre- 
sentative’ with excellent following 
of electrical wholesalers desires 
additional New York 
Metropolitan Area. Two men in 
field. Intelligent thorough cov- 
erage assured, 


line for 


R.A. 2025 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 
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ASBESTOS COVERED 


WIRE fot 
. .- IN ALL POPULAR SIZES 


| As Specialists in the manufacture 
\of Asbestos Covered Wire we 
|have concentrated all the efforts 
‘of our entire engineering and 
|technical staff in the production 
of wire that will meet your every 
| requirements for appearance and 


reliability. YOU CAN DEPEND 
ON RADIBESTOS QUALITY. 


But of equal importance, we spe- 


cialize in the service which we 


give our customers in shipments 
and attention to all the details of 
their orders. YOU CAN DEPEND 
ON RADIX SERVICE. 


QUALITY and SERVICE are the 
cornerstones of our business. May 
we give you more information 
about RADIBESTOS Asbesios 
Covered Wire and how our serv- 
ice can help you maintain pro- 
duction schedules? 


Write for samples—mention- 
ing the purposes for which you 
require asbestos covered wire. 


The sample card 
illustrated con- 
tains nine differ- 
ent styles of RA- 
DIBESTOS WIRE. 
Write for one 
today. 


CLEVELAND, OHIO 
4 


2800 EAST SSTH STREET 


February, 1948 
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Blowing smoke 
through a Pierce 
Fuse is a graphic 
way to show a pros- 
pect how screen ven- 
tilation gives the 


Link air- 


cooled surroundings. Avoids un- 


Pierce Balanced-Lag 
necessary over-heating and blow- 


ing. Stops after-blow. 


Many Other Talking Points 


in the wonderful Pierce Fuse. It’s 
stronger by far with Tubular- 
Bridge construction. You can't 
bend it. Stays in permanent align- 


ment. Gives longer service. 


Pierce Fuses are a good line to sell. 


No “direct” sales. Prompt ship- 





7 ments. Constantly increasing re- 
® peat business. Continuous trade 
ay ; , : 

§@ paper and direct mail advertising. 
“Ba 

te er 5 

gs Write for full information. 
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| MORE FACTS 
‘ON PRODUCTS 





Fuses and Circuit Breakers — Two 
small booklets have recently been pub- 
lished by the Frank Adam Electric Co., 
P. O. Box 357, St. Louis, Mo., which 
deals with the excessive heating of 
fuses and circuit breakers. These book- 
lets contain a comprehensive study of 
causes of trouble and suggest remedies. 


When writing ELECTRICAL WHOLESALING 


mention 





Over-all Lighting—Catalog No. 48 
shows fluorescent and _ incandescent 
lighting equipment for schools, offices, 
drafting rooms and stores. New items 
included in the catalog are luminous in 
direct equipment utilizing = slimline 
lamps; the improved Grenadier model; 
and the Grenadier IV model as well as 
spotlight equipment for accenting in 
merchandise areas. Photometric data 
and layout information are given in 
complete form. The F. W. Wakefield 
Brass Co., Vermilion, Ohio 
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FLUXES 
SODERS 


for EVERY SODERING 
BRAZING e WELDING NEED 


L. B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE. 
fed i ioy \clome ) m1 5 & 

















MANUFACTURERS 
REPRESENTATIVES 
WANTED 


Territories available: Georgia, Alabama, 
Mississippi, Louisiana, Texas and other far 
western states except California; Canada 
also available 

Representatives acting as individuals pre 
ferred, for our well-known “KEIL” electri¢ 
push button, door opener, mail box and 
electrical specialties line. 

Write stating territory covered, lines now 
handled and other particulars 


TRINE MANUFACTURING 
CORPORATION 


1430 Ferris Place 
Bronx 61, N. Y. 





Sef 


COL0) IKOL 0) Fy iy 
10,000 hours 


Lamp Life Expectancy 













they give complete customer satisfac- 
tion with your job—both now and 
later. 10,000 hours lamp life expect- 
ancy means lower maintenance cost 
—lack of intermediate burn-outs—no 


replacing lamps during working hours. 
Complete absence of flicking; prac- 
tically no deterioration throughout 
the entire life of the tube. 


Because 


they give an even, glare-free light 
that is soothing and pleasing. No 
spots of greater or lesser brilliance— 
no flicker; no stroboscopic or vibrat- 
ing effect. COLOVOLT lamps start 
instantly, have a low surface bright- 
ness because the lumens are dis- 
tributed over a longer area, give true 
color discrimination and lend them- 
selves to all interior treatments. 


Because 


they are easy to install—operate on 
low voltage cold cathode ballasts or 
high voltage transformers and do not 
require special wiring or starters. 


COLOVOLT LIGHTING FIXTURES 


are modern in design and appearance 
—are easily maintained and cleaned 
—have less dust collecting areas— 
may be used with different types of 
diffusing glass or louvres—are all 
steel with an exceptionally durable 
baked enamel finish which retains o 
hard, smooth, even surface. Union 
made and Underwriters’ approved. 


The trend is to Cold Cathode 
Lighting. Write or wire today 
for complete information. 








oom 


LUMINESCENT 
CORPORATION 
Sa eeenemmmnaeneaall 


*Trade Mark Reg. U.S. Pat. Off. 


GENERAL 
LUMINESCENT CORPORATION 


648 SO. FEDERAL ST. ¢ CHICAGO 5, ILL. 
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ELECTRIC // SOLDERING 


F IRONS 


that are sturdily built 
for the hard service of 
industrial usage. Have 
plug type tips and are 
constructed on the unit 
system, with each vital 
part, such as heating ele- 

ment, easily removable and 
replaceable. In 5 sizes, and 
from 50 watts to 550 watts. 





Sflmerican 





TEMPERATURE REGULATING STAND 
This 
trolled device for the regulation 


is a thermostatically con- 


of the temperature of an electric 
soldering iron. When placed on 


and connected to this stand, iron 
may 


be maintained at working 
temperature, or through 
an adjustment on bot- 
tom of stand, at 
low or warm 
temperature. 









For further information, write 





AMERICAN ELECTRICAL 
HEATER COMPANY 


DETROIT 2, MICHIGAN 
ti ielolitisl-te Man Roh a’ 
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" Fluorescent 













Fixtures — Bulletin 47-6 
contains specifications, drawings, de- 
scriptive data and information on 
mounting for fluorescent strip light- 
ing, slimline fixtures, and recessed trof- 
fers. One page is devoted to photo- 
graphs of recent installations. Morris 
Kurtzon, Inc., 4218-48 N. Lincoln Ave., 
Chicago 18, Ill. 
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Solderless Connectors—A data sheet 
describing splice caps, terminating lugs 
and crimping tools has _ illustrated 
drawings. Buchanan Electrical Prod- 
ucts Corp., 2 West Jersey St., Eliza- 
beth, 4, N. J. 





Winer tins ELECTRICAL WHOLESALING 


Test Equipment—An 18-page service 
test equipment catalog, ESD-129, lists 
the specifications of nine instruments 
in the company’s line of test equip- 
ment: Tube Checker, Type YTW-1; 


Signal Generator, YGS-3; Oscillo- 
scopes, Types, CRO-3A and CRO- 
5A; Capacitance Resistance Bridges, 
Type YCW-1;  Unimeters, Types 


YMW-I1A and UM-3; Sine or Square 
Wave Generator, Type YGA-2; High 
Voltage Multiplier, YYW-1. General 


Electric Company, Specialty Division, 
Electronics Park, Syracuse, N. Y. 














IGHTS 


80 types available in price ranges 
from .75 cents up. All parts in 
stock. 


Complete line of “AMERICAN” 
incandescent lamps, our own prod- 
uct at best factory discounts. 


Send for complete information. 


THE SAVE LAMP COMPANY 
Baltimore, 11-P, Maryland 














MANUFACTURER’S 
REPRESENTATIVE 


Wanted for sale of Electrical 
Cable Staples to jobbers and 
wholesalers in territory includ- 
ing Wisconsin, Iowa and north- 
ern parts of Illinois and Indi- 
ana. Price is right and firm has 
over sixty years’ staple making 
background. 


RW3695, Electrical Wholesaling 
330 West 42nd Street 
New York 18, N. Y. 
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JACKSON 
QUALITY 


_ 


8972-8974-£°76 


FOR RURAL 
LIGHTING 


@ No. 8972 has 12" porcelatn 
enameled reflector 

e@ No. 8974 has 14" porcelain 
enameled reflector 

@ No. 8976 has 16" porcelaln 


enameled reflector 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 


® Sold only thru Wholesalers 


® Manufacturers of 
Lighting Equipment 


JACKSON 
ELECTRICAL COMPANY 
900-810 W. Van Buren St., Chicago 7, Ill. 





JACKSON 








LINEMEN TOOL BELT 


“THE STRINGER BELT'’—DELUXE 





4 











pporter Cat. No. 630 

Here is a Linemen Tool Belt with many outstanding 
features. 

The cushion is 5” wide in back. Made of heovy 
saddle leather. Padded with cotton felt. Lined with 
Latigo leather. The Body Strap is made of Russe! 
harness leather and is 134” wide. Design tooled o 
belt for better appearance. 

Our No. 630 Supporter furnished separate to fi 
your present belt. Give us the distance between the 
rings on your belt. Tested hardware. 

IMMEDIATE DELIVERY 
ON LINEMEN EQUIPMENT 


Sold through Jobbers 


UTILITIES SAFETY SUPPLY 
MANUFACTURERS 


2944 BALES STREET 
KANSAS CITY 3, MISSOURI 


OY 
° 


— 
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Relays—Bulletin No. 50-17 describes 
and illustrates the line of “Sensitive 
Multiple Arm” relays manufactured by 
Signal Engineering & Mfg. Co., 154 W. 
14 Street, New York, N. Y. The bulle- 
tin includes design feature, ordering 


information, and diagrams. y, [Gog 

hen writi r.) 
we wen”? ELECTRICAL WHOLESALING 0) 0 
Capacitors— A 24-page catalog, No 
200, illustrated with detail drawings as 


well as halftones of more than 20 The WIRE and CABLE 


different classes of capacitors manu- 

factured by Cornell-Dubilier Electric w 

Corp., South Plainfield, New Jersey. : ith du Pont 
Each type capacitor is described, both : 

as to construction and service, and is NEOPRENE 
illustrated. Catalog also includes list . 


price and net price of each type. Jacket 


Sherman High 
Strength Bronze 






-8576 
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Store Lighting—A booklet entitled, 
“Planned Lighting Equipment for 
Creating Outstanding Stores,” de- 
scribes lighting equipment for improv- 
ing the effectiveness of planned light- 
ing sales. The equipment included in 
| this booklet are show window units, 
wall case units, and accent lighting 
units. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo. 
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Sherman Connectors are made from 
silicon bronze averaging more than 


> 


tL. 
—— 
T 90,000 Ib. tensile strength per square | Electrical Fittings—Catalog No. 553, a 
inch. Threads on the body are not | 4-page illustrated review of the No. 800 
4 lel Bie ae Me ik floor box and the Nos. 803 and 804 
ee ee ee service fittings for light, power, tele- 
ie | and checked with precision gauges to phone signal and bell system floor con- 
| mate perfectly with the tapped threads venience outlets, has been published by 
in the avi. National Electric Products Corp., 
| Chamber of Commerce Bldg., Pitts- 
All connectors have full hex heads and ' burgh, Pa. The new steel floor box 
nuts are extra thick. The solid, rein- with brass top is illustrated and its 
installation described. The high and 
low potential service fittings are pic 
tured and their use with the floor box 
long pilot, for easy assembly. is reviewed. 


Write today for Trade Bulletin 22 
| giving full data! 


forced spacers provide maximum bear- 


ing surface on the wire and nut. Extra 
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H. B. SHERMAN Mfg. Co. es = 


Battle Creek, Michigan Bronco 60 is highly 
| 8-MM. Sound Projector resistant to oils, sol- 
An 8-mm. motion picture sound projec- | vents, acids, chemicals, 
tor is on the market abrasion, sunlight, heat 
and cold. Its long life 


means real economy. 


Made in the West by 





tstanding 





| 18,000 Phone Inventions 


of heovy 


ned with 1 More than 18,000 inventions have con- 
of Russe! 


ae ELECTRICAL | tributed to development of the telephone 
‘ooled on | 


FITTINGS | since its invention in 1875. W t $ T a « ” 
ween the 


fy <= | New Coal Refining Process INSULATED WIRE CO. 
| Gar 
ail ie 


Powdered coal with an ash content of 1001 E. Sixty-Second St. 
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| 15 per cent can be cut to a 1.5 per cent 


content, before it reaches the furnace, by 
:| a new electrostatic process just discovered. 


Los Angeles 1, California 

















KITCHEN 


VENT 





TWO TYPES 
ADJUSTABLE 
eo ee 
10” 
QUIET TYPE 
FAN 









CAN BE INSTALLED 
IN NEW OR OLD 
HOMES! 








HECK the features em- 

phasized here, and 
you'll see why Signal Kitchen Vent 
Fans are popular with the trade and 
customers alike . . . features that all 
point to more sales... a quality 
product popularly priced to actually 
meet the demand for a kitchen ne- 
cessity . . . an item needed the year 
‘round. 


AIR CIRCULATOR 


Streamlined design. . 
. « Safelocking wing nuts that hold 
fan in selected angle of operation 
° . self-aligning bearings, rubber 
mounting, 3,500 C.F.M. Height ad- 
justment from 4’ 4” te 7’ 6”, floor to 
eeenter of fan. Finish—motor, black 
baked enamel; base and stationary 
column, black wrinkle; adjustable 
column and blade, nickel 
plated. Write for complete 
details on this Signal 24” 
circulator. 











. three speed 











ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 
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Ya ’s how— 
ou 
can make a profit— 


Selling Protection for 
Small Motors 
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Fusetron 
The cost of installing Fusetrons is mighty s™* 
the losses incurred when a motor burns out. You have not only 

; the cost of remov!ng and replacing the burned-out motor, but You 
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burners — and the many other grail motors you depend upon where , and the hundreds . stokers, oil 
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. ot er pl 
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